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G “GENUINE DETROIT” G 
PRESSED BRASS AND STEEL GREASE CUPS 


“Genuine Detroit” Pressed Brass and Steel Grease Cups are drawn from rolled sheet metal. 


Selected materials, careful workmanship and rigid inspection make these a satisfactory cup 
for bearing and general machinery lubrication. 











series No. 570 Series No, 560 Series No. 575 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, U. S. A. 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 
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i UN business. 


Established 1890 


Backing Up Our Jobbers 


Our policy of backing up our jobbers with aggressive, sales- 
building co-operation is one big reason for the extraordi- 
nary success that jobbers have with the CAPITAL Red 
Cap Line of Industrial Brooms and Brushes. 

Of course, the line has the high quality that brings repeat 
What our jobber co-operation does, primarily, 
is to start a jobber with big sales and then continue to de- 
velop new business. 


We will 
this time-tested plan to all jobbers who are 
interested in making larger profits from 
the sale of industrial brooms and brushes. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. 


gladly send complete details of 


Indianapolis, Ind. 




















OBERG’S FILES 


With the trade marks 


D C.0. OBERG &C9 





PANSAR 


— KA 
Cut Files 


Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great en- 
durance and uniformity of temper. Fully guar- 
anteed. 





Circular 


Write for catalogue 


U. S. and Canadian Agents 
SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. Montreal, Can. 



























Tribloc Chain Hoists 


equipped with our 


“Eqpajin’ Shackle 





This improvement ends the possibility 
of poor welds when renewing the load 
chains in Ford Triblocs, 


Any handy man can take out the old 
chain and replace it with a new one in 
a few minutes. 

The Tribloc Hoist has spur gears; pro- 
vid es the highest efficiency, which is 
8 Made of malleable iron and 
nied forged steel parts throughout. 


Send for Catalog 





6-B and discounts. 


FORD CHAIN BLOCK COMPANY 
2nd and Diamond Sts. Philadelphia, Pa. 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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43 N. 5th Street 


Royersford 





A complete line 


backed by fast service 





It is a fact that you can call upon Royers- 
ford dealers for any size piece of trans- 
mission machinery, bearing, coupling, 
collar, hanger—and know that you will 
receive immediate service—prompt de- 
livery. 


Royersford dealers expect and 
receive the same service from us. 


So the next time you need anything in 
the transmission line let a Royersford 
dealer show you his idea of service. 


For dealer nearest you see MacRaes’ Blue 


Book. 


Royersford Foundry & Machine Co. 


Industrial Management Dodge Idea 

Belting & Transmission 
Cotton Oil Press 
Machinery 

Textile World 


Mechanical Engineering 
American Machinist 
Mill Supplies 

American Miller 


as well as in A. S. M. E. Catalog and MacRae’s 
Blue Book 








For Fast Service 


Royersford Products are regularly advertised in: 


Philadelphia 


The ROYERSFORD LINE 








CONNECT IT TO 
A LAMP SOCKET 


Here is the light weight brother of the regular 
“TOLEDO” Power Drive. It is similar in de- 
sign but equipped with a smaller motor and a 
slower gear ratio. 


It is made primarily for operating “TOLEDO” 
tools for cutting and threading pipe up to 4-inch, 
although it will successfully handle the larger sizes. 


The motor is small enough to permit of satisfactory 
operation from an ordinary lamp socket, and the 
current consumption is negligible. 


The Drive weighs but 165 Ibs. and its list price is 
$450.00, subject to liberal discounts. 


You can well recommend this new “TOLEDO” Junior 


Power Drive to your customers to reduce operating 
expense. 


THE TOLEDO PIPE 


THREADING MACHINE CO. 


TOLEDO, OHIO 
New York Office, 50 Church St. 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 


E.C_ATRINS & CO. INDIANAPOLS. ND, 








Atkins Upset Swages for Solid and Inserted 
Tooth Saws 





Kwik-Kut Metal Cutting Hack Saw Machines, 
belt or motor driven; capacity up to 8 by 8 in. 
More economical than Circular Metal Cutting 









| Metal Band Saw Machine for cutting all kinds of Saws 
metal; can be driven by belt or motor; capacit 
| relive 7 Din. by 14 in. )~—s AAA =Non-Breakable Hack Saw Blades for 
y size up to 12 in. by 14 in. - 
hand frames; can be twisted and abused but 
they will not break in work. Send for sample. 
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Inserted Tooth Circular Saws, Teeth & Holders; 
for light, medium and heavy mills. 





Solid Tooth Circular Saws for saw and planing 
mills, woodworking and furniture factories. 


. 


Send us your inquiries for Saws of all kinds, Saw Tools and Saw 
Mill Supplies. Manufacturers of Acrolite and Ferrolite Grind- 
ing Wheels for Saws, Knives, Tools, Iron, Brass, Copper and 
other metals. Distributors of Cantol Belt Wax in paste, bar. 
stick and liquid form. 




















} Acrolite Wheels for Saws, Write nearest point below for complete catalog No. 19 Ferrolite Wheels for Iron 
| Knives and Tools. Brass, Copper, etc. 
wak TOUR Sette” /» s. 
aS ee A: es oe a i 
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r- |} \V r er 7 
‘| BELT wax ||! >» , y Lv 
\ \WATERPROOF OILPROOF j - — . 
i Stops Belts from Slipping AAA Hack Saw Frames Machine Knives for Every Purpose 


j 
i 

: 

i Write for free sample Template paper for the asking 
' 


‘‘A Perfect Saw For Every Purpose’’ 


E. C. ATKINS & COMPANY 


| Established 1857 The Silver Steel Saw People 
| Home Office and Factory Indianapolis, Indiana 


i Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
| Branches Carrying Complete Stocks in the Following Cities 

; Atlanta Chicago Memphis Minneapolis New Orleans New York 

H Portland San Francisco Seattle Vancouver, B. C. Paris, France 














6 When writing to Advertisers please mention Mitt Suppties. 








— 




















J 





FOR 
REPAIR TOOLS 


This is the busy spring overhauling season. Thousands 
of garages and car owners are doing the little repair jobs 
necessary before putting their cars on the road again. 


ANJALI 





And around the factory, farm and home, spring finds all 
sorts of odd jobs to be done. 


See that vour shelves are kept well filled to meet the de- 
mand for repair tools. Nothing satisfies a customer more 
than being able to get tools when he wants them. 








write” You will find “Headquarters” an ideal place to put your 4 
iia replacement orders. Our large stocks will enable you to Ll Giant 
save time and money by ordering all these items at one nee 
time from one company. Your saving will come in re- 
duced clerical, postage, freight and cartage charges. 
Make one large order do the work of a dozen scattered 
ones. 











Round Adjustable 












Hex n 
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Taps and Dies SSE > ET Gages 
Screw Plates G | FieN =] ELE Ty AD AN D DI Pipe Tools 
Twist Drills Cc .) R Pp O R AT | © N “Little Giant” 


Reamers —— — Pipe Wrenches 
— GREENFIELD, MASSACHUSETTS | eee 
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“THE REEVES” Motor Pulley is 
composed of two principal parts 
—wooden pulley proper, and the 
metal compressible cone centers. 
Four machine screws draw the 
cone centers together so that the 
pulley ‘freezes’ onto the shaft 
and centers itself absolutely true. 
With the interchangeable cone 
center system, a given size pulley 
can be adapted to a wide range 
of shaft sizes simply by applying 
the proper size cone 
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PULLEY 
IS DIFFERENT 


No reboring 
No set screws 
No keys 
’No wabbly fit 
No delay 


No trouble— 


which means a satisfied customer, and one who will always 
come back to you with repeat orders. 


A stock of 223 REEVES Motor Pulleys with the inter- 
changeable cone centers is equivalent to 1030 ordinary 
motor pulleys, and costs much less to buy and replace. 


Made by an old-established company which has been 
manufacturing wood pulleys for over 38 years. Write 
today for proposition to dealers and jobbers. 


REEVES PULLEY COMPANY 


COLUMBUS, INDIANA 


Reeves-Bond Sales Co., 39 So. Clinton St., Chicago 
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Exclusively and poe os Since 1857 
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| DEALERS 


THE C. MERSICK & CO.. ee 
OLMSTED- FLINT CO. 





BOSTON PULLEY & SHAFTING CO.. 
@) KIMBALL roe SPRAGUE 


JEFFERSON BORDEN & SON. ‘ 
BABBITT STEAM SPECIALTY CO.... 
RACKLIFFE BROS. CO., INC......... 


ee BELCHER & LOOMIS HDWE. CO..... 
3A HILL HARDWARE & PAINT CO....... 
fo, JOHN B. VARICK CO.............. : 
HAGAR HARDWARE & PAINT CO..... 





: yd el ers 
DUNCAN & GOODELL CO... .... 
FITCHBURG HARDWARE CO... 
MONTGOMERY HARDWARE CO...... 

: LEOMINSTER HARDWARE CO... -. 
@ THE GARDNER HARDWARE CO...... 
— Cc. F. PAIGE CO 
@) ee 





CARMAN-THOMPSON CO 
M. SCHWARTZ CO. . 
Ga -SPUCK SUPPLY CO. ....,.... 








ALBERT H. ROBBINS ......++..-e.0- 
PORTLAND MACHINERY EXCHANGE. 








So are the Industries of the Nation 


Distributing the “U. G.’”’ LINE of Power Trans- 
mission Machinery throughout New England 
are twenty representative live dealers, all car- 
rying well assorted stocks, backed up by an 
enormous stock at our Branch in Cambridge, 
Mass., and a yet larger stock here at Chambers- 
burg, Pa. Thus the Industries of New England 
are assured a service unequalled by any other 
line, on a line that has no equal. 


As we serve New England 
so do we serve the Nation. 
Your dealer is your friend. 
He studies your wants and 
carries stocks accordingly. 
These stocks are for your 
use. We can serve you best 
through him. 


T.B Woods Sons (o. 
Chambersb 


New England Branch and Warehouse 
Cambridge, Mass. 


~) 
@ A © T. B. WOOD’S SONS CO., 
— Office and Warehouse, Cambridge, Mass. 





New Haven, Conn. 


.Cambridge, Mass. 


. Boston, Mass. 
Brockton, Mass. 


. Holyoke, Mass. 
. Worcester, Mass. 


Fitchburg, Mass. 
Ayers, Mass. 
Leominster, Mass. 
Gardner, Mass. 
Athol, Mass. 


.. Fall River, Mass. 
.New Bedford, Mass. 


New Britain, Conn. 
Providence, R. 
Nashua, N. H. 
Manchester, Conn. 
Burlington, Vt. 
Lewiston, Maine 
Bangor, Maine 
a N. .Y. 

New York. City, N. Y. 
Portland, Me. 


As thé Industries New England are Served 






Pa. Office 
Greenville, S. C. 





Makers of Shafting, Couplings, Collars, Hangers, Pulleys, Pillow 
Blocks, Base Plates, Rope Drives, Friction Clutches, the U. G. Auto- 
oa matic Adjuster for Short Center Belt Drives and Special Machinery. 
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eliminating slippage. 


Dealers and Jobbers—What position are you in: 


W. S. No 


Minneapolis, Minn. 


“Bet 
201 No. 3d St. 


er Belts ar 


pe 


tion of a belt with minimum stretch and 
one giving full pulley contact, thereby 
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No Slip im the Grip of Notte elite 


For 45 years the W. S. Nott Company 
has specialized in the scientific produc- 


We make 
Diamond Oak Tanned Belting 
Long Life Combination Tanned Belting 
Blue Stone Chrome Belting 
Wetstone Waterproof Cement Belting 
and all leather specialties. 


? Write for our liberal proposition. 


tt Company 


e Not Made 


than NOTT Made” Chicago, Ill. 
37 So. Clinton St. 














Painstaking Effort Is 
Incorporated in Every 
Product of the 
ROBERTS Line 


ROBERTS Products are also progressive. 
They conform to the most up-to-date 
practice in design and workmanship. 

The utmost care is taken in even 
minor constructional details. 





Painstaking effort expended through 
all manufacturing processes are reflected 
in the high operating efficiency and sati 

ctory service rendered by the ROBERTS 





ine 
Standardize on ROBERTS Products. 
Lhey wil repay you well. 


THE ROBERTS BRASS MFG. CO. 


water, 
oline 


DETROIT, MICHIGAN 




















500,000 


satished users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 
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A Complete Listing of O-B Valves 


No. 1 Line—Standard Globe, Angie and Check Valves. 

No. 1!3 Line—Light Standard Globe, Angle and Check Valves. 

No. 2 Line—Competition G , Angle and Check Valves. 

No. 5 Line—Lock and Shield Valves. 

No. 10 Line—-Standard O-B Disc Globe, Angle and 

Check Valves. 

No. 15 Line—Special O-B Disc Globe, Angle and 
Check Valves. 

No. 20 Line—Standard Gate Valves. 

No. 25 Line—Light Standard Gate Valves. 

No. 30 Line—Steam Radiator Valves. 

No. 35 Line—O-B Packless Graduated Steam Radiator Valves. 

No. 40 Line—Hot Water Radiator Valves. 

No. 45 Line—Union Elbows. 

No. 50 Line—Radiator Gate Valves. 





{sk Your Supply House for O-B Valves 






The Ohio Brass Company 

























Mansfield, Ohio. 
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Wisconsin Electric Co. I: 
1 46-16th Street Racine, Wis. 
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tne CHICAGO tm 











The Marvel Grinder, Ball Bearing 








Power Transmitting Appliances 





Ball Bearing Loose Pulley 


Mr. Dealer: 


The CHICAGO LINE of Power Equipment is a 
complete line of all standard appliances with many 
up-to-date specialties, such as Ball Bearing Loose 
Pulleys, Ball Bearing Friction Clutches, Ball Bear- 
ing Hanger Boxes, Ball Bearing Emery Grinders, 
Ball Bearing Countershafts, etc., all guaranteed to 
eliminate troubles caused by the use of ordinary 
equipment. These specialties are in demand and 
profitable for any dealer to handle. 


It is a known fact that ball bearing equipment 
eliminates friction and reduces power bills, and all 


live dealers will be looking for a connection along 
this line. 


We list above only a few of our many trouble 
saving specialties. Are you handling up-to-date 


equipment and making as good profits as CHICAGO 
LINE dealers? 


Catalog and Prices sent on request. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 
17 No. Desplaines St. 
Chicago, Ill. 
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Reputation Built by Performance 


HEN you sell bearings, sell bear- 

ings with a reputation for relia- 
bility and durability that has been 
gained by actual performance; bearings 
that can be depended upon for partic- 
ular or ordinary needs. 


Caldwell Bearings have gained their 
reputation by giving long years of sat- 
isfactory service. 


The reason the same customers buy 
Caldwell Bearings year after year is be- 
cause these bearings are heavier, better 
finished, and made with a finer grade of 


bearing metal than the great majority 
of others now sold; and also, because 
they have met all varied needs. 


The Caldwell line of bearings is com- 
plete; from the light to the heavy; with 
approved types of lubrication—plain, 
grease cup, ring-oiling or collar-oiling. 


Address Caldwell or the nearest Link- 
Belt office for any information on ele- 
vating, conveying or power transmis- 
sion equipment. 


Send for Catalog MS-45. 


Calawell Products 


Power Transmission Machinery—Bear- Chains and Wheels. Elevating and Chain 
ings, Shafting, Pulleys, Machine Molded Conveying Machinery—Helicoid Con- 


Gears, Cut “tears, Rope Drives. 


Conveyors, Elevator Buckets, 
Boots and Casings, etc. Catalog sent 


veyor and Accessories, Belt Conveyors. on request. 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 


NEW YORK: 2676 Woolworth Bldg. CHICAGO: 


1700 S. Western Ave. 


DALLAS, TEXAS, 810 Main St. 


Link-Belt Company Offices in Principal Cities 








CALDWELI 
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* * 
_Now Nation: 
DEALERS can now sell Rockwood Paper Pulleys—give good service and make a good profit 
without one cent tied up in stock. The Rockwood Paper Pulley warehouses from coast to 
coast make this possible. In these warehouses, we carry the stock sizes of Rockwood Paper 
Pulleys from 142" to 14’ diameters, in a complete assortment of face widths and shaft sizes. 
There are 2194 different sizes in alli—each’a separately finished pulley, and each pulley 
ready to ship. And you buy these pulleys from our warehouses at regular factory prices, 
with only the freight and handling charges added. 





Listed below are the Rockwood Paper Pulley warehouses established to date. Order from 
the warehouse nearest you, giving the diameter of pulley wanted, width of belt to be used, 
shaft size and dimensions of keyway in shaft. 


ATLANTA, GA., ROCK WOOD PAPER PULLEY STORES, Inc., Fulton Supply Co., 70 Nelson St., - - . - - All Sizes 114to 12 in. dia. 
BOSTON, MASS:, ROCK WOOD PAPER PULLEY STORES, Inc., Olmsted-Flint Company, Cambridge - - - - All Sizes 112 to 14in. dia. 


BUFFALO, N. Y., ROCKWOOD PAPER PULLEY STORES, Inc., Root, Neal & Co., 178-180 Main St. “ : : All Sizes 112 to 10 in. dia. 
HICAGO, ILL., ROCKWOOD PAPER PULLEY STORES, Inc., Chicago Electric Company, 740 W. Van Buren St. - All Sizes 112 to 14 in. dia. 
CINCINNATI, O., ROCKWOOD PAPER PULLEY STORES, Inc., The Doermann-Roehrer Co., 450-456 East Pear! St. - All Sizes 1'12to 10 in. dia. 





CLEVELAND, O., ROCKWOOD PAPER PULLEY STORES, Inc., The Strong, Carlisle & Hammond Co., 1394 W. Third St. All Sizes 112 to 14 in. dia. 
DENVER, COLO., ROCKWOOD PAPER PULLEY STORES, Inc., The H rie & Bolthoff Mfg. & Sup. Co., 1635 17th St. All Sizes 1'2 to 8 in. dia. 
DETROIT, MICH.,ROCKWOOD PAPER PULLEY STORE, Inc., Spaulding Electric Company, 1344-1346 Michigan Ave. All Sizes 112 to 14 in. dia. 
INDIANAPOLIS, IND., ROCKWOOD PAPER PULLEY STORES, Inc., 1801 English Avenue - - - - - AllSizes 1!2to 14 in. dia. 
KANSAS CITY, MO., ROCKWOOD PAPER PULLEY STORES, Inc., Webb Belting Company, 1501 West Twelfth St. All Sizes 112 to 10 in. dia. 
LOS ANGELES, CAL., ROCKWOOD PAPER PULLEY STORES, Inc., Illinois Electric Company, 313 S. San Pedro St. All Sizes 1 12 to 20 in. dia. 
MILWAUKEE, WIS., ROCK WOOD PAPER PULLEY STORES, Inc., Julius Andrae & Sons Co., Broadway and Mich. Sts. All Sizes 1 '2 to 8 in. dia. 
NEW YORK CITY, ROCKWOOD PAPER PULLEY STORES, Inc., W.A. Jones Fdy & Machine Co.,Church and Murray Sts. All Sizes 12 to 14in 





-dia. 
OMAHA, NEB., ROCKWOOD PAPER PULLEY STORES, INC., Interstate Mchy. & Supply Co., 1006 Douglas St. - All Sizes 1 '2 to 8 in. dia. 
PHILADELPHIA, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Charles Bond Company, 617 Arch St. - - All Sizes 112 to 14 in. dia. 
PITTSBURGH, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Transmission & Belting Co.,325 Second Ave. - All Sizes 1'2to 12in. dia. 
SALT LAKE CITY, UTAH, ROCK WOOD PAPER PULLEY STORES, Inc., Capital Electric Co., 310-314 W. Second South St. All Sizes 112 to 8 in. dia. 
SAN FRANCISCO, CALIFORNIA, BUZZELL ELECTRIC WORKS, 532 Sansome St. - - - - - - Most Sizes 1!2 to 18 in. dia. 
SEATTLE, WASH., ROCKWOOD PAPER PULLEY STORES, Inc., Seattle Hardware Co., 501 First Ave. South - All Sizes 112 to 14 in. dia. 
ST.LOUIS, MISSOURI, ROCKWOOD PAPER PULLEY STORES, Inc. 801 North Second Street - . - - - All Sizes 112 to 14 in. dia. 
ST. PAUL, MINN., ROCK WOOD PAPER PULLEY STORES, Inc., St. Paul Electric Co., 145 E. FifthSt. - - + =  AllSizes 114 to 10in. dia. 





THE ROCKWOOD MANUFACTURING CO ; Indianapolis, Ind. 
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Smoothing the Path 
for Belting Sales 


Through a series of Quality Facts About 
Belting, the Chas. A. Schieren Company has 
smoothed the path for belting sales. 





—| 
These “Facts” have shown the buyer just what quality is—how only a 
quality belt can be an economical investment. 


They have taken the buyer through the entire manufacturing process— 


from the hide on the back of the animal to the finished belt. They have 
shown 


—why Schieren uses only “packer” hides 
—why only the oak-bark, long-time lay-away method is used 


—how the constant checking and testing of the tanning liquors insures 
uniformity in the finished belt 


—the famous Schieren scouring process, and how the scoured Schieren 
belt will outlast two ordinary belts 


—they show the currying, the cutting, the matching, the selecting and 
cementing together of the choice belting portions into the typical, 
more-power-delivering Schieren belt. 


Every step a definite reason—WHY SCHIEREN BELTS DO LAST 
LONGER. 


Quality Facts About Belting have been received by belt buyers in your terri- 
tory. They have smoothed the path for the Mill Supply Jobber handling 
Schieren belts. Why not cash in on them? Fill out the coupon below and 


we will be more than glad to outline our co-operative jobbers sales plan 
for you. 


Gentlemen: You may outline for us your jobbers co-operative 








sales plan. 
es Saas 
of Name 
(has Belt Manufacturers Address 


Main Office and Factory ee te. oo 
42 Ferry Street, NEW YORK, U. S. A. 


Branches and Distributors in All Leading Cities Date Signed by 
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Saves on First 
and 
Replacement 

Costs 











Used Around 
The World 


| STANLEY 
|pers NG 






5 Points That Prove _ 
‘Nothing Takes the Place 


of Good Performance’ 


1. STANLEY is woven solid from tightly twisted, long 
staple cotton. In all thicknesses it is a single unit, without 
plies to come apart as in the ordinary belt. 
2. Oil can’t soak in because of special treatment of the 
cotton in making. A STANLEY will run indefinitely 
through extreme dryness, extreme heat or through rain and 
moisture and plastered with mud and dirt. 
3. It is so flexible you can wrap a thick piece right from 
the roll around your wrist. Yet a ten-inch triple will carry 
the weight of 165 heavy men. 
4. There is less slip to STANLEY than to any other belt 
(according to the findings of the Mellon Institute). The 
stretch is very slight and comes out after the first day or 
two of running. 
5. STANLEY Belting can be warehoused or stored for years, if necessary, without 
deterioration. But STANLEY isn’t the kind of a belt that is allowed to kick around 
very long in a storehouse. 

Every man you will ever find who uses STANLEY will say a good word for STANLEY and 


mean it. 


And jobbers who sell STANLEY find it a gratifying source of a new satisfaction and of ex- 
panding sales. Sales service in cooperation with our jobbers. Write. 


STANLEY BELTING CORPORATION 
15 N. Jefferson St., Chicago 320 Broadway, New York 
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“SELL S&SF-—BE WELL ADVISED—NATIONALLY SOLD 





AND ADVERTISED” 





116 Pages of Actual Facts and Figures 
to Help You Land the “Show-Me” Prospects 


HEN the time comes for the mill supply man 

or his salesmen to clinch the “show-me” pros- 
pect, that is when the portfolio illustrated above will be 
of inestimable value in proving, from actual facts and 
figures, that Skayef Self-Aligning Ball Bearing Hangers 
are an investment and not an expense. 





SKAYEF HANGERS 


Have delivered satisfactory service 


ighout the world during the 





past 17 years. Their dependability 
and greater efficiency have long 


since been definitely established. 








Seventeen manufacturers in 
widely diversified industries have 
set down their experiences with 
Skayef Self-Aligning Ball Bear- 
ing Hangers covering operating 
periods as high as 14 years and 
with the greatest individual 
savings totaling over $8,000 
yearly. In the 116 pages no item 
has been neglected. Power, 


lubricant and maintenance costs are fully set torth and tabulat- 
ed. Comprehensive analysis and indexing make it possible 
to put your finger on the factors which should prove of 


vital interest to your prospect. 


These exclusive surveys have been prepared for S\{KCi> 
by the engineers of the A. C. Nielsen Company of Chicago. 
Their authenticity is attested by an executive of each plant 


in which they were made. 
These surveys are the “master 
stroke” that tops the numer- 
ous other aidswhich all distribu- 
tors of Skayef Self-Aligning 
Ball Bearing Hangers have 
back of them. Write us now 
for full details how you can get 
on the band wagon for greater 
sales and bigger profits. 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


1384 





| SKAYEE REEPLACE BOXES 


Developed to meet conditions 
where it may be impractical to re- 
move present hanger frames. Fit 
regular hanger frames of corres- 
ponding shaft size. Are securely 


\ 


clamped to shaft. Take care of 


shaft contraction and expansion. 
Require no adjustment. 














BALL BEARING 





Puts the 
Righc Bea i’, 


in the 





Right Place 
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Very Odd, Is It Not? 


—that some people think of advertising as a means of benefiting only the seller, 
when its basic function must be to render a necessary service to the buyer, else it 
could not exist. Merchandise lives or dies as it does or does not meet a human 
need. Advertising is subject to the same law of service. The real measure of 
its value is what it gives, not what it gets. 


[In the light of these truths, the marvelous growth of advertising in itself 
is an impressive demonstration of its essential character in our economic system. 


But you are not interested in all advertising any more than you are in all 
merchandise. That is one big reason why you have a highly specialized Busi- 
ness Paper in your field such as MILL Suppiigs. It was born of vour needs, 
not of any man’s desire to be a publisher. 


How It Works for You 


What it does for you and your field editorially is self evident, but its 
aditorial service is just as vital. Instead of a buyer having to depend upon 
gossip, hearsay and driblets of information from this or that source, he gets 
it all between two covers. 


Timely, authoritative, comprehensive statements about needed materials 
pass in review as the advertising pages are turned. Confident judgment can be 
formed, and intelligent decisions made. 

Yet advertising is not an added expense, but an improved distributive proc- 
ess, which takes the place of slower, more costly and less efficient methods. 

That is why it pays to read advertising even more than it pays to advertise. 
Especially if you read it in papers which have met the exacting requirements of 
membership in The Associated Business Papers, Inc. 

All advertisers are vitally interested in the circulation of the mediums they 
employ, but the wise space buyer now places less stress on the amount of cir- 
culation, and more and more on the quality, which means the quality of the 
reader and the editorial appeal. As an executive of a well known advertising 
agency said: “If the business paper is intelligently and humanly edited, we 
know it will be read by the right people.” The wise advertiser today is studying 
the publication’s appeal, and giving credit to its years of service. 





High-powered salesmanship on the part of advertising departments has its 
day and place, but the heart of any publication lies in what is commonly called 
its “reading” matter pages, although the display advertising pages of MILL 
SUPPLIES, we are convinced, are as interesting to a majority of its readers as 
are the editorial pages. 

Miri Supp.ies could not attain or retain membership in The Associated 
Business Papers, Inc., without belonging to the Audit Bureau of Circulations. 
This latter membership guarantees the advertiser that the goods delivered are 
up to the standard advertised. 
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537 South Dearborn Street, Chicago, Illinois 
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Every industry 
is a Nitrose prospect 


LOSSY-BLACK, tough, long-lived Ni- 
(5 trose paint finds a ready-made market 
everywhere. And Nitrose stays sold. Read 
these good reasons why: Nitrose successfully 
resists the fierce heat of the boiler room, the in- 
tense cold and the brine of the refrigeration 
plant, the hard duty of chemical plant service 
and rough wear, inside and outside the plant. 


g Nitrose lasts because it stays elastic, expand- 
ing and contracting with the surface it’s used 
on, without cracking or peeling. This cuts out 
the necessity to repaint so often—and every 
purchasing agent knows it’s not the paint but 
the repainting that costs. And tell any en- 
gineer that Nitrose sinks right down to the bare 
surface—that it can be applied over dripping 
wet pipes, greasy machines or hot, rusty stacks 
—those are the features that put Nitrose over. 
Nitrose is making money for others—how ~ 
about you? Ask about the dealer plan. 





The Nitrose Company Fullest advertising co- 
Peoria Life Bldg. - Peoria, III. operation. 


Regular space in 
Nitrose Paint is a staple that jobber’s salesmen Power 
find easy to sell; there is no need to specify a spe- Industry Illustrated 
cial paint for a special condition; Nitrose meets ‘ . 
all conditions; there is no engineering to be done; Ice and Refrigeration 
Nitrose fits every case. Ask about the dealer plan. Industrial Power 
It will pay you as it’s paying several others, and —and others. 
the exclusive territories are going fast. 








Sales Features 
that “get them” 


Rhopac ‘‘C-C’’ packing brings 
the efficiency of big molded metal- 
lic and lathe turned packings 
down to the smallest equipment. 
‘*C-C’”’ can be cut with a pocket 
knife, right on the job, and ap- 
plied by anyone. 


‘*C-C”’ does what most 
engineers think is impos- 
sible —_takes care of badly 
scored rods. Look at this 
one, below. 


Engineers have been 
waiting for Rhopac “C-C” 


T IS common enough for engineers to expect 
only a week or ten day’s service from pack- 
ing in particularly bad places. They don’t ex- 


pect enough of packing. Show them “‘C-C’s”’ re- 
cord for long life and excellent service. Show 
them that now they can get the same packing ser- 
vice on small equipment that they get from big 
molded and lathe turned packing in large equip- 
ment. 


Packing is always a problem in the boiler room. 
““C-C” is: here to clear up that problem. “C-C” 
is the supreme effort of an organization that for 
two generations has pioneered in making one 
thing—packings. 


There are several mighty good districts open; 
don’t you want to clean up in those districts with 
““C-C”’? Sure you do! Ask for the details —and 
ask for a free sample ring, so you can show it to 
the first engineer you meet and ask him about it. 


Chicago Rhopac Products Co. 
927 Wrightwood Ave., - Chicago, Illinois 


“T'll never forget the first day I start- 

ed out to peddle Rhopac ‘C-C.”" The 

purchasing agent at my first stop 

didn’t know much about packing — 

just enoughto be skeptical. He said if 

hishard-boiledengineerliked““C-C”’ 

it certainly must be good. I passed 

over a sample ring to this engineer, 

opened my mouthto start a high pres- 

Z sure talk, when he cut in with ‘Say, 

7 h er 'aC k 9 in - a pera Bey Se. gg pe if it does 
‘ ay what ink it will, I'll want more.’ 

ere S J Rs This happenedin Duluth, Minnesota. 
I'll tell you the man I mean if you 


the box— : : want to know.’ 


Cross-sectional view of 
there’s real money Rhopse ““C-C”” packing. 


; 3 The cushion center is pro- 7 
for yon ie each box . :, : tected by the outer armor For nscned 


of R hopac “C-C,”’ of bearing metal. 
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2,000 ‘Today and 2,000,000 Tomorrow 


WO thousand mill supply dealers every one who has anything to build or 

will see this Walworth advertise- anything to do with other people’s build- 
ment today. Two million people will see 
it tomorrow in a full page, four times 
the size of this reduction, in The Satur- 
day Evening Post. 


ing projects. It covers the range of the 
Walworth line from plumbing to power. 


The last paragraph applies specifically 


Please read it in either one magazine to you as a Walworth distributor. We 
or the other for it carries a message to hope you ARE one. 


WALWORTH MANUFACTURING CO., Boston, Mass. 
From The Saturday Evening Post Issue of May 2nd 








. WHATEVER YOU BUILD 
YOU NEED WALWORTH 


mething which would serv 
m ea lements. 


cor Ok and giv 
ster a tashion. And then, as ‘ar our andthe means & 
made use of all the others 


= ame them, he 
N Vo oone, Water, cir, steam, gas and oil on piping installations im every engine room 
have been harnessed and mit to work ww For eighty years Walworth has pioneered and 
Ne make “indoors thic for man. Warer, led tn the manutacture of the equipment which 
rm, \e 2 ow drink and wash in, brought health and has made this development possible 
cleantiness inte hi Ste rough n XY JEN you have anything to build, you 
he Gas furnished a bee igh can make sure of the efficiency, economy 
and a quicker way of cooking 0 vese and safety of all che necessary installations by 
clemental forces oes d to have pipes to ry specitving Wal 


worth for the valves and fuings 
them, titings to lead the Aah eRe ne 


ulworth products are designed, made and 


andl ede to keep them under safe «© standard of quality for 


and oni: to do his ndding when he 


hem or engineer about them 


sales units and distributors cove 
erot this country and the civi 
rod the builders vou criply 


VALVES. FITTINGS AND TOOLS 


for STEAM, WATER, ~*_ —. GAS, OIL AND AIR 
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Universally selected for supreme dependability 


Water is being fed the boilers of the U. S. coaling stations at the Panama Canal, those of 
the Bank of England, and of entire fleets sailing out of Liverpool by highly efficient 


Sherwood Double Tube Injectors, Class “A”’ 


Both dependability and high efficiency result from proper balance between the water and 
steam handled. This is developed and maintained by properly designed jets, correctly ma- 
chined from durable bronze and 
accurately assembled into a com- 
plete unit. 


Our Catalog No. 18-5—or our 
weekly bulletins will supply full 
Ask for it. 


information. 


Sherwood Manufacturing © | 
Company | 


Sole manufacturers of Sherwood Engineering Specialties 






BRASS FOUNDERS AND FINISHERS 


1713 Elmwood Ave., Buffalo, N. Y. g 
= 














Drilling Holes Costs 
Money! 


so do it the efficient way free from 
drill breakage by using 
LEIMAN 


Bros. SENSITIVE 
DRILL PRESS 


The most sensitive drill press made 


Holds drills from 21/64 to No. 80. 
Every machine is made especially 
for this fine work so that when you 
get one you are buying right. 


MOTOR DRIVEN 


or for belt drive. 


BOTH HAND AND FOOT FEED makes the machine suitable 
for any workman. A highly accurate machine with plenty of 
power for drilling in metal, wood, celluloid, or any other 
material. 


SAND BLASTING 


MAKES PLATING 
QUICKER and BETTER 


A CLEAN DRY PROCESS EASILY UNDER- 
STOOD BY ANYONE AT A GLANCE 
Cleans moulding sand from castings and pat 


terns and produces a mat finish or frosted 
effect—fine, medium or coarse. 








No experience necessary. Anyone can get 
the best results at the first try. 





Used on articles of 
METAL, GLASS, WOOD, FIBRE, 
RUBBER, CELLULOID, ETC. 

















































4 Len Hardware, USED BY LEIMAN BROS 
saul LEIMAN BROS. — National Casket Co. a A 
Gas Fixtures, + ong Man GAS COCK TESTER 
SAND BLAST Glassware, Franklin Die Cast- ‘ . LABOR 
Cameras. crm ouen ain re finding Jeaks instantly SAVING 
, . - Combs, aybourne Pr indi j is- 
cares paveznous acs EE nan [ESTERS | tl. mA RMR 
/ edals, a 
All — dust is confined inside the Dies and vou, Westinghouse Lamp WITH or WITH- - 
s ewelr i 
cabinet so that the operator works Skates. Spalding Skates OUT ELECTRIC GAS 
without discomfort. —— Jars, oo MOTOR COCK 
llverware 
Padhate, Delavergne Tests MAKERS 
A REAL LABOR SAVER all a to Thenssede 
If you brush, buff, dip or otherwise Buttons, a ge ad While 4 ; 
finish your goods the sand blast does er ere You sae 
it in short order and without expert Bag Frames, Fuller Brushes ai Test —o> ro 
labor. a. well known names Hundreds cas SS " i Ae 
SEND US SMALL SAMPLES AND SEE Telephone, rad ya gg PR in the A machine that makes testing a boy's 
WHAT IT DOES Electrical Goods. || good—try It! Old Way job with the speed of many experts. 


LEIMAN BROS., 60-H Lispenard St., New York 


Makers of Good Machinery for 35 Years 
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| However special the service- 
Or severe the job- 


If Rubber is the right belt 


Diamond 




















N excellent example of 

Diamond's adaptability in 
solving belt problems. 

This machine is known as a 

sand digger. It is unique—in use 

, 4 in only one factory in the world 

as far as we know. The owner 

is a large steel manufacturer in 

The superior service value of Diamond the middle west andthe machine 


belts makes the line not only profitable but was invented and patented for 


a permanent business builder for the jobber use in their own foundry. The 
and distributor. We shall be very glad to y 


give you full details on the Diamond belt width is unusual and its 
proposition. service about as severe as any- 
thing could be, the material 
handled being hot molding sand. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 


Chicago Dallas Seattle Los Angeles San Francisco 


RUBBER BELTS, HOSE, PACKINGS 
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“Clipper Special’’ 
Pins 


Exhaustive tests of all types of pins on the market 
have proved conclusively that the “Clipper Special” 
Pin will outwear any substitute for the rawhide pin 
yet devised. 


Made of a specially treated friction resisting sub- 
stance—tough and durable, yet pliant. 


An exclusive Clipper product—made with Clipper 
precision and uniformity. And sold AT EXACTLY 
THE SAME PRICE as Clipper Rawhide Pins. 


Immediate Delivery in Any Quantities 





~~ Mm me F 












The Clipper Belt Lacer 


Universally recognized as the most 
efficient lacer in the world. Guar- 
anteed indefinitely—kept in perfect 
working order FREE OF CHARGE, 
provided Clipper Belt Hooks are 
used exclusively in its operation. 

Over 210,000 Clipper Belt Lacers 
now in use. More than 1,800 sold 
every month in the year. 
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Clipper 
Belt Hooks 


Clipper Belt Hooks (100° staggered) are made 
from Swedish Steel, the greatest fatigue resisting 
steel obtainable for this purpose. 


Clipper Belt Hooks are actually sold for 30°% less 
than other makes, notwithstanding the fact that 
Swedish Steel costs 20% more than domestic steel. 
This is possible only by reason of the efficiency of 
Clipper manufacturing methods and the tremendous 
volume of Clipper Hooks produced. 


3,500,000 Clipper Belt Hooks Shipped Daily 


Standardize on Clipper Belt 
Hooks, Clipper Pins and the 
Clipper Belt Lacer for in- 
creased production, economy 
and satisfaction. 
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~ Make that joint 
‘ie .)permanently tight! 


OT /o 














[ 


(mars =) yy 












































N a gasket, it is the material that 

counts; the time and labor of 

*| cutting and fitting go for noth- 

ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE .White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 




















Carried in stock at all our branches in all 
thicknesses up to 14 inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY 


Hizh Grade Rubber Goods for Mechanical Purposes 
New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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| ROM Maine to California, Gulf Coast to Northern border, power plants 
both large and small are daily grinding out with ceaseless energy the 
power that moves the nation’s business. No halt in the pull of the load—a 
constant stream of energy is the order of the day. 
Regularity is the watchword here; chance, doubt or experiment must give 
i way to known factors of dependabiiity. And so behind this great source 
i of power the network of pipe and tubes are there to shoulder the major 
responsibility in generation and distribution. The ability of these products 
i must be unquestioned. Uniformity of material, strength, ductility, flanging 
i and bending properties, etc., are factors which are daily called into account. 


— 





NATIONAL TUBE COMPANY, PITTSBURGH, PA. 











To those who specify, buy or install pipe for power plant work, it is signifi- 
cant that “NATIONAL” Pipe is widely used for this service. Our bulletin 
No. 10 will tell you why “NATIONAL” is the Recognized Standard of 
Wrought Pipe for Power Plants. 


DISTRICT SALES OFFICES IN THE LARGER CITIES 
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Patented August 7, 1923 


“TENTACULAR”, the Suction Belt 


The very high coefficient of friction of this belt in con- 
junction with its high tensile strength and low stretch 


ELIMINATES 


Coefficient of Friction 
Tang. ¢ > 1 
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ALEXANDER BROTHERS, Ine. 
14 South Street Philadelphia 
Manufacturers and Sole Licensees 





for the United States and Canada 


Makers of Leather Belting 


Especially 
The White 
Star Valve 


ARE DEPENDABLE 
FOR SERVICE AND DURABILITY 











WHITE STAR GLOBE VALVE 
Steam Working Pressure up to 200 pounds 
Extra Heavy for Steam Working Pressure up to 300 pounds 
Regrinding and Renewable Seat, Regrindable 
Slip-on Renewable Disc, Cast of Non-Corrosive 


“POWELLIUM NICKEL” 
Specify POWELL “WHITE STAR” VALVES 


as | The Wm. Powell Co. | t.-" 


tive 


CINCINNATI, O. icine 








Fig. 102 
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PROTECTION IS NOT PHILANTHROPY 

The general custom in the mill supply field is for 
mill supply houses to give their salesmen credit for 
all business that comes out of their respective terri- 
tories, regardless of whether the orders are received 
by telephone, mail or directly from the salesmen. 
There may be a better way of remunerating sales- 
men than through such a credit system, but many of 
the leading distributors is this field have not yet been 
able to discover it. 

If this is the best way of keeping the salesmen 
keyed up to extend their best efforts, why isn’t a 
similar plan the best one for manufacturers in re- 
munerating their distributors? In other words, why 
isn’t it a distinct benefit to protect the organizations 
which sell the goods, regardless of whether some of 
the orders from the territory are received directly 
from the consumers? 


The supply house executives who have studied the 
question of remuneration for their employes, find 
that to give a salesman credit for every order that 
comes out of his territory gives him an added in- 
centive to work harder for the business that he 
actually sends in himself. In like manner it is only 
natural that mill supply distributors feel more 


kindly towards those manufacturers who protect 
them to the limit in their territories, and this natur- 
ally reflects itself in the additional interest and 
efforts in behalf of these manufacturers. 

There is nothing philanthropic about this idea of 
complete protection. It is merely a step in the gen- 
eral direction of closer co-operation between the two 
main forces in the distribution of mill, mine and 
allied supplies. 


The manager of a mill supply house in a big 
industrial city in Ohio recently received in his 
morning’s mail a check for a very substantial amount 
from one of the manufacturers whose line he repre- 
sents. With it was a statement that the check was 
to cover the distributor’s discount on a certain bill 
of goods that was sold direct to a consumer within 
the distributor’s territory. 

Those who do not understand the psychology that 
lies behind dealer protection may say that it was like 
finding money for the distributor in question, and 
that the manufacturer who so freely “gave away” 
several hundred dollars was certainly to be classed 
as a philanthropist. 

This supposition is a fallacy. True it is that it 
was “like finding money” for the distributor, but the 
very generosity of this support from the manufac- 
turer tied that distributor more closely to him than 
ever before. Do you suppose that any competing 
manufacturer is going to have an easy time per- 
suading this supply house manager that his line is 
the one that should be pushed? Can you imagine 
that the salesmen of this house are going to be 
allowed to reduce their efforts to boost the sales 
of this manufacturer’s products? Do you think that 
in the course of a year’s business, this manufacturer 
isn’t going to get his full quota of orders out of 
this distributor’s territory? 





STOP HAND-TO-MOUTH BUYING 

It is but natural that at this year’s conventions, 
there should be considerable talk on the subject of 
hand-to-mouth buying, because the past year has 
been one that has produced an unusual amount of 
this variety. It is interesting to note that the report 
of Secretary George A. Fernley, of the National 
Supply and Machinery Distributors’ Association, for 
the past year, touches upon this very subject, and 
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contains a note of warning that ‘“hand-to-mouth buy- 
ing can be carried to an uneconomical extreme.” 

This recalls to mind a statement which William H. 
Kager, president of The Whitman & Barnes Manu- 
facturing Company, made to MILL SUPPLIES at the 
opening of this year, and it seems timely to repeat it 
now, because it is well for distributors to realize 
that prominent manufacturers are sometimes 
greatly annoyed, and justifiably so, by the failure of 
distributors to live up to what is rightfully their 
duty. 

“The tendency,” said Mr. Eager, “which has been 
yradually spreading through nearly all industries 
during the past decade upon the part of distributors, 
is to forget their real mission in the business world, 
and many are, to all intents and purposes, becoming 
brokers rather than distributors. 

“You are familiar with the hand-to-mouth buying 
and the passing of customers’ orders direct to the 
manufacturers through distributing organizations. 
Dividing up into small units a manufacturer’s output 
can only result in an increased cost of the product. 
An average manufacturer is not equipped as a dis- 
tributor; his plant and equipment are properly de- 
signed to handle his product in large units. 

“Manufacturers have almost performed miracles 
in the past few years in cost reductions; they have 
done things in the way of reducing expenses that 
five years ago they would have believed impossible. 
The cost of distribution today is one of the popular 
topics whenever business men gather. Distributors 
must face the situation themselves, and consider 
Ways and means by which excessive distribution 
costs may be reduced and should realize 
that the solution does not lie in the direction which 
they have been following.” 

In other words, hand-to-mouth buying, if carried 
to such extremes as it has been by many distributors 
in the past, is bound to reflect itself in costs. The 
practice during the past year may have been a 
very good one from one point of view, and that is, 
as Mr. Fernley’s report suggests, it has demon- 
strated the value of the service it is possible for dis- 
tributors to render. In other words, the manufac- 
turers have had a taste of what they would be up 
against if they were in a distributor’s position. Dis- 
tributors, however, must never lose sight of the fact 
that it was to avoid these small shipments, with 
their consequent large that manufacturers 
turn to distribution through the supply houses. 


costs, 


Fortunately for the mill supply field, the leading 
distributors have made efforts, in spite of the busi- 
ness conditions of the past year, to maintain their 
stocks at all times. It is to be hoped that others 
will follow this example. 





HOW GOOD IS BUSINESS? 

With a majority of conditions relating to business 
basically sound, business is undeniably spotty as to 
volume and profits. While it is somewhat difficult to 
put your finger on the sore spot in the industrial 
body, there are several unfavorable conditions that 








i 








play their part in producing physical and mental 
industrial unrest. 

Early in the vear there existed in the United 
States a widespread optimism that started a boom 
in stocks and bonds, in agricultural products, and in 
many raw materials and finished products. Money 
was cheap and plentiful, the situation abroad was 
generally improved, labor was employed on high 
wage scales, building plans and accomplishments 
were at an unprecedented rate, and as a consequence 
railways and steel mills were active and producers 
and distributors of industrial supplies, machinery 
and tools were fairly busy and generally hopeful. 

Then stocks and bonds, cotton, wheat and rye, 
textiles, steel and practically every commodity freely 
traded in, met with a slump, at times rather violent. 
All these things not only disturbed confidence, but 
retarded every type of orderly business. Specula- 
tors in various lines saw paper profits disappear, 
but usually conservative business men who had been 
drawn into the easy money game sacrificed sound 
investments in an effort to protect themselves from 
The farmer who saw himself sitting pretty 
with two dollar wheat, and a brilliant future, has 
since been given several jolts in the region of his 
solar plexis. Not only did the general public tighten 
up on purchases, but the distributor, aided largely 
by the splendid condition of all our transportation 
systems and their ability to make quick deliveries, 
failed to buy beyond immediate needs. 


losses. 


That is the dark side. The silver lining is found in 
the fundamental soundness of our business structure. 
Cautious buying in the past carries the assurance 
that purchases cannot be greatly reduced without 


diminished consumption, and there seems little 
danger of that. Any increase in consumption will 
be felt immediately by the manufacturer. Our 


foreign trade is satisfactory. France seems certain 
to improve her financial and political conditions, 
money is easy here, and forced liquidation as a re- 
sult of early m the year inflation seems to have run 
its course. The federal government’s policy of re- 
trenchment, evidenced in reduced taxation, is bound 
to have a tremendous influence on business generally. 
So the best information is that this year, taken as 
a whole, will show an improvement over 1924. The 
tendency of labor to demand higher wages is still 
an unfavorable factor, particularly in the building 
trades. 

Speaking of spottiness in business, the term ap- 
plies not only to wide variations in various lines, 
but to startling differences in profits and losses in 
the same lines. The most marked cases appear in 
the statements of two great railway systems. For 
instance the Santa Fe system last year had the most 
profitable year in its history, earning dividends twice 
over, while the great Chicago & Northwestern sys- 
tem barely earned its dividend requirements. 

In our own particular field, manufacturers are 
generally operating on a fair volume of production 
and profit. Distributors are undoubtedly buying 
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mostly for immediate needs, which promises well for 
the future, although there is considerable complaint 
of sales without adequate profit. The danger of such 
practices is too evident to need comment. 





HERE IS ONE ANSWER 

How can we make more profit? That is the ques- 
tion of the day in the mill supply field. It is the 
uppermost thought in the minds of all supply house 
executives. It is the dominant theme in the conven- 
tion programs of the mill supply associations. It 
reveals itself constantly in correspondence between 
distributors and those who are looked upon as ad- 
visers to the field. 

There are two principal paths to profit making: 
one is by making a speculative profit by buying 
right, the other is by making a sales profit by se!ling 
right. 

The path to profit by buying right must cross the 
other path in the journey if that profit is to be main- 
tained, for after all what doth it profit a man to gain 
great profits in buying only to lose his kingly gains 
along the selling path”? 

It is therefore axiomatic that the path to profit 
through sales is the broader and more certain one, 
because purchasing is after all a part of selling, and 
the whole is greater than any of its parts. 

At the present time the situation in the mill 
supply field is somewhat as it is in the iron and steel 
industry, which is probably best expressed by the 
following market report in an authoritative review 
of business conditions which appeared within the 
past fortnight in a leading business paper covering 
the latter industry: 

“After a burst of extraordinary production ex- 
tending over three months, the iron and steel market 
apparently has settled down to a secondary stage of 
comparatively quiet and uneventful trading. A 
period of digestion for the heavy tonnage taken by 
consumers during the first quarter seems to be at 
hand. Furthermore, buyers feel under no pressure 
to order material except as they absolutely need it, 
because supplies are so liberal, and are without in- 
centive to speculate against probable future require- 
ments, since prices show no buoyancy, and are 
heavy.” 

The present situation in the mill supply field is 
one of keen competition. There is indeed little ‘‘in- 
centive to speculate.” It is, therefore, essential that 
the profits this year be made by prudent selling. 

What constitutes “‘prudent selling Probably 
the best answer to this question is contained in a 
statement which a very successful executive of a 
large mill supply house made to MILL SUPPLIES 
within the past few weeks. This man has been in 
the business for over a quarter of a century, and he 
has been “through the mill.””’ He has studied the ins 
and outs of the business, and has profited by his 
vears of experience. He says: 

“Let us spread the gospel of making a fair profit 
on everything we sell. Discard the moth-eaten idea 
that you must handle some of your goods without a 
profit because they are ‘leaders.’ I am absolutely 
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sold on the idea that every single item should show 
its proper gross profit.” 

It will be recalled by readers of MILL SUPPLIES 
that W. M. Pattison, president of the W. M. Pattison 
Supply Company, of Cleveland, expressed a similar 
thought along this same line at the opening of this 
year when he said: 

“Every distributor is laboring under a heavy sell- 
ing expense, but many seem to forget that increased 
sales at reduced profits do not necessarily spell divi- 
dends. Unfortunately, consumption of the material 
we handle is absolutely fixed by the actual needs of 
our customers, and this consumption cannot be in- 
creased through price competition. It would appear 
that when some of our distributors realize this fact, 
and content themselves with such normal volume of 
business as they may have a right to expect and take 
at a fair profit, just so soon will conditions improve 
in certain jobbing centers. The determining factor 
is not one of how much business, but of how much 
profit.” 

You cannot determine “how much profit’ you 
must get unless you know your cost of doing busi- 
ness. Once you know your cost, then you must be 
guided by that cost in every sale you make, for any 
merchandise sold below that cost represents a loss 
which must be compensated for in sales of goods 
that bring a correspondingly higher margin of profit 
above cost. 

If your total cost of doing business is 20 per cent 
of your gross sales, then every time you sell $10,000 
worth of mill supplies at a price representing 5 per 
cent above your purchase price, you immediately 
make it necessary that you sell $10,000 worth of 
supplies at a price representing 35 per cent above 
your purchase price, in order to break even with 
your cost of doing business. 

Figure it out for yourself. In the example cited 
you sell a total of $20,000 worth of supplies. Your 
cost of doing business is 20 per cent. That means 
your cost of selling $20,000 worth of supplies is 
$4,000. On the $10,000 worth which you sell at 
5 per cent your “profit” is $500, while on the $10,000 
worth which you sell at 35 per cent your “profit” is 
$3,500. Hence your cost of doing business in this 
instance is exactly equal to your so-called “profits” 
on the entire $20,000 worth of sales. 

Whenever, therefore, you do not make an adequate 
profit on the sale of one line of goods, you must make 
an additional profit on another line in order to 
average up. The average mill supply distributor to- 
day, with thousands of items in stock, has no ready 
reference on the cost of handling each particular 
item he sells. The only certain index he can use is 
his cost of doing his gross business. If he fails to 
know and use this index he is going along in a hit- 
and-miss fashion, and it is sheer luck if he finds that 
he is able to pay dividends at the end of each year. 

The distributor who will make up his mind now to 
let the other fellow take business at a loss if he 
wants to do so, and who will make his salesmen 
realize that it is profits, and not mere volume that 
represent real salesmanship, will answer his own 
question as to how to make more profit. 
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The measure of life is the cover 


Belting engineers know that Conveyor Belt life 
and the quality of the top rubber cover are di- 
rectly and intimately related. 


That is why such powerful, tenacious rubber is 
used in making the top covers of Mechanical 
Rubber Company Conveyor Belts. 


That is why they last longer. 


Also, these belts flex or trough easily,—edges 
are especially protected with tough rubber,— 
the type of duck provides ample, comfortable 
strength and banishes bother from stretching. 


All these factors together mean lowest cost per 
ton of material conveyed. The service records 
prove it. 


Marco Conveyor Belting—a belt of extraord- 
inary quality and stamina for the hardest duty. 


High Grade—a powerful, sturdy belt for aver- 
age duty. 





WE BACK THE DISTRIBUTOR 


The Mechanical Rubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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Supply Houses Have Veteran Sales Managers 


Over Seventeen Years the Average Service Record of the Men 
Who Direct the Sales Organizations in This Distributing Field 


Many mill supply manufacturers who have not yet 
been fully sold on the advantages of complete co-opera- 
tion with mill supply distributors, when asked why they 
hesitate to grasp the opportunity that is open for them, 
often attempt to belittle the salesmanship that is found 
in the mill supply house organizations. They minimize 
the talent that directs the sales efforts of distributors 
and, generally speaking, indicate that, in their opinions, 
the sales managers of mill supply houses are necessarily 
not sufficiently experienced to know the fine points of 
very many small special lines. 

There are many features of mill supply house organ- 
izations, which have never been properly brought to the 
attention of some of these manufacturers who have a 
rather hazy knowledge of what the recognized dis- 
tributors actually offer. Naturally they have all too little 
acquaintance with the class of men who are executives 
in these supply houses. 

A youngster in business, and particularly in the sales 
field, might very naturally be accused of not having the 
proper qualifications to direct the sales of hundreds of 
different items, each requiring a different knowledge of 
both manufacture and application. A veteran salesman, 
who had been selling but one line of manufactured prod- 
uct for many years, might also be regarded possibly as 
an incompetent when it came to directing the sales of 
so many different items as are found in the average mill 
supply house. 

This leads us to ask: 

Are mill supply house sales managers youngsters in 
the business of distributing supplies and machinery to 
the industries of this country? Are they sufficiently 
experienced to direct the selling efforts of the great 
army of salesmen who are calling on the buyers of mill, 
mine, steam and allied lines of supplies, machinery and 
tools, from Maine to California? 

Absolutely, they are not youngsters in the business, 
and they are experienced. 

In fact it is doubtful whether there is any other line 
of business which can boast of as high a percentage 
of experienced sales directors as the mill supply field. 

MILL SUPPLIES last month made a survey to deter- 
mine exactly the status of the sales manager in the mill 
supply houses of the United States. Data were secured 
from 200 representative organizations, old line com- 
panies and new, large and small, in every state, and 
selected in such manner as to give an honest and un- 
biased result. 

It was found that the 200 sales managers of these 
mill supply houses had been in the mill supply business 
for a total of 3,460 years, or an average of 17 years and 
four months each. 

Thirty-seven of these sales managers are also presi- 
dents of their companies, 30 are vice presidents, 11 
are purchasing agents as well as sales managers, eight 
are treasurers, 13 secretaries, 12 secretaries and treas- 
urers, and 11 general managers. 

Examining the service records of these sales man- 
agers, it is found that the vast majority of these men 
have come up from the bottom of the ladder. Most 
of them started as clerks in their organizations, passed 
through the stock department, the inside sales depart- 


ment or the purchasing department, and then became 
road salesmen. 

Here are some typical examples of the kinds of pre- 
vious experience that these sales managers have had: 

House Number One—Twenty years in the business, 
beginning in the shipping department and then working 
through various branches, including five years as a trav- 
eling salesman. 

House Number Two—Twenty-eight years in the busi- 
ness, beginning as messenger boy, and then working in 
every department of the business, including several years 
as outside salesman. 

House Number Three—Twelve years in the business, 
three as clerk in the retail department, five as traveling 
salesman, one as city salesman and three years as sales 
manager. In between his service as traveling salesman, 
had two years’ experience selling automobile supplies in 
Virginia territory. 

House Number Four—Twenty years in the business, 
during which time he has gone from driver of the city 
buyer’s wagon (picking up supplies which his company 
did not have in stock), to his present position as man- 
ager of purchases and sales. 

House Number Five—Six years in present position, 
and previously spent four years on the road as salesman 
and was for five years sales manager of a branch supply 
house. 

House Number Six—Five years in present position, and 
before that was for three years in the sales field special- 
izing on pumping machinery, hoisting equipment, trans- 
mission, trucks, scales and heavy hardware. Also served 
as manager for an expert steel corporation, in charge 
of South American department. 

House Number Seven—Started as a_ stenographer, 
then entered purchasing department. Was city salesman 
for four years before being promoted to sales manager. 

House Number Eight—Twenty-four years’ experience, 
all kinds of service from office boy up, including 10 years 
as traveling salesman. 

House Number Nine—Ten years’ experience, first as 
buyer for four years, then six years as manager of the 
mill supply department and recently promoted to general 
sales manager. 

House Number Ten—Twenty-one years in the busi- 
ness. Began as order clerk, later went on the road as 
a salesman, and for the past 10 years has been sales 
manager and buyer. 

The cases cited were picked at random from the re- 
ports on the 200 houses covered, and they are represen- 
tative of the records of all the others. 

Another interesting point in connection with mill sup- 
ply house sales managers, which was disclosed by the 
recent survey, is the fact that the vast majority of these 
men have had continuous service with their companies. 

These are facts for the consideration of manufacturers 
of mill, mine and allied supplies and machinery. The 
manufacturer who employs the services of the mill sup- 
ply houses of this country in distributing his products, 
immediately adds to his own sales organization the serv- 
ices of a group of the most widely experienced sales 
managers in the United States, in addition to the sales- 
men who take their orders from these sales managers. 
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Are you prepared 
to supply your trade? 


Industrial executives all over the 
country who are interested in power 
economy, are learning of the advan- 
tages of the Dodge-Timken Roller 
Hanger Bearing through the Dodge 
advertising and sales promotion pro- 
gram. Orders will come to your 
store—can you fill them? 
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of Two Leaders 


The combined prestige and responsibility of the Dodge 
and Timken organizations, plus the performance of one 
hundred million Timken Bearings over the past twenty- 
five years, is back of this bearing. 

Have you read “The Facts Book?” Write for one now 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka,Ind. Works: Mishawaka, Ind., and Oneida, N.Y. 





Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago 
Adanta Minneapolis St. Louis Houston Seattle Portland San Francisco 
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Readers of American 
Pulley Company adver- 
tising are referred to Mac- 
* Rae's Blue Book for the 
name, address and tele- 
phone number of the 
nearest dealer. 


“Strength for 
the daily task” 


HIS prime requisite of every piece of trans- 

mission machinery is fundamental to the de- 
sign and construction of “American” Pulleys 
and Hangers. 


It has been built into each and every “American” 
unit from the day the first one was made in the 
early ‘“nineties”’. 


Like stones in masonry, the millions of “American” 
Pulleys and Hangers have formed upon that foundation 
of dependable service a mighty edifice of good will for the 
dealers who handle this line. 


For them there has been added “strength for the daily 
task” in the assurance that back of the product and its 
quality is a policy of supporting the dealer by serving him 
and his customers faithfully and unendingly. 


. 
The American Pulley Company 
Manufacturers of Steel Split Transmission 
Pulleys, Pressed Steel Shaft Hangers, 
and Pressed Stee! Shapes 


4200 Wissahickon Avenue Philadelphia, Pa. 


PRESSED STEEL \ 
STEEL SPLIT 


HANGERS | PULLEYS 
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Twentieth Convention of 
The National Association 


Approximately 250 Distributors and Manufacturers Were Present at 


Atlantic City Gathering—-Reports Indicate That Business Conditions 





Are Improving 


Distributors Are Advised Not to Carry Hand-to-Mouth 


Buying to Extremes and to Pay More Attention to Profitable Selling 


NATIONAL ASSOCIATION OFFICERS 
President. -B, H,. Ackles, T. B. Rayl Company, Detroit. 


First vice-president and chairman of the Machine Tool Section— 


T. W. Carlisle, Strong, Carlisle & Hammond Co., Cleveland. 


Second vice-president. BE. P. Welles, Charles H. Beslu & Co., 
Chicago, 

Evecutive committee J. H. Orem, Jr., Carey Machinery & Supplu 
Co., Baltimore; L. B. Shaw, Machinists Supply Co., Chicago; W. A. 
Somers, Somers, Fitler & Todd Co., Pittsburgh; EF. B. Hunn, The 
C. S. Mersick & Co., New Haven. 


Secrctaru-treasurer George A. Fernleu: advisory secretary-treas- 


urer, T. James Fernley. 


Atlantic City, N. J., April 27.—Hello folks. This is 
MILL SUPPLIES, Chicago, broadcasting from the Am- 
bassador Hotel, Atlantic City, to tell you about the twen- 
tieth annual convention of the National Supply and Ma- 
chinery Distributors’ Association. 

These fellows, as you know, carry in stock and dis- 
tribute thousands of items used in every industry, includ- 
ing mill, mine, steam, machinists and contractors’ sup- 
plies, machinery and tools. They are not flocking here by 
themselves, either, for the manufacturers of these lines 
are here as well, meeting old friends and making new 
ones. 

There are about two hundred and fifty people here, so 
the meetings have been well attended. 

The weather is clear and plenty warm. Old man static 
tried to butt in awhile ago, but was driven off the reser- 
vation by Secretary Hoover for your benefit. We are 
operating on the daylight saving plan. The first meet- 
ing this morning was opened by President B. H. Ackles. 
He recalled that the association was organized at 
Fortress Monroe, twenty years ago, by twenty-two job- 
bers, and that of them but two representatives were pres- 
ent today—George Puchta, the Queen City Supply Co., 
and Alex Paton, the T. B. Rayl Co. 

After the singing of America by all present, led by 
John D. Nicklis, Manning, Maxwell and Moore, New 
York, President Ackles delivered his annual address, 
practically as follows: 


PRESIDENT ACKLES’ ADDRESS 


Asserts That Most Satisfactory Distribution is 
Through Recognized Houses 

“Following a precedent established many years ago it 
becomes my duty and pleasure to present an annual 
address to this convention. 

“Our association from its origin in 1905 has been par- 
ticularly fortunate in having excellent men to preside 
over its destinies, and I assure you that it was with some 
trepidation that I consented a year ago to take up the 








duties of the office which had been so admirably filled 
these many years. 

“The past year has been full of perplexities and it has 
required more skill and foresight on the part of those 
who were conducting a large business to do so with 
success than probably at any time for many years. 

“There has been a feeling of uncertainty prevailing and 
this has led to extremely cautious buying on the part 
of the public, and has naturally been reflected in the busi- 
ness of our customers, for it is generally conceded that 
in the last analysis, the supply and machinery distribu- 
tors of the country are simply performing a service and 
that we are not as a rule in a position to control or even 
to influence to a large extent the purchasing on the 
part of the public. 

“It has, however, been necessary for us, in connection 
with the performing of this service, to maintain ade- 
quate stocks in order that our mission might be properly 
fulfilled, and it can be very truthfully said to the credit 
of the supply trade of this country that they have main- 
tained adequate stocks. 

“Most earnest efforts have been made up to keep down 
to the lowest point possible the expense of distribution, 
but the demand for prompt and efficient service is such 
that this has been extremely difficult, so that the figures 
which we have gathered indicate that our earnest efforts 
to lessen the cost of distribution have not met with com- 
plete success. 


ASK MANUFACTURERS’ CO-OPERATION 


“In the supply department, goods go out in very small 
units and there is a tremendous expense of handling in- 
volved, which is out of proportion to the value of mer- 
chandise, but is justly to be considered as a ‘‘service”’ 
rendered. 

“It is very pleasing to be able at this time to address 
a large number of representative manufacturers, whose 
goods we are distributing, and to call their attention to 
the importance of taking a real personal interest in the 
successful conduct of the supply and machinery business. 

“Our manufacturing friends realize they must have 
distributors who carry stocks in all parts of the country 
in order to supply the demand which is created by the 
merit of the product involved, and we feel certain that 
our manufacturing friends would much prefer to have 
this distribution in the hands of the people who are 
prosperous, and hence in a position to pay their bills 
promptly, than to be compelled to depend on the type of 
companies which, through unintelligent competition, have 
impoverished themselves so that they are not a desirable 
credit risk. 

“T particularly desire to emphasize this point and would 
have our manufacturing friends realize that their in- 
terest in us should not cease when the payment has been 
made for goods purchased, but that they should consider 
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An entirely new 
standard of value 


The Yale Ball Bearing Spur-Geared Chain Block lifts more 
easily, with a lighter hand chain pull, because friction has been 
reduced where friction was greatest. 


It gives the user greater service because the wear on load- 
sheave bearings has been greatly reduced by the action of smooth- 
rolling chrome-vanadium steel ball bearings. 





The Yale Ball Bearing Block is more efficient than ever before. 


A better block has never been made—that is the reason your 
customers ask for it. 


Yale lowers the cost of hoisting and this means—for the 
dealer—quicker turnover. 


Yale Blocks and Yale Trolleys are stocked by progressive 
dealers everywhere. 


1 Steel Roller Bearings 6 Steel Load Sheave 
2 Steel Side Plates 7 Steel Load Chain 
3 Steel Equalizing Pin 8 Steel Detachable 
4 Steel Safety Hook Shackle 

and Crosshead 9 Steel Safety Hook 


Steel Suspension Plates 10 Steel Ball Bearings 
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The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 
YALE MADE IS YALE MARKED 
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that the distributing house is a part of their organiza- 
tion and needs their co-operation in every particular. 

“We want to call attention of our members to the fact 
that manufacturers who are looking upon them as dis- 
tributors should be treated in a way which will impress 
them with the fact that they are loyal in the position 
they occupy. 

“There is a tendency at times on the part of the buyer 
to avail himself of a temporary advantage in price, and 
thus to be disloyal to the manufacturer whose interest 
he is supposed to be protecting. 

“We call on our members to be thoroughly reciprocal 
in their buying engagements. 

“We also call special attention to the fact that the 
association has been endeavoring to increase what is 
commonly known as the turnover. 

“The government, through the Department of Com- 
merce, is aiding very materially in this, and suggestions 
which have been sent to us from Mr. Hoover’s depart- 
ment for submission to our members indicate to a degree 
what has been done, and also demonstrate the possi- 
bilities of the future in connection with cutting down 
the unnecessary variety of the many goods which we 
handle. 

“Your president does not desire to make prophesies as 
to the future, but a careful survey of the situation and 
serious conferences with a large number of economists 
and practical business men would lead us to expect a 
steady improvement in business. 

“We have not unduly urged the question of membership 
on those who are not connected with the organization, but 
we would have all distributors of supplies and machinery 
throughout the country realize that this organization, 
which is conducted at a minimum expense, can be a real 
asset, and that the information which is sent out by the 
association is of value and, if carefully followed, will 
lead to the obtaining of better financial results on the 
part of members of the organization.” 


SECRETARY FERNLEY’'S REPORT 


Shows That Average Cost of Doing Business Has 
Increased During the Past Year 
The next subject on the program was the annual re- 
port of Secretary-Treasurer George A. Fernley, which 
was substantially as follows: 


In presenting this report we wish to state that we regard 
as one of our assets the fact that our members realize they 
can present matters to the secretary’s office with the assur- 
ance they will be held in confidence, and in conferring with 
the other officers we always use the term “one of our mem- 
bers,” not the individual name, and we have never had any 
officer endeavor to ascertain the name of a member making 
an inquiry, a complaint or a suggestion. 

Our attention is often called to cases where manufacturers 
attempt to sell distributors and at the same time sell their 
customers at approximately the same price. Members have 
asked us to correspond with such manufacturers and to give 
publicity to such policies. 

The Sherman Law prohibits our association, or any com- 
bination of two or more, from giving publicity to manufac- 
turers who act in this unscrupulous manner, and in this con- 
nection we would remind you that our association has never 
had its actions questioned by the Department of Justice or 
the Federal Trade Commission. 

Individually, our members have a right to buy or to refuse 
to buy as they see fit, and if a manufacturer is not pursuing 
a policy which is in keeping with the ideas of an individual 
member, the member has a right to refuse to purchase from 
such manufacturer. Our members individually have a right 
to inquire of manufacturers as to their sales policies, and 
if the buyers of our members are diligent in securing this 
information before purchasing, there will be less complaint 
regarding this form of competition. 

There is always a tendency among some operators to at- 
tempt to sell regardless of ethics, policies or sound business 





principles, and such efforts should not be countenanced by 
our members. 

The system of the association for assisting members in 
the collection of delinquent accounts has been continued dur- 
ing the past year and an increasing number have used this 
service which is rendered without charge. There are still 
a few of our members who have not availed themselves of 
this service. To these we wish to earnestly suggest that they 
give the association an opportunity to serve in this manner. 

As we advised you, the Department of Commerce in Jan- 
uary held a conference to consider the adoption of a standard 
inquiry, purchase order and invoice form. The forms recom- 
mended by the National Association of Purchasing Agents 
were approved, but advice received would indicate that there 
has not been any general movement to adopt such forms. 

In making this report, we wish to publicly commend the 
Trade Press for the service it has rendered in educating and 
enlightening all connected with the production and distribu- 
tion of the lines handled by our members. There is no 
greater power for the education of employees than the read- 
ing of trade papers and we are indeed fortunate in having 
a number of live, active, progressive papers, whose constant 
effort is to present information of value to the industry. 

HAND TO MOUTH BUYING 


The uncertainty which characterized the business situation 
during most of 1924, the desire generally to reduce inven- 
tories and to secure the greatest possible turnover, led to 
hand to mouth buying on a scale never before practiced. The 
customers of our members purchased frequently and the num- 
ber of small orders increased to an extent never before 
known. This tendency, of course, increased the expense of 
distribution, but incidentally it definitely demonstrated the 
value of the service it is possible for our members to render. 

Hand to mouth buying cannot be ascribed entirely to un- 
certainty regarding values but more largely to a desire for 
a rapid turnover. The principle of a rapid turnover is 
sound and important but it is not and cannot be a cure-all, 
and if overdone through the carrying of insufficient stocks 
the results are more unfavorable than when sufficient atten- 
tion is not given to it. 

The distributors of mill, mine and factory supplies are 
equipped to render prompt, efficient and economical service to 
their customers. Frequent small orders are desirable but 
hand to mouth buying can be carried to an uneconomical 
extreme. 

Our conferences with manufacturers during the past year 
cause us to emphasize in this report the fact that manufac- 
turers must be educated to the fact that a distributor cannot 
make a net profit on any item which does not sell at a margin 
over and above the cost of distribution. 

With the expense of distribution averaging over 21 per 
cent on the selling price, is it profitable to handle any item 
which is resold on a basis of 10 to 15 per cent above the 
actual invoice cost? Does it not show an actual loss on each 
turnover? 

We, therefore, wish to suggest the importance of advising 
manufacturers, particularly those who wish to suggest the 
price at which their products shall be resold, of the expense 
entailed in distribution. 

Manufacturers sometimes give as an excuse for inadequate 
differentials the fact that some distributors do not observe 
the manufacturers’ suggested resale price and say, “Why 
should we increase the differential when the distributors are 
not willing to take advantage of the margin we now arrange 
for them?” The answer to this question is comparatively 
simple inasmuch as the manufacturers in such cases hold the 
95 per cent responsible for the sins of the 5 per cent. 

In other words we are firmly of the opinion that most of 
the distributors in the United States are anxious to con- 
duct their business on a profitable basis, and are not desirous 
of selling on a basis which does not yield a margin sufficient 
to at least cover the overhead expense. 

Our association is on record as being in favor of elimina- 
tion of unnecessary and needless sizes, styles and varieties. 
The work of Secretary Hoover’s Division of Simplified Prac- 
tice has been carried on effectively during the past twelve 
months and it has indeed been a pleasure for us to co-operate 
with the officials of the Department of Commerce. They are 
doing a great work of real lasting benefit to our members, 
to the manufacturers and to the consuming public, and Sec- 
retary Hoover is deserving of our earnest co-operation. 

Manufacturers have an excellent opportunity to co-operate 
with governmental assistance in this work, and we suggest 
our members continue to impress upon their sources of sup- 
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ply the importance of eliminating unnecessary sizes, styles 
and varieties. 

During the year we have given considerable time and 
thought to the resale price situation and we have come to 
the conclusion that manufacturers who suggest resale prices 
should insist upon their maintenance and if not willing to 
do so, should refrain from suggesting such prices, inasmuch 
as the suggestion of prices which are not observed places the 
price cutter in a position to demoralize. 

An overwhelming majority of distributors are willing and 
anxious to comply with manufacturers’ requests as to the 
manner in which their products should be distributed and 
it is, therefore, most unfair to permit a few distributors to 
use standard brand goods as “leaders” to the disadvantage 
of all distributors. 

The report of our research bureau covering the over- 
head expense of our members during the year 1924 is an 
extremely interesting compilation. It gives the detailed over- 
head figures of fifty-two members, indicating the average 
overhead during the year 1924 was 21.13% as compared with 
19.76 for the year 1923 and 21.65% for the year 1922. 

Reports indicate that the cost of truckage is 112% to 4% 
on such sales and increasing. This problem is a serious one 
and worthy of consideration. 

The 7%:x10°% standard size for catalog pages is being 
adopted quite generally and this standardization has met 
with general approval. 

luring the past year we have collected some very interest- 
ing information from our members which should be helpful 
to manufacturers in the formulation of their distributing 
problems. 

The figures we have indicate our 212 members located in 
84 cities have an average of 12 salesmen, that the average 
floor space used for warehousing goods is 60,000 square feet, 
they are able to make delivery within 12 hours to points 
averaging from 100 to 150 miles from their warehouses, and 
that they carry an average stock valued at $250,000 which 
is available in the average territory to 5,700 users of supplies 
and machinery. 

The figures given above are averages and must be con- 
sidered as such, but they serve to give a picture of the 
supply distributor which should convince of the indispensabil- 
ity of the service performed by our members. 

What more complete system of distribution could any 
manufacturer desire than 212 warehouses of 60,000 square 
feet capacity each, in 84 distributing points, twelve salesmen 
each or a total of 4,544 salesmen, carrying an average stock 
of a quarter million dollars, and so efficiently managed as to 
be able to make deliveries within 12 hours to points 100 to 
150 miles away. This recapitulation of the averages of the 
figures secured by our association is certainly the answer to 
the question—‘Why the Distributor Is Essential.” 

Manufacturers have at times advised us that our members 
do not properly appreciate the manufacturer who has a sell- 
ing policy calculated to benefit the distributor. 

We have made it a point to investigate this contention and 
we are very pleased to be able to advise we have information 
which places us in a position to definitely state our members 
do appreciate and express their appreciation in a substantial 
way to manufacturers who have policies calculated to make 
the business of the distributors more pleasant and more 
profitable. 


BUSINESS IS IMPROVING 


Manufacturers and Distributors Discuss Present and 
Prospective Conditions 

Then came the meat of the session, captioned ‘“Pres- 
ent and Prospective Business Conditions,” with a team of 
six, three representing manufacturers and three dis- 
tributors, John C. Ruf, I. B. Williams & Sons, heading 
off for the manufacturers. Incidentally, Ruf is president 
of the American Supply and Machinery Manufacturers’ 
Association. Mr. Ruf said: 

“Mr. President, ladies and gentlemen: Why my es- 
teemed friend, President Ackles, chose me to address 
this audience is beyond my understanding. I am not an 
orator. Confidentially, I would rather swim two miles 
‘ut to sea and fight a few sharks, than to face any audi- 
ence of more than six. However, I will endeavor to give 

1u a few facts on the business outlook. 

‘The topic for discussion is one that will take a prophet 
to forecast. Although I lay no claims to the predictive 





functions of a prophet, I personally believe that we have 
reached the turning point for better business conditions. 
Business is not discouragingly bad, about all that should 
be said is that it is not abnormally good. There was 
too much optimism immediately after the election. How- 
ever, the fundamental conditions in this country are 
sound, therefore, we may expect general progress. 

“T desire to give you a few reasons for so believing. 
Carloadings are a good index of general business activity, 
and they do not show the effects of any general decline 
of production. In the week ending March 28, shipments, 
outside of coal, were 37,638 carloads larger than the same 
week in 1924. 

“According to the recent report of Secretary of Com- 
merce Hoover exports in March amounted to $452,- 
000,000, and imports for the same month were valued 
at $385,000,000. When these figures are reduced to the 
values in dollars as prevailed in pre-war prices, they 
show a volume of American business 50 per cent larger 
than in 1914. This record shows a healthy state of 
American business conditions. There is ample reason to 
expect the continuance of huge exports to other shores 
for some little time to come. Furthermore the consump- 
tion of cotton during March was 582,674 bales, the larg- 
est, with the exception of last January, since May, 1923, 
and about 20 per cent larger than in March, 1924. 

“The depressed feeling exhibited by many steel pro- 
ducers is not a serious indication of the future, for steel 
sellers are not satisfied unless sales are running ahead 
of shipments. 

“Business is not entirely satisfactory. There has been 
an easing in some prices, there is a let down in produc- 
tion in some of the basic lines, notably iron, steel, and in 
the textile and leather trades. At the same time, the 
situation shows many good features which are of a de- 
cidedly encouraging nature. It is possible that a too 
generous supply of goods has been produced. 

“Consumptive demand has proved inadequate to keep 
our industrial plants going to capacity. 

“In closing, I wish to extend to the members of the 
National Supply and Machinery Distributors’ Associa- 
tion and the manufacturers here assembled an invitation 
to attend the big convention to be held by the southern 
dealers and the manufacturers at Atlanta, Ga., May 5, 6 
and 7. I thank you.” 

George W. Eckhardt, of Henry Disston & Sons, Inc., 
Philadelphia, speaking about present and future business 
conditions, stated that there is nothing wrong with busi- 
ness. While many manufacturers experienced a letdown 
in the volume of orders the latter part of March, during 
the past few weeks there has been a distinct change for 
the better. He cautioned against hand-to-mouth buying. 
Prices are sound. Finished stocks and raw material 
inventories are low. Business should show improvement 
during the remainder of this year, with prices for the 
next few months remaining at their present levels. 

H. F. Wright, Wright Manufacturing Co., Lisbon, 
Ohio, closed for the manufacturers. Mr. Wright stated 
he had prepared an address, but that it had been knocked 
out by various conditions developing and he would aban- 
don it and speak extemporaneously. The habit of talking 
of present and prospective business conditions had bhe- 
come a war cry, oftentimes expressing fear. Business 
should not be done at a loss, by either manufacturer or 
distributor. If the latter does not make a profit, he is a 
time and money waster. Volume is of no value unless 
there is profit. Too many manufacturers, Mr. Wright 
asserted, are operating on a 1923 instead of a 1925 basis. 

One of our dealers recently reported he was at the end 
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of his rope. He had cut prices and profits to the bone, 
and asked for lower prices. The speaker believed the 
situation resulted largely from giving salesmen too much 
price cutting authority to meet competition. In many 
cases business worked up by the mill supply distributor 
was passed on to a hardware house not carrying com- 
plete stocks, but who enjoyed the same differential from 
the manufacturer. He saved on capital investment, and 
made money on the order. Here the manufacturer was 
to blame, as the maximum discount should be given only 
to distributors carrying full stocks. Distributors must 
be treated as an inherent part of the manufacturer’s or- 
ganization. If one manufacturer cuts prices, all others 
in the same line must follow. Both manufacturers and 
distributors can easily and legally get together to pre- 
vent ruinous price cutting. 

Mr. Wright refused to predict future business, not 
knowing future prices of labor or raw materials or what 
competitors would do, but he does believe prices are be- 
ing gradually stabilized. 

DISTRIBUTORS GIVE THEIR VIEWS 

George Puchta, a veteran in the mill supply business, 
led off for the distributors. On his stating that he was 
the oldest living president of the national association, 
the convention arose as a body and applauded. 
gratulated Mr. Wright on his address. The young men 
are in the saddle. To prove it Mr. Puchta stated the 
average age of his executives was but thirty-eight years. 
He conceded the young men were for action, their elders 
functioning best in advice and caution. As the speaker 
saw it, the time had arrived when costs had to be cut 
by replacing order takers with salesmen. Poor salesmen 
nearly always alibi by declaring loss of orders was due to 
competitors cutting prices. Mr. Puchta felt optimistic 
over the future of business. Basic conditions are sound, 
and are the best criterion for the future, despite some 
distributors were selling at wholesale prices on a retail 
volume, apparently not knowing their cost of doing busi- 
ness. A five per cent differential on any line was fatal 
to profits, with costs of distribution averaging twenty- 
one per cent. In closing Mr. Puchta said all must forget 
the days of inflation, when everyone made money, because 
salesmanship was not needed; all distributors needed was 
the goods. 


He con- 


E. P. Welles, Charles H. Besly & Co., Chicago, followed 
Mr. Puchta. He said he had been in the selling game 38 
years, always at a profit. His firm would soon celebrate 
its fiftieth anniversary. It was busily engaged in mak- 
ing market surveys, promoting sales and studying sys- 
tematic stock arrangement to lower costs. Its slogan was 
“Better business rather than more business.’”’ Slow mov- 
ing and small profit lines were being eliminated. One 
thing manufacturers should do was to stop selling brokers 
and pikers, and stand by legitimate distributors. Dis- 
tributors in many cases were giving too much service 
and securing too small profits. 

W. L. Rodgers, Pittsburgh Gage and Supply Co., Pitts- 
burgh, was scheduled to close for the distributors, but 
was not present. William Harris, representing Mr. 
Rodgers, presented the latter’s regrets, and stated that 
while business to date was not up to the 1924 standard, 
his company was hopefully regarding the present year 
as a whole. , 

AFTERNOON EXECUTIVE SESSIONS 


The afternoon meeting of the association and also that 
of the Machine Tool Section, were closed executive ses- 
sions for members only. The business programs in- 





cluded discussions of pertinent trade topics, and went 
off as scheduled. William K. Toole, of the Wm. K. Toole 
Company, Pawtucket, R. I., who was to lead one of the 
discussions, was unable to be present, having been sud- 
denly stricken and taken to an Atlantic City hospital. 
Fears were expressed that he had developed typhoid 
fever. 


SECOND DAY’S SESSIONS 


Discussion of Important Business Topics in the 
Morning—Joint Meeting in Afternoon 

Atlantic City, N. J., April 28.—This is MILL SUPPLIEs, 
again broadcasting from the Ambassador Hotel, Atlan- 
tic City, the proceedings of the National Supply & Ma- 
chinery Distributors’ Association. 

The second day of the convention proved decidedly 
interesting. After a brief announcement by President 
Ackles, George Puchta, Queen City Supply Co., Cincin- 
nati, opened the discussion on “turn-over.” He stated 
that all the rules of the game as played in pre-war days, 
are now obsolete, and distributors and manufacturers 
alike must adopt up-to-date methods. In his own busi- 
ness he had been driven to closely analyze stocks in 
an effort to secure a four-time turn-over annually. He 
adopted a scale of two months’ stock to be carried, and 
a maximum of three months. Despite close watching 
at the end of the year 1923, there was a rather heavy 
over-stock, and it was up to the sales department to 
endeavor to liquidate as much as possible. As a result, 
by the end of 1924 they had liquidated $50,000 worth. 
In a certain line, ten sizes were carried with an average 
investment of $1,000 per size. Research revealed some 
sizes turned over many times during the year, while 
other sizes fell quite short. This is but an indication 
of what our stock analysis in detail did for us in the 
way of money saving information. The results while 
valuable were in many cases startling. 

Mr. Puchta was asked if he believed a complaint of 
manufacturers that distributors were carrying short 
stocks and buying from hand to mouth, with the result 
of driving consumers to making direct connections with 
manufacturers, was true. He stated that he believed 
the distributors generally were carrying ample stocks 
of all quick moving items. 

President Ackles reported that he had heard of a 
large industrial city where five jobbers carried com- 
plete stocks of a certain line of small tools. The re- 
sult was highly unsatisfactory to four of them, be- 
cause a single house secured eighty per cent of the 
business in this line. It was therefore impossible for 
the four to not lose money. The logical answer would 
be for several of these jobbers to eliminate the line, 
possibly by an exchange of courtesies, covering the 
practical elimination of other lines by other houses where 
the same situation was true. While Mr. Ackles stated 
that he could see how a situation of this kind might be 
overcome, he had not very much confidence that the plan 
would work. 

H. H. Kuhn of the Hardware & Supply Company of 
Akron, led the discussion on the “additional expense of 
hand-to-mouth buying.” He spoke very briefly of the 
experience of his company in analyzing stock, and be- 
lieved that in every case the time and money expended 
was well worth while. 

Arthur B. Paull, Beals, McCarthy & Rogers, Buffalo, 
stated that it is the policy of his company to carry large 
stocks. Because of that, the firm is often enabled to sell 
other distributors considerable amounts at a reasonable 
profit. Under favorable market conditions the firm or- 
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Profits” is the 
magic word that spells success for the busi- 


We are all after Profits. 


ness house that gets them, or failure for the 
house that does not get them. 


Mill Supply Houses make their profits from 
the several lines they sell to Mills and 
Mines. Any new addition to these lines 
that will sell, and sell fast, will add to the 


general Profits. 


Consider these facts:— 


1. Every concern you call on is a user of 
oil and grease to a greater or less de- 
grec. 


tN 


It would take no more sales effort to 
sell a great percentage of these con- 
cerns than you now use on them. In 
other words, the overhead is nil. 


3. Your salesmen are trained in the selling 
of oils and greases by an expert from 
the Waverly Plant. 


4. You are assisted by advertising and 
Direct Mail to your customers sent 
direct by Waverly, and also envelope 






stuffers, blotters and booklets which 
Waverly furnishes you to send direct 
to your trade. 


>. The quality of Waverly Products is 
well known. Their Oils are refined 
from only Pennsylvania Grade Par- 
affine Base Crude Petroleum and have 
been advertised extensively for years. 
Their greases are compounded by ex- 
pert chemists and have been awarded 
the preference in competitive tests all 
over the country. 
6. The Waverly Plan for merchandising 
their products through Mill Supply 
Houses has been in operation a year 
and has met with distinct success. One 
dealer in Kentucky sold over two cars 
in a month. 


These facts will show you that there is 
profit in selling Oils and Greases. Com- 
plete details of this proposition, with 
samples of advertising and dealer helps, 
will be sent to any responsible party on 
request. We suggest that you at least look 
into this plan. 


Waverly Oil Works Company 


5408-54TH STREET 


PITTSBURGH, PA. 


Established 45 years. 
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dered rather heavily, later filling in the particular line 
to replace quick movers. 

W. J. Radcliffe, E. A. Kinsey & Co., Cincinnati, statcd 
that some purchasing agents were too prone to telephone 
in a hurry, very small orders. Deliveries under such 
conditions are often expensive. Practically all houses are 
having the same experience, and a general effort should 
be made to educate these buyers to anticipate their needs 
and bunch orders. Mr. Radcliffe said that one easy way 
overcome hand-to-mouth buying would be to have 
manufacturers give a guarantee on prices for a reason- 
able period of time, say ninety days. On many fairly 
stable lines, it is quite evident that the manufacturers 
would get an even break on market changes. 

Charles E. Allinger, of the Charles A. Strelinger Co., 
Detroit, was called on to tell of the result of a perpetual 
inventory system which they had in force. 


to 


The chair- 
man stated that the Strelinger system was recognized 
in Detroit as a model. 
pany 


Mr. Allinger said that his com- 
was quick to take advantage of favorable market 
changes and kept stocks level by frequent purchases. In- 
ventory was made every thirty days. 

A slight diversion was made at this time by a member 
who stated that a certain manufacturer recently was 
compelled to make more than 11,000 parcel post and ex- 
press shipments during a single month. This was an 
expensive way of doing business and the victim was talk- 
ing of making a definite additional charge on all such 
shipments. 

In a general discussion it was admitted that the trouble 
is that many distributors, without a perpetual inventory, 
frequently run short of stock unexpectedly, and as a re- 
sult call on the manufacturer to send small supplies on 
rush orders. 

Mr. Puchta wondered if it is not possible in large cities 
to bunch certain lines in a single supply house, all the 
remainder of the distributors buying from this one 
house. Other houses could then carry certain agreed 
lines at a profit and under conditions to be mutually 
agreed on. 

Mr. Paull was confident that the only way to get along 
in the supply business was to make a profit on the goods 
that are sold, then with wise purchases, both as to cost 
and quantity, to balance stocks, you would be safe from 
everybody but the competitor who did not know his cost 
of doing business. 

William H. Taylor, president of Wm. H. Taylor & 
Company, Inc., Allentown, Pa., opened a discussion on 
“The Supply Distributor as a Merchandiser.” Mr. Tay- 
lor pointed out as essential to successful merchandising 
the carrying of sufficient stock in volume and diversity 
to meet ordinary demands of trade; care in purchasing 
so that goods not suited to the trade are not added to 
stock; and disposal of slow movers. He also stated that 
in selecting stock, the distributor should consider 
Whether there is a market already existing or whether 
it will pay to develop a demand; whether the manufac- 
turer will give reasonable co-operation and protection; 
the frequency with which an article can be turned over; 
the average profit. He suggested the use of a perpetual 
inventory; sales analysis by lines, preferably covering 
only the major divisions of the business; 
sive study of the territory to be covered. 

Mr. Taylor, who is one of the veterans, as he has 
been fifty-three years in business, and his house is fifty- 
old, felt that the answer to many of the 
troubles of the mill supply distributor could be covered 
by carrying adequate and diversified stocks to suit local 
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Ek. G. Puckett, Fort Wayne Oil and Supply Co., was 
down to discuss “relations between the manufacturer 
and jobber,” but was unable to be present, so D. H. Coan 
reported in his place. The speaker stated that his house 
was co-operating very closely with manufacturers’ sales- 
men. Many manufacturers send factory men and sales- 
men to his house to educate his salesmen, usually 
excellent results. 


with 


TUESDAY AFTERNOON SESSION 

In the afternoon there was a joint session of manufac- 
turers and distributors. The leading question was how 
can the two co-operate to effect economies. W. J. Rad- 
cliffe thought that one helpful thing would be to standard- 
ize cash discounts; not asking something for nothing, but 
expecting the manufacturer to so adjust selling prices 
aus to take care of the cost. 

It was then suggested that the manufacturer standard- 
ize the size of his loose-leaf sheets covering price changes. 
It was suggested that this sheet be made to fit an eight 
and one-half by eleven loose-leaf holder, and that all com- 
panies agree on this size. 

C. L. Butts, Wood Shovel and Tool Co., said there is 
danger in distributors constantly asking for slight varia- 
tions in shapes, finishes, length and types of handles. 
If requests were granted, it would definitely add to the 
cost of manufacture and dealers should, wherever possi- 
ble, prevent consumers asking for these specials. 

H. E. Dickerman, Chisholm-Moore Manufacturing Co., 
declared that jobbers must make money or they en- 
dangered not only themselves but the industry. Despite 
this fact many of these distributors refused to take the 
profit offered by manufacturers, and gave it away to the 
consumer. He also declared that every line presented 
the problem of too many sizes and still greater simplifica- 
tion in sizes and style is greatly needed. 

Eugene S. Grant, Dodge Manufacturing Corporation, 
stated that his company actually favored frequent re-fill 
orders for the purpose of keeping transmission stocks up 
to par. 

W.C. Allen, Black & Decker Manufacturing Co., asked 
the co-operation of distributors in allowing the firm to 
educate the latter’s salesmen on the sale of Black & 
Decker products. While there had been some objection 
to introducing manufacturers’ salesmen to the distribu- 
tors’ trade, this was only where the manufacturers do 
not pursue a conscientious jobber policy. The only trou- 
ble was that too many distributors were slow to use 
this service and in many cases careless in keeping ap- 
pointments and seeing to it that their salesmen were 
present. 

Mr. Radcliffe asked if in cases where complaints of 
treatment by jobbers could be legitimately made, his 
house followed through either to the salesmanager or up 
to the president of the company to 
operation. 


secure proper co- 

H. H. Smith, Strong, Carlisle and Hammond Co., stated 
that his firm greatly appreciated the aid of manufactur- 
ers’ salesmen in educating the salesmen of his house. 
They were given every aid and ‘ound it profitable. 

E. J. Skinner, Skinner Chuck Co., suggested that dis- 
tributors send their salesmen to the plants to watch pro- 
duction and be educated in it. Manufacturers, he de- 
clared, are almost universally anxious to render this 
service. 

By request, George Puchta presented a resolution recit- 
ing that as the distributor averaged twenty-one per cent 
as the cost of doing business that manufacturers allowing 
low differentials take into serious consideration the ques- 
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tion of raising this differential to a point that would give 
distributors a living profit. 

The resolution was voted on and carried. 

Charles J. Graham, president of the Bolt, Nut and 
Rivet Manufacturers’ Association, appeared before the 
convention to present to the distributors the story of 
the great innovation being carried on among the manu- 
facturers to stabilize that industry. As everyone knew, 
the great increase in production during inflation times 
led to price cutting that was disastrous. were 
heavy and even under improved conditions these factories 
were operating at but fifty-five per cent of productive 
capacity. One of the most important moves of the asso- 
ciation was to put in a uniform cost accounting system 
which is being universally adopted. He stated that the 
Department of Commerce was aiding in package simpli- 
fication which was sadly needed as a single manufacturer 
carried sixty-eight sizes of containers. 


Losses 


It is expected to 
bring these packages down to a total of twenty. Mr. Gra- 
ham stated that he was not at all alarmed at the high 
cost of production necessitated by high wages and high 
material cost, as he believed that the safety of business 
in this country was guaranteed by the tremendous pur- 
chasing power of the employed millions. 

The afternoon with an all-round dis- 
cussion of the conditions affecting volume and profits in 
twist drills, belting and transmission, hack saws, chucks, 
small tools, abrasives and grinding wheels, machine 
screws and rivets. The whole trend of discussion and 
suggestions were along the lines covered in previous dis- 
cussions. 


session closed 


THIRD DAY’S SESSION 


Final Business Discussions, Followed By Election 
of Officers and Adjournment 

ATLANTIC CITY, N. J., April 29.—Final broadcasting 
by MILL SUPPLIES from Ambassador Hotel Station, At- 
lantic City, of the third and final day’s proceedings of 
the National Distributors’ Association. 

President Ackles has been in the chair at all meetings. 
and made a most acceptable presiding officer. Secretary 
George A. Fernley was in constant attendance, as was 
Advisory Secretary T. James Fernley. Owing to storm 
and air troubles, we will be compelled to cut today’s an- 
nouncements to the bone. 

The morning session opened with a discussion led by 
Ek. B. Hunn, The C. S. Mersick & Co., on ‘“‘How Sales Are 
to Be Increased in the Face of Continued Growing Com- 
petition.”” He stated that during the past ten years con- 
sumption had increased fifty per cent, and new com- 
panies and costs of doing business had increased one 
hundred per Purchasing agents were increasing 
their activities, and there was much direct buying. Dur- 
ing the general discussion that followed it was brought 
out that houses dealing primarily in second hand ma- 
chinery were now filling in with new stuff. It was stated 
that many houses were adopting a quota system, with 
salesmen on salary and commission, and paying added 
commissions on gross profits. One manufacturer com- 
plained that too many jobbers’ salesmen in big cities 
passed up the factories and called only on the purchasing 
agents, located in office buildings in the heart of 
cities. 


cent. 


the 


Considerable time was devoted to the question of the 
cost of city and suburban deliveries. In some cases dis- 
tributors reported that they made a definite plus charge 
for deliveries totalling less than a certain amount. Many 
distributors had all city and suburban stuff delivered 
under contract, while others owned their trucks 
and automobiles. 


own 





The afternoon meeting was finally merged into the 
morning session. Charles A. Allinger, of the Charles A. 
Strelinger Co., reported that his company allowed em- 
ployes three weeks’ vacation during the year, after six 
months’ employment. Lost time of every description was 
charged against this time allowance. 

It was brought out that the collection service of the 
association had handled 460 accounts during the past 
year, and collected 65 per cent of them without legal 
expense. 

Dixon C. Williams, Chicago Nipple Co., made a strong 
statement regarding the hardships caused by certain 
very unjust features of the Sherman Anti-trust Law. 
He declared that legitimate business was suffering, and 
that an active effort should be made to have the present 
law repealed or radically changed. A resolution was 
drawn up and passed unanimously, requesting congress 
to take action to remedy this condition. Mr. Williams 
was appointed as a committee of one to start the ball 
rolling. 

Invitations were received from responsible individuals 
and organizations from Detroit, Baltimore and New 
York, inviting the association to hold its next convention 
in their cities. The matter was referred to the execu- 
tive committee for action. 

President Ackles and his friends were pleased to learn 
that Secretary Hoover had recognized the importance of 
the mill supply distributors by appointing him as a rep- 
resentative of the distributors on the planning committee 
of the Department of Commerce in the Division of Sim- 
plified Practice. 

Then came the report of the nominating committee and 
the election of officers as reported elsewhere. Newly 
elected officers present were then introduced and made a 
few remarks, after which the convention adjourned. MILL 
SUPPLIES is now signing off until next year, and thanks 
you very heartily for your attention. 


ALL OFFICERS REELECTED 

At the closing session Wednesday afternoon, all officers 
were reelected, and E. B. Hunn, of The C. S. Mersick & 
Co., New Haven, was added to the executive committee. 

FINE ENTERTAINMENT PROGRAM 

The entertainments under the management of John D. 
Nicklis, of Manning, Maxwell & Moore, Inc., were very 
enjoyable. The banquet Monday evening was a great 
success in every way. The principal entertainers were 
Dr. E. J. Cattell, the famous Philadelphia statistician and 
after-dinner speaker, and Barney J. Doyle, of Philadel- 
phia, only less famous as an entertainer. Both started 
out in humorous vein, but almost immediately drifted 
into serious discussion of almost all the problems con- 
fronting us both in our business and in social life. 

Tuesday evening there was an exhibition of swimming 
and diving by the Ambassador Girls Swimming Club in 
the Ambassador pool. Fourteen girls engaged in the 
various contests and the early evening was enjoyably 
spent by nearly all those in attendance at the convention. 
Later there was an informal dance with music by the 
Seaside Serenaders. The music at the banquet was fur- 
nished by the Ambassador concert orchestra. Incidental- 
ly it may be of interest to know that a song leader secured 
splendid results from the banqueters in the singing of 
many popular songs. 

Bill Harris, of the Pittsburgh Gage & Supply Com- 
pany, rendered a solo which did credit to his voice and 
obliging disposition, and was greatly appreciated. 

Many of the convention visitors made their getaway 
Wednesday afternoon, but quite a number remained over 
to rest up after the three strenuous days’ meetings. 
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Standard woodworking machines at the top of their class! Con- 
tinuous trade paper advertising! A direct mail campaign to 
every line of industry using wood! Numerous exclusive features 
which are sought by every purchaser of machinery. There is 
bound to be a still greater growth in Wallace business during 
the next six months. 27,000 of these machines are now in use. 
A large amount of the new sales will be through dealers. Now 
is the time to start getting your share. Write to us today! 


Wallace 
16 in. Band Saw 


Self-contained, for the 
H.P. motor is built into the 
machine; Portable, so that 
it can be moved about the 
shop or taken outside if de- 
sired; Accurate, built to 
closest limits throughout; 
Economical, for it is direct- 
motor-driven with no waste 
of power; Safe, blade is cov- 
ered except at cutting 
point: Efficient, takes stock 
to 8 in. thick at high speed. 
Power from any light or 
power circuit. 


Wallace Universal Saw 


Self-contained, |, H.P. motor built into 
the machine; Portable, can be taken any- 
where easily; Direct-motor-driven; Eff- 
cient, rips or cross-cuts at single or 
double angle; cuts grooves, half rounds, 
and molding with special head quickly 
attached. 








Wallace 6 in. Jointer and 4 in. Planer 


Self-contained, H.P. motor built into machine and connected 
direct to cutter head; Portable, can be easily taken to any part of 
shop or outside, as it takes power from any light or power circuit; 
Accurate, built to closest limits throughout for finest precision 
work; Safe, Wallace shutter guard acts automatically; Efficient, can 





Wallace Plain Saw 
Similar to Wallace Universal Saw, 
but will not cut at angle while 
ripping. Saw tips, raises, and low- 


ers while table always remains 





horizontal. Will cut grooves 
and moldings. 














, be used on smallest pieces or stock up to 6 in. wide for all jointing 
and finishing, making moldings, rabbeting, etc. 

The Wallace 4 in. Planer is similar to the 

€ 


n. Jointer but has smaller capacity; finest 
juality finishing and jointing handled at top 






Wallace 6 in. Lathe 


Self-contained, 1/3 H.P. mo- 
tor built into head _ stock; 
Portable, can be moved about 
shop easily; Accurate, built to 
closest limits throughout; 
Efficient, has power and speed 
to handle rapidly all work 
; within its capacity. Clears 
Me? 5 in. over tool rest and 7 in. on 
face of plate. 


Wallace Portable Machines 


Hea 
Saz Wallace 


wes, 


Wilcox and California Aves. 


CHICAGO, U.S.A. 


J. D. Wallace & Co. 
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Official Registration at Atlantic City Convention 


A 
Akron Goodrich Mechanical Sales Co., Akron, G. B. Cam- 
pion, A. G. Coffin, A. W. Doran. 
The Akron Barrow Co., Cleveland, W. A. Gordon. 
Alexander Bros., Inc., Philadelphia, T. W. Duncan. 
American Machinist, New York City, K. H. Condit, J. A. 
McGraw. 
The American Pulley Co., Philadelphia, Wm. R. Simpson, 
B. E. Baker. 
American Screw Co., Providence, William F. Henning. 
Appleton Car Mover Co., Appleton, Wis., G. L. Carleton. 
Armstrong Bros. Tool Co., Chicago, Horace Armstrong. 
B 


Beals, McCarthy & Rogers, Buffalo, Arthur B. Paull. 

Belcher & Loomis Hardware Co., Providence, Harry B. 
Read. 

Belmont Packing & Rubber Co., Philadelphia, Clement Re- 
stein, Oscar W. Trumbull. 

Charles H. Besly & Co., Edward P. Welles. 

Billings & Spencer Co., Hartford, Jack Dowd, W. 
Moore. 

The Black & Decker Mfg. Co., Baltimore, S. D. Black, R. D. 
Black, R. W. Procter, W. C. Allen. 

Charles Bond Co., Philadelphia, Charles Bond, C 
Bond. 

Bonner & Barnewall, Inc., New York, P. R. Bonner. 

The Boyer-Campbell Co., Detroit, William P. Goudie, Jr., 
John F. Phillips. 

Bright & Co., 


Ray 


. Carter 


teading, Pa., Stanley Bright. 
Cc 

R. K. Carter & Co., New York City, W. B. Paulscraft. 

Carey Machinery & Supply Co., Baltimore, G. Cheston 
Carey, John H. Orem, Jr. 

Chandler & Farquhar Co., Boston, F. Alexander Chandler. 

Chicago Nipple Mfg. Co., Chicago, Mallory Bedingfield, 
Dixon C. Williams. 

Chisholm-Moore Mfg. Co., Cleveland, H. E. Dickerman. 

Clark Hardware Co., Jamestown, N. Y., H. B. Laudens- 
lager. 

Clemson Bros., Inc., Middletown, N. Y., Robert P. Kelley. 

The Cleveland Tool & Supply Co., Cleveland, C. C. Cov- 
entry, H. E. Ruhf. 

The Cleveland Twist Drill Co., Cleveland, Robert G. Ber- 
rington, W. E. Caldwell, Harley G. Smith. 

The Cleveland Wheelbarrow & Mfg. Co., Cleveland, Ralph 
R. Roemer. 

A. F. Corbin. 

The Cushman Chuck Co., 
Hultgren. 


Hartford, Conn., Harry W. 


D 

R. & J. Dick Co., Inc., Passaic, N. J., Benj. A. Keiley. 

Dodge Manufacturing Corp., Mishawaka, D. J. Campbell, 
Charles S. Reeves, Eugene S. Grant. 

Duncan & Goodell Co., Worcester, B. M. Scott. 

Henry Disston & Sons, Inc., Philadelphia, Geo. W. Eck- 
hardt, John C. McCauslan, A. L. Uhl. 

R. R. Donnelley & Sons Co., Chicago, C. F. Beesley, Jr., 
A. F. Gott. 

E 

Empire Tire & Rubber Corporation of New Jersey, Tren- 
ton, B. M. Cullen, A. H. Sommers. 

The Engineering Magazine Co., New York, John H. Van 
Deventer, Harvey Conover. 

Erie Manufacturing & Supply Co., 


Pa., W. M. 
Kreider, W. C. Varnum. 


Erie, 
F 

The Fafnir Bearing Co., 
Hemenway. 

The Fairbanks Co., New York City, Harry L. Leon. 

The Federal Gauge Co., Chicago, N. J. Allaben. 

Flexible Steel Lacing Co., Chicago, H. L. Coats, C. L. 
Garesche. 

Foote Bros. Gear & Machine Co., Chicago, J. R. Shays, Jr. 

The Fort Wayne Oil & Supply Co., Fort Wayne, D. 
Coan. 

Frick & Lindsay Co., Pittsburgh, E. H. Vockrodt. 

G 

The Graton & Knight Mfg. Co., Worcester, B. L 
C. O. Drayton. 

Greene-Tweed & Co., New York, F. J. Hill. 

Grobet File Corp. of America, New York, E. A. Grobet. 


New Britain, Conn., R. N. 


. Chase, 


H 
The Hardware & Supply Co., Akron, H. H. Kuhn. 





IRM OT AS 


Samuel Harris & Co., Chicago, G. S. Clark, Louis A. Clark, 
S. H. Clark. 
Homestead Valve Mfg. Co., Homestead, Pa., W. R. Schuch- 
man. 
Hunt & Son, Salem, Ohio, M. C. Hunt. 
I 
International Trade Press, Chicago, F. W 
J 
Jenkins Brothers, New York City, Wm. G. LeCompte, Wil- 
liam H. Utz, Samuel Laird. 
Johnston-Morehouse-Dickey Co., 
Johnston. 


. Kennedy. 


Pittsburgh, Charles M. 


K 
The E. A. Kinsey Co., Cincinnati, W. J. Radcliffe. 
Geo. Krause Hardware Co., Lebanon, Pa., Geo. D. Krause. 
L 
The Lamson & Sessions Co., Cleveland, C. L. Seacrist. 
Lumen Bearing Co., Buffalo, M. B. Patch. 
The Lunkenheimer Co., Cincinnati, David C. Jones. 
Machinists’ Supply Co., Chicago, Karl L. Aubele. 
M 
Maddock & Company, Philadelphia, Percy C. Maddock. 
Manning, Maxwell & Moore, Inc., New York City, John I) 
Nicklis, M. H. Edelman, E. W. Graham, E. M. Moore. 
Mason Regulator Co., Boston, F. A. Morrison. 
H. B. Mehring & Co., York, Pa., H. B. Mehring. 
The C. S. Mersick & Co., New Haven, Conn., Edw. B. Hunn. 
MILL SUPPLIES, Chicago, Clay C. Cooper, J. Harrison Mc- 
Nash, E. N. Grantvedt. 
Morse Twist Drill & Machine Co., New Bedford, Mass., 
Frank L. Lincoln, Wm. T. Read, John Senay. 
Murray Rubber Co., Trenton, N. J., A. H. Sommers. 
N 
National Bolt & Nut Co., Pittsburgh, E. W. Zinsmaster. 
National Supply & Machinery Distributors Association, 
Philadelphia, George A. Fernley, T. James Fernley. 
0 
Ohio Valley Pulley Works, Inc., Maysville, Ky., John N. 
Browning. H. S. Howland, N. I. Lee. 
Oliver Brothers, Inc., New York, H. E. Dale, Oliver Wilson. 
Wm. H. Ottemiller Co., York, Pa., Wm. H. Ottemiller, 
C. F. Ottemiller. 
P 
The Charles Parker Co., Meriden, Conn., H. E. Thayer. 
W. M. Pattison Supply Co., Cleveland, P. O. Boylan. 
Pittsburgh Gage & Supply Co., Pittsburgh, H. J. Casper, 
W. H. Harris. 
The Wm. Powell Co., Cincinnati, James Coombe. 


Q 
Quaker City Rubber Co., Wissinoming, Philadelphia, Geo. 
W. Schultz. 
The Queen City Supply Co., Cincinnati, A. C. Blaisdell, 
George Puchta, L. G. Puchta. 
R 
Racine Tool & Machine Co., Racine, Wis., S. P. Schafer. 
The T. B. Rayl Co., Detroit, B. H Ackles, Alex Paton. 
The Sidney B. Roby Co., Rochester, Clarence W. Griswold. 
Eugene Ross. 
Russell, Burdsall & Ward Bolt & Nut Co., Port Chester, 
N. Y., R. B. M. Cook. 


Saginaw Manufacturing Co., Saginaw, Mich., C. L. Gaum. 

Shadbolt & Boyd Iron Co., Milwaukee, H. F. St. George. 

A. W. Shaw Co., Chicago, R. L. Putnam, C. H. Stevens, 
H. C. Whiteley. 

Simonds Saw & Steel Co, Boston, H. D. Horton. 

The Skinner Chuck Co., New Britain, Conn., E. J. Skinner, 
Robert B. Skinner. 

Malcolm H. Smith Co., Inc., Boston, C. H. Ellyson, Malcolm 
H. Smith. 

Smith & Pearson, Inc., Auburn, N. Y., Robert W. Taylor. 

Somers, Fitler & Todd Co., Pittsburgh, W. R. Johns, Wil- 
liam T. Todd, Jr. 

The Stambaugh-Thompson Co., Youngstown, Ohio, Carl 
J. Schmid. 

Standard Pressed Steel Co., Jenkintown, Pa., H. T. Hallo- 
well, R. S. Mast. 

Standard Shop Equipment Co., Inc., Philadelphia, H. Cad- 
wallader, Jr., H. Cadwallader 3rd. 

The Standard Tool Co., Cleveland, R. T. Lane, Edward Von 
Campe. 

Geo. W. Stratford Oakum Co., Jersey City, N. 


5... &:. G. 
Stratford. 
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The 
Textile Pioneer 


The Father of the American Textile Industry 
was Samuel Slater His was the spirit of the 
true “Pioneer’’-—nothing could stop him 


In 1789 he came to America—although he 
had to disguise himself and evade the British 
guards to take ship This because England 
had stopped the emigration of mechanics for 
fear of crippling British industry 


Slater, originally a mechanic in one of the 
great cotton mills of England, soon found his 
opportunity in the new world 


In 1790, he started one of the first cotton 
mills in America at Pawtucket, R. I., and 
shortly after founded the present town of 
Manchester, N. H., and the Amoskeag Manu 
facturing Company, now considered one of 
the largest textile mills in the world. 


Just as Samuel Slater won a place for him 
self and his far-reaching methods-—so has the 
“Pioneer” steel hanger made its way to the 
top 


The above advertisement appeared tn 
the American Machinist during April. 
It’s just one of the many factors which 
help to make “Pioneer” hangers easy 
for you to sell 





The Sales Pioneer 


OU will find “Pioneer” steel hangers the 

leader by far in hanger sales. The adver- 
tising we are doing helps, but most credit is 
due to these “Pioneer points” which make it 
easy for you to close sales. No other hanger 
has all these qualities. 


1.—Rigid and safe. 


2.—One piece leg from tip 
to toe. 


3.—Reinforced at bend of 
foot. 


4.—Hydraulically riveted. 
).—Cheaper F. O. B. ceil- 


ing. 


For details see our book “Data on Safety and 


Efficiency in Power Transmitting Appli- 


ances.” It should be in your files. 


STANDARD PRESSED STEEL Co. 
Box 3, JENKINTOWN, PA. 
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The Chas. A. Strelinger Co., Detroit, Charles E. Allinger, 
Bert Harland. 


The Strong, Carlisle & Hammond Co., Cleveland, H. H. 
Smith, T. W. Carlisle. 


Swank Hardware Co., Johnstown, Pa., W. C. Lambert. 
T 


_Wm. H. Taylor & Co., Inc., Allentown, Pa., T. E. Hazell, 
Wm. H. Taylor. 
Templeton, Kenly & Co., Ltd., Chicago, H. B. Burlow. 
Lewis E. Tracy Co., Boston, Lewis E. Tracy. 
U 
Union Mfg. Co., New Britain, Conn., E. I. Stevens. 
Upson, Walton Co., Cleveland, W. S. Kerr. 
Vv 
Victor Balata & Textile Belting Co., New York City, Edwin 
Vollrath, Wm. H. Glatt. 
Vonnegut Hardware Co., Indianapolis, Fred W. Hess, H. G. 
May. 
w 
Warren Belting Co., Worcester, W. A. Place, J. J. Murray. 
I. B. Williams & Sons, Dover, N. H., John C. Ruf. 
ie: 3 Williams & Co., Buffalo, A. S. Maxwell. 
T. B. Wood’s Sons Co., Chambersburg, Pa., T. B. Wood, 
G. R. Washinger. 
The Wood Shovel & Tool Co., Piqua, Ohio, C. I 
H. L. Gillian. 
Wright Mfg. Co., Lisbon, Ohio, C. F. Wright, H. F. Wright. 
Y 
Yale & Towne Mfg. Co., Stamford, H. A. White. 
Yarnall-Waring Co., Philadelphia, B. G. Waring. 


1. Butts, 





TO HELP COOLIDGE SAW WOOD 
N. A. Gladding, of E. C. Atkins & Co., Recently Presented to 
the President a Fine Steel Bucksaw 

N. A. Gladding, vice president of E. C. Atkins & Co., 
Indianapolis, believes that President Coolidge knows how 
to “saw wood.” Several weeks ago, Mr. Gladding ex- 
pressed this belief by presenting to the president a fine 
bucksaw. The frame is red, white and blue enamel, the 
rod and screws are nickel plated and the blade is of 
silver steel with damaske’~. finish. The following story 
about an incident whic] led to the presentation of the 
saw was published in an Indianapolis newspaper: 

“Mr. Gladding was having lunch with his friend and 
former Indianapolis man, Tom Shipp, one day not long 
ago, when Teddy Clark, President Coolidge’s private sec- 
retary, an old friend of Mr. Shipp’s, came up and was 
presented to Mr. Gladding. The observation was made 
that President Coolidge did the best job of saying noth- 
ing and Mr. Gladding did the biggest job of sawing 
wood of any man in the country, being a manufacturer of 
all kinds of saws. So it was arranged that the President 
should be presented with a fine bucksaw, which arrived 
today and was presented by Mr. Shipp.” 





SOLD TO JENKINS BROS. 


H. A. Rogers Co., Agent for Moncrieff Gauge Glasses, Has 
Disposed of Its Entire Business 

Jenkins Bros., New York, manufacturer of valves and 
mechanical rubber goods, has purchased outright the 
xood will and stock, as well as all outstanding accounts, 
of the H. A. Rogers Co., 87 Walker street, New York 
City, distributor of railway, mill, mine and contractors’ 
supplies and sole agent in the United States for the Mon- 
crieff Scotch gauge glasses. Hereafter, Jenkins Bros. 
will carry on this agency, the change becoming effective 
as from April Ist, 1925. 

On or about May Ist, Jenkins Bros. expects to have a 
complete stock of the Moncrieff glasses in its stores in 
New York, Boston, Philadelphia and Chicago. The other 





specialties dealt in by the H. A. Rogers Co. will be closed 
out and discontinued. William A. Tucker, vice-president 
and treasurer of the Rogers Co., who has been with the 
latter organization since 1880, will be associated with 
Jenkins Bros. 


ee 
Kingston’s New Position 

Following the resignation of Edgar E. Fay, who for 
twenty-five years has been in charge of sales, Arthur C. 
Kingston becomes director of sales of the Boston Woven 
Hose & Rubber Company. Mr. Kingston brings to his 
new office an experience of more than thirty years in 
merchandising of mechanical goods, having been general 
sales manager of both Peerless Rubber Company and 
Mechanical Rubber Company, United States’ subsidiary 
companies. 


Purchased “The Mill Supply Salesman” 


The Crawford Publishing Co., Chicago, pub- 
lisher of MILL SUPPLIES, has purchased ‘The 
Mill Supply Salesman,” published in Cleveland 
since 1923 by Ernest H. Smith, and effective 
with the June issue of MILL SUPPLIES, will 
combine it with the older publication. Mr. 
Smith will continue his connection with the 
paper as associate editor. 

It will not be an absorption in the usual 
sense, because “The Mill Supply Salesman” will 
continue to exist under its own name as a 
department of MILL SUPPLIES. This depart- 
ment will be maintained for the salesmen, sales 
managers and executives of mill supply houses. 
The statement is made in this way because 
the publisher cannot easily imagine a special 
department for salesmen which would not 
prove of equal interest to executives vitally in- 
terested in sales and sales methods. 

It is realized that “The Mill Supply Sales- 
man” was well established in the regard of its 
readers, and has created and filled a niche dis- 
tinctly its own. We hope to increase their 
interest and broaden its scope. 


It is proposed to make this new department 
an open forum for salesmen and sales man- 
agers. The editors not only invite suggestions 
as to how best to make it interesting, instruc- 
tive and serviceable, but will gladly publish 
any article or letter covering any subject that 
will prove beneficial to the thousands of sales- 
men enrolled in that great guild that plays so 
important a part in moving the products of 
our factories to the ultimate buyers of mill, 
mine, steam, machinists’ and contractors’ sup- 
plies, machinery and tools. 

There has been considerable additional in- 
terest in “The Mill Supply Salesman” recently 
because its name has been broadcast by a Chi- 
cago publisher in connection with a then pro- 
posed reconstructed publication under that 
name, the issuance of which has been formally 
abandoned. With enthusiasm we approach an 
old subject that has ever been with MILL 
SUPPLIES, but will now be treated with re- 
newed zest. 





‘ 
3 
| 
} 
\ 
| 
} 














eS ATS 





























‘Its handy to have around” 


~Three firms get the bulk of our orders. Three others 
vet a healthy share. | have all their catalogs——six of 
them— and a few more. This one is the handiest of 
the lot. I give it first chance. always. 

“Why? Because it’s an orderly affair. It's a loose-leaf 
catalog. Every time there’s a price change, or a new 
item, or an old one discontinued, the factory sends me 
a sheet all printed. with instructions where to insert 
and what old sheet to take out. It’s only a second to 
do it. 

“You see it’s always up-to-date. It's indexed—which 
means I can open right to the spot. And it thumbs 
easily. And lies flat where its opened. All those 
things help when there’s a customer waiting for in- 
formation about an article [ don’t carry in stock or 
when I’m making up an order to send out by mail. 
“It's handy to have around. Its good looking and it 
stands the gaff. I know I give that firm more business 
than I used to. They've made it easy for me to order 
from them. And I have confidence in them. | know 
that whatever that catalog says Is correct. 

Is vour catalog “handy to have around”? Or is some 
competitor getting business you might have because 
he has made it easier to order from him? For years 
we have been manufacturing an extensive line of 
loose-leaf catalog binders for general trade purposes 
and for salesmen. We'll gladly give you the benefit 
of our experience if you care to have us. Write for 
literature describing our line —no cost, no obligation. 


THE HEINN COMPANY 


Originators of the Loose-Leaf Svstem of Cataloging 


351 Florida Street Milwaukee, Wis. 


~by~day catalogs 
yearnatter-y 
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Atlanta Convention 
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Discussions of Pertinent Trade Topics Will Be the Feature, But There 


Will Also Be Plenty of Entertainment, Including Southern “Pot Pourri 


The stage is all set for the joint convention of the 
Southern Supply and Machinery Dealers’ Association 
and the American Supply and Machinery Manufacturers’ 
Association at the Atlanta Biltmore Hotel, Atlanta, Ga., 
Tuesday, Wednesday and Thursday, May 5th, 6th and 
7th. Business first, with plenty of entertainment of the 





] 





John C. Ruf, President, American Association 


real Southern variety interspersed, will feature the pro- 
gram, and if pre-convention predictions are upheld—and 
there is every reason to believe that they will be—a’'l 
those who attend this convention will be well repaid. 
The registration offices will be opened on Monday, 
May 4th, at 10 a. m., and the committee in charge of 
this important feature has arranged to provide badges 








George Winship, First Vice-President, Southern 
Association 

and ladies. Dealers will receive 
ribbons; manufacturers blue rib- 
agents green ribbons, a syndicate 


for delegates, guests 
badges with maroon 
bons, manufacturer’s 


buyer an orange ribbon, and guests white ribbons. For 
the ladies a special white ribbon badge will be provided. 

Arrangements have been made to publish a list of 
those who register, and if necessary, a supplementary list 
will be issued. The first list will be ready for distribu- 
tion on Wednesday morning, and in it will be the names 








J.-L. Pitts, President, Southern Association 


of all who have registered up to six o’clock Tuesday 
evening. 

The first session of the convention will be an executive 
one for members of the Southern Association. It will 
open at 10 a. m. Tuesday, May 5th, and will be taken up 
principally with routine association business. On Tues- 
day afternoon, there will be a combined meeting of both 
associations. While the dealers are meeting in the fore- 
noon Tuesday, there will be a meeting of the executive 
committee and group chairmen of the American Associa- 
tion, and also a meeting of the membership committee 
of the latter organization. 

On Wednesday morning, May 6th, the two associations 
will hold separate executive sessions, and in the after- 
noon there will be combined meetings of both dealers 
and manufacturers. 

On Thursday morning there will again be separate 
executive sessions, and on Thursday afternoon the final 
joint session of both associations will be held, at which 
time the newly elected officers will be introduced, after 
which there will be a discussion of pertinent business 
questions. 

The entertainment program will be opened Tuesday 
evening with a “Southern Pot Pourri.’” The exact nature 
of this entertainment will not be explained ahead of time, 
but the committee announces that it will be a very en- 
joyable affair, to be held in the Atlanta Biltmore and 
to be followed by dancing. On Wednesday afternoon 
there will be a tour of Atlanta for the ladies at the con- 
vention, followed by a tea and card party at the Pied- 
mont Driving Club. On Wednesday evening a conven- 
tion ball will be held at the Piedmont Driving Club. 

The convention committee, which has been working 
hard for several weeks, has been in charge of George 
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Display Of ™ 


Vi { —_ —_ 
TEEL VALVES 
OQ AND FITTINGS 


You are cordially invited to visit thir interesting display at the 
SPRING MEETING ¢g the A.S.M.E., -Wilwaukee, May 18-21, 1925 


This display covers a range of fittings from 1” ells to the huge 6 drop forged 
steel gate valves. We have spared no expense to make this display attractive 
to those interested in valves and fittings, for high pressures and temperatures, 








HENRY VOGT MACHINE Co. 


INCORPORATED 
LOUISVILLE, HY. 
New York Chicago Philadeiphia Dallas 


Manufacturers &: DROP FORGED STEEL VALVES AND FITTINGS, OIL REFINERY EQUIPMENT, 
WATER TUBE AND HORIZONTAL RETURN TUBULAR BOILERS, ICE MAK- 
ING AND REFRIGERATING MACHINERY. 
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Winship, general chairman. Under his direction, the 
following local committees have made the arrangements: 

Entertainment committee—Chairman, H. P. Nelson, 
district manager of sales, National Tube Company; L. J. 
Leary, W. W. Brown, L. L. Sullivan, George E. Watts, 
J. R. Walraven, W. R. C. Smith, Charles P. King and 
JF. Rawis, dx. 

Registration committee—Chairman, H. E. Dickerman, 
sales manager, Chisholm-Moore Mfg. Co.; local chair- 
man, W. W. Brown; Arthur Charles Moses 
and J. R. Walraven. 

Finance committee 
trict manager, 
George Winship. 

Reception committee—Chairman, H. E. 
William F. Wright and D. H. McPherson. 

There follows the complete program of the meetings: 

Tuesday, May 5th, 10 a. m.—Southern 


Robinson, 


-Chairman, Charles P. King, dis- 
Bethlehem Steel Company; and 


sales 


Dickerman; 


Association’s 





Harold D. North, First Vice-President, American 
Association 
executive session. Roll call, reading of minutes of last 
convention, reports of president, secretary-treasurer and 
committees; resolutions, new business, appointment of 
committees, and discussion of reports. 

Tuesday, 10:30 a. m.—Meeting of executive committee 
and group chairmen of the American Association; 11:30 
a. m.—Meeting of membership committee, American 
Association. 

Tuesday, 2:30 p. m.—Combined meeting of two asso- 
ciations. Chairman, N. A. Gladding. Topic: Small drop 
shipments by express or parcel post direct to dealers’ 
customers. Discussion introduced by Charles W. Beaver 
of Yale & Towne Manufacturing Company, and A. B. 
Weddington, General Supply & Machine Company, Meri- 
dian, Miss. 

Tuesday, 3:30 p. m—Combined meeting. Chairman, 
D. R. Burr. Address, “The Relation of Salesmen to 
Power Transmission,” William Staniar, transmission en- 
gineer, E. I. du Pont de Nemours & Co., Wilmington, Del. 
Topic: “What is delaying the standardization of trans- 
mission?” Discussion introduced by T. C. Keeling, of 
Nashville Machine & Supply Co. 

Wednesday, May 6th, 10 a. m—Southern Association 
executive session. Topics: 1, (a) What progress is being 
made in standardizing trade terms in the industry? 
(b) Exchange of credit and trade information strictly 
within legal lines. Leader—J. E. Dilworth, J. E. Dil- 








worth & Co., Memphis. 2, (a) Are staples leaders? 
(b) Should any lines be classed as leaders and sold with- 
out profit? 3, Why is a warehouse distributor or dealer? 
4, (a) Proposed new plan of selling cast iron and mal- 
leable fittings. (b) Malleable fittings piece list versus 
pound list. Leader: Lon J. Leary, Grinnell Co., Inc., 
Atlanta. 5, (a) Trade associations’ opportunity for 
assisting in economical distribution. (b) Influence of 
the trade association on the ethical standards of industry. 
Leader: James Biggs, Hardwicke-Etter Co., Sherman, 
Texas. 6, Various Advertising Schemes. Leader: George 
Winship, Fulton Supply Company, Atlanta. 

Wednesday, 10 a. m.—Executive American 
Association. President’s address, report of secretary- 
treasurer, committee reports, new business, question box, 
appointment of resolution and nominating committees. 

Wednesday, 2:30 p. m.—Combined meeting. Chair- 
man, A. C. Kingston, The Mechanical Rubber Company, 


session, 





William R. Simpson, Second Vice-President, American 
Association 


Cleveland. Topic: The manufacturers’ responsibility. 
Discussion introduced by W. W. Doe, Alabama Machinery 
& Supply Company, Montgomery, Ala. Topic: The dis- 
tributors’ responsibility. Discussion introduced by S. 
Horace Disston, Henry Disston & Sons, Inc., Philadel- 
phia. Topic: Manufacturers’ missionaries. Discussion 
introduced by Frank M. Archer, Superior Supply Com- 
pany, Bluefield, W. Va. Other topics: What progress is 
being made looking toward standardization of cash dis- 
counts? 

Wednesday, 3:30 p. m.—Chairman, Dixon C. Williams, 
Chicago Nipple Manufacturing Company. Topic: Vari- 
ous advertising schemes. Discussion by N. A. Gladding, 
E. C. Atkins & Co., Inc.; Clay C. Cooper, MiLL SUPPLIES; 
R. B. Skinner, Skinner Chuck Company; D. R. Egbert, 
International Trade Press, Inc.; D. K. Swartwout, The 
Swartwout Company; W. R. C. Smith, W. R. C. Smith 
Publishing Company. 

Thursday, May 7th, 10 a. m.—Southern Association, 
executive session. Topics, 1, Standardization—What 
effect is it having on distributors’ stocks, and upon the 
ultimate consumer? Leader, J. H. McKinnon, The Cam- 
eron & Barkley Co., Jacksonville. 2, (a) Increased ten- 
dency of distributors to handle business on five per cent 
gross profit, especially heavy goods. (b) Does anyone 
know the cost of handling such business. (c) Is it prof- 
itable unless such information is known? 3, What ben- 
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Manufactured under a new and improved process. Write for descriptive circular 
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efits are derivea trom local round table conferences of 
those in the same line of industry? Discussion to be 
followed by reports of nominating and other committees, 
and any unfinished or new business. 

Thursday, 10:30 a. m.—American Association, execu- 
tive session. Report of resolutions committee and action 
on resolutions; report of nominating committee; elec- 
tion of officers; miscellaneous business. 


Thursday, 2:30 p. m.—Combined meeting. Chairman, 


MLL QUPPLIES 





Charles W. Beaver. Introduction of new officers of the 
two associations. Topic: Misinformed competition. 
Leaders, Frederick H. Payne, Greenfield Tap & Die Cor- 
poration, and J. L. Pitts, president of the Southern Asso- 
ciation. Topic: Profits on extras. Leader, T. F. Bailey, 
president, Banks-Miller Supply Co., Huntington, W. Va. 
Discussion, Business conditions, N. A. Gladding, E. C. 
Atkins & Co., Inc., and D. J. Campbell, general sales 
manager, Dodge Manufacturing Corporation. 





The Siren Call of Volume Must Be Silenced 


Stage Is Set For a Safe, Sane and Steady Era of Prosperity But 
Mill Supply Distributors Must Now Put Their Own Houses in Order 


J... PETES 
President, Southern Supply and Machinery Dealers’ Association 


History repeats itself. Many years ago, James A. 
Garfield, then president, made this statement: “The 
great want of industry is a stable policy; and it is a 
significant comment on the character of our legislation 
that congress has become a terror to the business men 
of the country.” 

How strangely true it was that—though nearly half 
a century later—this thought was in the mind of every 
man present at our triple convention in Cleveland just 
a year ago. We were living in an atmosphere of doubt, 
and no man could reckon what the end would be. The 
spirit of uncertainty, which pervaded business in all 
lines, was evident on all sides, and our memories did 
not readily take us back to a similar condition in the 
business life of this country. 

This generation, however, had no copyright on the 
calamities that might befall mankind and so, back in 
the ’80s, our predecessors saw the same commercial 
clouds that hung so threateningly over our heads. 

We can sympathize with Mr. Garfield and know the 
discouragement which he experienced because of adverse 
legislation by his congress. But all clouds, however 
menacing at the time, finally pass on, and we find him, 
at a little later date, as he stands before his constitu- 
ents wearing on his face the smile of a re-encouraged 
man and saying: “Fellow citizens: God reigns and 
the government at Washington still lives.”’ And so it 
is, as history moves in cycles, we find ourselves be- 
coming crowned with a near faith. The people of 
America will not grope in darkness long! Since we 
last met, men—rich blooded Americans—have grown up, 
as they always have in the past, to meet the situation. 
In this short interim, a few of our bright business minds 
have reached out and grasped more of the underlying 
fundamentals of world peace than the aggregation of 
gold braid and short breeches have discovered in the 
past half decade. We have moved, at least a few steps, 
toward a constructive program. The American people 
have said, with clinched fist on the table, that com- 
munism and the red flag cannot flourish here. Our 
agricultural population has had prosperity almost thrust 
upon them overnight. 





Our cotton crop has been the greatest since 1920, with 
a price that is correspondingly satisfactory. Our grain 
crop, both as to yield and price, has been almost without 
precedent. The per capita savings were never larger. 
Foreign exchange is more stable than at any time since 
the world war. We have in operation a government 


budget system that is the realization of a dream. The 
“soldier-bonus” question has been disposed of without 
the complete disruption of business that we feared. 
Money is easy and rates are low. More progress has 
been made in railroad operation than in a decade past. 
This would indicate that the stage is being set for a 
safe, sane and steady era of prosperity. Surely we are 
entering the morning of a brighter day! 

But conditions do not provide a panacea. Some of 
us will have to hark back to the old Hebraic injunction 
to “Sweep before our own doors to make the city clean.” 
During the past year many of us failed to prosper 
in the midst of plenty. The siren call of volume seemed 
to dispel all thought of profit. In most cases our cus- 
tomers who bought supplies from us on a ridiculously 
low margin reaped bounteous gains from their year’s 
operation. For this folly we have no one to thank but 
ourselves. 

How long will it take the supply man to realize that 
he cannot create a demand for goods by price cutting? 
We might induce our friend to buy an extra hat or 
pair of shoes by making bargain prices, but not so with 
a keg of spikes or a length of pipe. Those are neces- 
sities and should bring the market price. So I say we 
must correct our own errors if we are to “sit with the 
high” in “Prosperity Row.” 





Seek Manufacturer’s Name 

Among the requests for information which have been 
received by MILL SUPPLIES during the past month is the 
following one from a prominent mill supply house: “We 
receive inquiries from time to time from steamships 
entering this port, asking for a mango extract for clean- 
ing boilers, and known as “Kutch” or “Cutch.” We have 
tried every known source of supply but have been unsuc- 
cessful in locating this brand. Perhaps you can give us 
the name of the manufacturer of this compound.” Any- 
body knowing the name of the manufacturer will confer 
a favor by sending the information to MILL SUPPLIES. 








Will Hold No June Meeting 

The Eastern Supply Association has decided not to 
hold a semi-annual meeting in June as has been the 
custom in past years. A referendum vote on the question 
was recently taken. As a result, Secretary Frank S. 
Hanley has announced that the next meeting of the asso- 
ciation will not be until October, when a two days’ ses- 
sion will be held in New York City. 

















Beware of Imitations/, 


These PATENTED Lugs 
Prevent the 
Bending of Small Pipe 


Like the original Vise, this later improve- 
ment was patented by Williams. Also like 
the Vise itself, this feature is being imitated. 


But, since no other manufacturer has the 
right to use it, purchasers desiring to avoid 
infringement are advised to accept only 


The Genuine 
Williams’ ‘Vulcan’ 
Chain Pipe Vises, Nos. 1 and 2 


The Lugs eliminate the otherwise in- 
evitable bending of small pipe under 
strain of the chain. They bridge the gap 
between the jaws and support the pipe 
rigidly. 


Be sure your Vise is a Genuine Wil- 
liams’ “Vulcan’—not an imitation or .in- 
fringement that cannot be continued. 
Literature? 


J.H. WILLIAMS & CO. 


,” 


‘The Drop-Forging People 
New York BUFFALO Chicago 


“VULCAN” 
CHAIN PIPE VESE 
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Woodward, Wight €Company’s Service Policy 


Big New Orleans Supply House, Founded in 1867, Keeps Its Doors Open 





















; at All Times—Business Is Operated on Strictly Departmental Lines 

F In recent issues of MILL SUPPLIES considerable space . the soup from the grocery department and the nuts from 

i has been devoted to narrating the history of some of the mill supply department; in addition, you can find 

the old mill supply houses of the United States, almost every intermediate supply, in hardware, 
with a view to bringing to light the background ship chandlery, mill supplies, steam goods, ma- 
upon which the present-day system of distrib- chinist’s tools, railroad supplies, iron and steel 

r 


uting of industrial supplies has been built, 
and also to help our readers to visualize 

the high character, size and standing 
of the mill supply houses in their 
communities. 


products, machinery, paint, mechanical rub- 
ber goods and electrical supplies. 
A visit of inspection through its 
immense storerooms is a real eye- 
opener for the man who doesn’t 
realize what an _ up-to-date 
mill supply house is, for ap- 
parently the company 
carries in stock al- 
most. everything 
except a_ giant 
locomotive— 
and the com- 
pany will sell 
and deliver 
even one of the } 
latter. ; 
To house the 
enormous 
stocks and to 
furnish quar- 
ters for the 
general offices 








These narratives have been, 
for the most part, written 
around the history of old 
eastern mill supply 
houses, for the reason 
that the industrial 
development of this 
country began in 
if New England ter- 
ritory and spread 
westward through 
New York 
State, and con- 
sequently the 
7 pioneer- 

: ing work in the 
distribut- 
ing business 


; was largely in and sales departments of the 
i the eastern states. company, Woodward, Wight & Co. oc- 

Other sections of this country, however, have supply  cupies a total of 234,000 square feet of floor space, this 
; houses whose history is closely interwoven with the gen- including a new fireproof warehouse, which was recently 


eral development of industrial America, and in investi- completed at a cost of $400,000 and which is now in use. | 
gating typical distributing organizations, which have Over 16,000 items of merchandise are carried at all | 
been among the pioneers in the business, we must con- times. The average stocks carried represent a value of 


sider Woodward, Wight & Company of New Orleans. approximately $2,000,000. 
We have often heard about sumptuous’ banquets This old company dates back to 1867, and takes its 
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View of General Offices Woodward, Wight Advertising Department 


at which the guests had their choice of everything from name from the two founders of the business, Pearl 
“soup to nuts.” A similar expression may very well be Wight and Captain Thomas J. Woodward, natives of | 
applied to Woodward, Wight & Company’s stocks, for Rockland, Maine, born and reared in that honest, stern | 
today they literally have ready to serve everything that and rigorous environment that so readily lent itself to | 
may be classed as general supplies. You can secure’ seafaring adventures and trading in remote corners of 
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“It pays to make 


the best of it.” 
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THE MACHINIST KNOWS 


When you offer a cored or solid bar of Bunting 
Phosphor Bronze to a machinist he knows the un- 
questioned quality of the product. There is no in- 
quiry into suitability. Bunting Phosphor Bronze 
Cored and Solid Bars are available in 50 stock 
sizes. Write for our stock list 9. We have pat- 
terns for hundreds of other sizes. 


Bunting Bronze Bar Shop Assortment is a rapid, 
popular specialty—the 5 bars most often sold for 
general shop use, packaged in a strong, wooden box 
with a hinged lid. Your trade will appreciate the 
convenience of the package as well as the quality 
of the contents. The Bunting Bar Service Assort- 
ment—a similar package—contains the 6 bars most 
often bought by the automotive service shop. 





THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 
Branches and Warehouses at 


NEW YORK Cl EVE L tae 4 CHICAGO PHILADELPHIA SAN FRANCISCO BOSTON 
West 54th St St. Clair I 15 S. Michigan Ave 1330 Arch St 198 Second St 36 Oliver St. 
( imb 8 Main oor Calumet 6850-6851 Spruce 5296 Douglas 6245 Main 8488 
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the earth. It is not strange that these two men should 
select New Orleans as the scene of their future business 
careers. They foresaw the coming development of this 
southern port, in industrial, agricultural and commercial, 
well as marine activities. 

With the same foresight they visioned the need of 


as 





J.B. Simmons, President 


a supply house at which machinery, supplies and equip- 
ment could be purchased by the shipowners and mariners 
who used New Orleans as their port of operation or call. 

From comparatively modest beginnings as a marine 
supply house, the business expanded rapidly, new lines 





C. French, Vice-President 


being taken on until the company soon became a great 
general supply house. 

If one were to seek the underlying reasons for the 
success of this great mill supply house, it probably would 
be found to lie first of all in the soundness of the fun- 
damentals upon which the business was established 
away back in the sixties; and then, upon the policy of 
the open door and the widest possible service. 

Figuratively speaking, they have thrown away the 
key to the front doors of the Woodward, Wight build- 
ing. Day or night, Sunday or holiday, year in and year 


{ 
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out, it is open for business so that no emergency call 
will be unanswered. ‘Service’ is carried to what might 
be considered extreme lengths by many business organ- 
izations, but if you were to ask the opinion of the exec- 
utives of the company, they would tell you that they 
know it pays. 

This service idea is carried so far that if 
is preparing for a little pleasure jaunt and 
marine supplies sent to his boat, he may 


a yachtsman 
desires some 
also ask the 


company to pick up a complete list of necessities, even 
to the extent of including medicinal supplies, a vanity 
vase for the yachtsman’s wife, or cigarettes 
crew. 

The business is thoroughly departmentized, and each 
In this respect 


for the 


department head buys its own lines. 





J. A. Badger, Vice-President 


the management follows very closely along the lines of 
a big retail department store, for it places the burden 
of proof largely on those who are best able to determine 
when and what to buy right, and how the various lines 
can best be sold. 

Yet, there is an unusual spirit of co-operation 
centralization of control throughout the business. 


and 
Not 





Section of the Shipping Room 


even J. B. Simmons, president of the company, deems 
himself so aloof as to occupy a private office. Nor do 
any of the other executives hide themselves from the 
gaze of the visitor. If you enter the general offices of 
the company, you will find that there is a great array 
of desks, laid out by an efficiency expert, and there at 
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Mills and General Offices: 
HARVEY, ILLINOIS 


Chieago Phone: Pullman 6496 











Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 

Cold Drawn Rounds, Flats, Squares, Hexagons 

and Screw Stock 


Shipments from stock made the same day. 


Established 1891 


Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 





Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 




































for 
PAPER FEEDERS 
BOTTLE FILLERS 
GAS APPLIANCES 
SAND BLASTS 
FUEL OIL BURNERS 
TESTING FOR LEAKS 
AGITATING LIQUIDS 
BLOWING CHIPS and 
STAMPINGS from presses 
and tools 
BLOWING DUST out of 
machinery parts 
ATOMIZING 
VACUUM CLEANING 





Every factory needs an 
air pump so why not 
have a quiet one. It 
will cost no more yet 
will give you better 
satisfaction and more 
dollar value. 




















All sorts of buildings, factories, green- 
houses, hotels, office buildings, homes, 
etc., are rapidly discarding coal in favor 
of fuel oil. 


NO ASHES, DIRT, DUST,. 
LABOR OR COAL STORAGE 
There are many points in favor of fuel 


oil burning. It’s the coming fuel all 
over the world. 
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a A IR PUMPS FOR PRESSURE OR VACUUM 
POSITIVE 





THEY TAKE UP THEIR OWN WEAR 


NOISELESS 


USED BY 
STANDARD OIL 
FORD 
GENERAL ELECTRIC 




























LEIMAN BROS. 


OIL and AIR UNITS 


with self-lubricating oi] device. Both 
coupled and belted units in large and 
small sizes. 





THE HEAVY, CHEAP GRADE 
FUEL OILS ARE MOST 
ABUNDANT AND CAN ONLY 
BE USED WITH A PUMP LIKE 
THIS 





These pump units are already being 
installed by manufacturers of the lead- 
ing oil burners because once installed 
they stay installed. They are as near 
self contained as it is possible to make 
them—small, compact, yet powerful, 
they transport the oil without fluctua- 
tion and atomize it under low pressure. 


WESTINGHOUSE 
FRANKLIN MOTORS 
EAGLE PENCIL 
VICTROLA 
DE FOREST RADIO 
EASTMAN KODAK 
COCA COLA 
CARTER’S INK 


And thousands more 





See the relative size of the 
piston compared to the 
cylinder, see the large air 
space. This means that a 
small pump will give a big 
air supply. This reduces 
the cost of the air. 

THE CURVED WINGS 
SCOOP UP THE AIR. 





















LEIMAN BROS. 
ROTARY 


GAS BOOSTER 


will maintain gas pressure 
no matter how much is 
being used at the burner. 


FOR NATURAL 
or MANUFAC- 
TURED GAS 


These pumps are 
made in many 
sizes and may be 
used in any fac- & 
tory where a 
steady, even 
gas pressure 
is essential. 





NOISELESS Sm 


LEIMAN BROS., 60-H, Lispenard St. I New ‘York | 


Makers of ou machinery for 35 years 
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the end of the long lines you will find the desks of the 
executives. A visitor can tell at a glance whether the 
president, or one of the vice-presidents, is in, and in 
spite of the vast amount of business which requires at- 
tention, the work is so departmentized that nearly every- 





View of Section of Belting Shop 


body in the organization seems to be able to give atten- 
tion to any customer or guest. 

There are many interesting features of the organiza- 
tion which might be described in length, if space were 
available. For instance, the company has a very inter- 
esting catalogue department; a printing plant; a special 
advertising department, which handles all the details 
of the company’s publicity; a well equipped machine 
shop; a belt shop; a wire rope shop; and a pipe shop; 


all well managed and interesting adjuncts of the organ- 
ization. Each of them contains a story in itself. 

The officers of the company are: president, J. B. Sim- 
mons; first vice-president, C. French; second vice-pres- 
ident, J. A. Badger; third vice-president, H. S. Pond; 
secretary, L. C. Deckbar. All have served in the organ- 
ization for many years, Mr. Simmons having started as a 
salesman, and the others also working up through the 
ranks. 

The company now employs traveling salesmen and 
its territory includes Louisiana, Mississippi, Arkansas, 
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Splicing Wire Rope in Woodward, Wight Shop 


Florida, Alabama and Tennessee, in addition to Cuba 
and Mexico. Its buildings include two main warehouses, 
in addition to a machine shop, pipe yard, blacksmith 
shop and miscellaneous buildings, occupying approxi- 
mately three city squares. 





TIME FOR INCREASING SALES 
Some Interesting Excerpts from a Recent Letter to Distributors 
of The Diamond Rubber Company 

Ek. J. Black, of The Diamond Rubber Company, Akron, 
Ohio, in a recent letter to distributors, calls attention to 
the fact that spring should bring increased determina- 
tion to accomplish things. Here are some pertinent 
paragraphs from this letter: 

“In our line there is good reason for this feeling, be- 
cause when construction work begins, there is increased 
use of air and suction hose. Before navigation is re- 
sumed, boats are reconditioned with new pump valves, 
deck hose, port hole strips and other mechanical goods. 
Ice factories and canneries are in the market for belt- 
ing, hose and packing. In fact, wherever there is in- 
creased activity on account of the spring weather, there 
is also increased demand for mechanical rubber goods. 
By the way, contracts for industrial building show a 
gain of 25 per cent over last year at this time. 

“We had a pleasant surprise the other day—got an 
answer to a circular letter sent out a year ago. Letters 
and advertisements are like seeds; some never do sprout, 
and others lie dormant a long time, but if you plant 
enough seeds, you get a harvest. 

“There is always something new coming up in the 
rubber game. Within the last couple of months, inter- 
esting possibilities have been opened up in the use of 
rubber hose as a stationary pipe, to take the place of 
metal pipe. It has been found that rubber lasts much 


longer than metal in this service, in cases where the on concrete foundations the height of a freight car. 


liquid passing through it contains abrasive material such 
as salt crystals or sand. 

“In this section of the country where natural gas is 
available, we are likely to overlook the importance of 
manufactured gas, to a certain extent. The growth of 
this industry during the last twenty years has been 
remarkably steady, sales having increased during that 
time from 100,000,000,000 cubic feet in 1903 to 
370,000,000,000 cubic feet in 1923. The saving of mil- 
lions of dollars by the Ford Motor Company through 
the use of coal in the form of gas and other products, 
has aroused much interest, and the gas industry is enter- 
ing upon a wide and definite plan of development. It 
will be worth while to pay attention to this, because 
these companies spend about $450,000,000 annually for 
supplies, including many conveyor and elevator belts for 
the large quantities of coal, coke and ashes that must be 
handled. Who is selling these to your local gas com- 


pany ?” 





Building New Warehouse 

The Continental Supply Company, Houston, Texas, 
distributor of oil and gas well supplies, is having a new 
warehouse building constructed in Houston. The con- 
tract was let some time ago to the Don Hall Construc- 
tion Company. It calls for construction of a building 
40 feet wide, 208 feet long, two stories in front, and two 
stories with mezzanine floor in the rear, all to be built 





































What Do You Expect of Employees? 


Employers of labor expect and pay for full performance of a duty. 
If the employee is skillful, loyal, careful and efficient, he becomes a 
valuable asset, worth more than mere wages, no matter how much he 
is paid. This fact is recognized by every employer. 


To how many employers has it occurred that what is true of men is 
also true of equipment? The tool which performs its full duty and 
shows a reserve of strength renders real service. If it is so constructed 
as to always perform that duty with safety to the operator and con- 
serve his energies, it is a trustworthy tool. If it will do work which 
aie would otherwise require a number of men, it is an economical tool. 

oo ‘ The cost of such a tool need not be considered when compared to the 
ae ee : service it renders. 
et : The ATLAS Car Mover is always a reliable and efficient tool. It 

% cf: stands up under any strain put upon it and renders an incomparable 
service. By actual performance it has won for itself a reputation for 
Power, Durability, Economy and Service. 








Complete 

Co-operation Manufactured by 

With Our APPLETON CAR MOVER COMPANY, 
Jobbers P. O. BOX 42 -i- APPLETON, WISCONSIN 
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Duo-Jet Closets-and Flush Valves 
Cut Water Cost to One-Third 
Make Clogging and Overflowing [mpossible 





or HE great money-saving made possible by the Watrous Duo-Jet 

Gallons at Closet and Flush Valve needs little demonstration even to those 
Every Flush unfamiliar with plumbing details. This combination accomplishes 
a thorough flush and refill with Jess than 2 gallons of water, against 
5 gallons used by the least wasteful of all competitive types. 







The Watrous Flush Valve (A in the illustration) controls the quan- 
tity of water used, and 2 converging jets (B & C) dispense with the 
water-wasting syphon principle. Clogging and overflowing are im- 
possible—a vital matter in factory operation. 


The Watrous combination is advertised widely in newspapers, trade papers, 
and in direct-mail campaigns. It is sold entirely through jobbers. Write 
for catalog and prices. 


ie "Pe x PLUMBING DIVISION 


Watrous Flush Valves—Duo-Jet Closets—Self-Closing Basin Cocks—-Combination 
Lavatory Fixtures Pop-Up Wastes—Drinking Fountains Liquid Soap Fixtures—ete. 


THE IMPERIAL BRASS MANUFACTURING COMPANY 


1200 West Harrison Street (Established 1885) CHICAGO 
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Do you ever ask a buyer whether he has noticed the 
advertising of your house? You may be traveling for 
a company that does very little advertising, but it is 
not likely that it does no advertising. Even if it does 
not advertise in newspapers or suitable trade publica- 
tions, it probably gets out a catalogue, and it may use 
form letters or some other form of direct mail delivery. 

The salesman profits by such advertising, and the 
house profits by it. Both profit most when the salesman 
watches the advertising, informs himself just what is 
being done in that line, and tries to co-operate with it. 

Perhaps it is the business of the sales manager, or of 
the advertising department, to see that the salesmen all 
know about what advertising is being done, and have 
copies of all advertisements. There may be a failure 
somewhere to bring this to pass. The salesman who is 
wise will take it upon himself to see that he gets copies 
of the advertisements. Instead of waiting to have them 
thrust upon him, he will ask for them and insist upon 
having them as a part of his rights. 

As a matter of fact, the man who is out on the road 
trying to sell supplies for a house, has a right to know 
what the house is saying to the trade about its products. 
If the salesman does not know that much, he is apt to 
be confronted with inquiries he cannot answer. If pro- 
spective purchasers have been reading advertising about 
their kind of materials, they are apt to ask salesmen 
questions instigated by such advertising. When the 
salesman has not seen the advertising, he may not 
understand just what the inquirer is getting at and 
he may have to answer blindly. 

If the house has put out an advertisement the sales- 
man has not seen, it may contain statements that are 
new to him. It may be written around new develop- 
ments. It may have been written because of certain 
criticisms or difficulties that have come up since the 
salesman has been in for a conference. When the sales- 
man is not informed about the advertisement, he is 
certain to give himself away. The buyer will see the 
salesman lacks knowledge of some point. Just as soon 
as the buyer finds the salesman weak on such knowledge, 
distrust of his efficiency creeps in. 

When the buyer begins to feel a little lack of confidence 
in the seller, selling becomes increasingly difficult, if not 
impossible. 

The sales manager and the salesman ought both to be 
insistent that every form of advertisement sent out to 
the trade is sent in duplicate to the salesmen to reach 
them before it reaches their customers. Whatever is 
said to the trade ought to be said first to the salesmen. 
Failure in this respect may be without blame attaching 
to the salesman, but it will not be without effect upon 
his success in his work. So the salesman himself ought 
to be anxious to keep informed about all the publicity 
of his concern. 

The salesman ought not to stop with the familiarity 
he acquires with the advertising of the house he repre- 
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By Frank Farrington 
Al Rights Reserved 


Where Advertising Is Concerned 


sents. He ought to study the advertising of competing 
companies. Through such advertising literature of theirs 
as he may run across here and there, or may secure by 
asking for it, the salesman will become familiar with 
what competitors are doing. He will see what he is up 


against. He will discover what he must do and say to 
meet competition. 

If you know nothing more about your competitor’s 
claims and his selling methods than you learn from what 
buyers may tell you, you get only a very sketchy and 
perhaps garbled version of their selling talk and their 
claims. You need to know competition through its own 
advertisements and through its own selling literature. 

You ought to be a regular reader of the trade press 
in your field, and that means that you ought to read the 
advertising pages as well as the text. There are new 
things coming to the front all the while and you, as a 
salesman of mill supplies, are expected to know about 


them. You will be asked about items that are not 
directly in your line, and if you have accumulated in- 
formation about such things, your ability to speak 
intelligently upon the subject will help you to get 
business. 

Few new mechanical devices appear without being 


duly announced in the trade press advertising pages. 
There you find early notices of them, with their makers’ 
claims and promises regarding them. 

When you read competitive advertising, you learn what 
claims are being made for such products as you sell, 
and so you learn what qualities your own products ought 
to possess if they are to sell in competition. Perhaps 
you see qualities claimed, advantages promised, that have 
not occurred to you, but that you find your own product 
possesses. 

Your own company may be remarkably wise. It may 
be particularly able in estimating the various good 
qualities of its line. But for all that, it may miss some- 
thing here and there. It may not uncover all the good 
qualities actually available. Competitive advertising 
may suggest good qualities you can justly claim for your 
own product, but have not thought of claiming until 
they were brought to your attention in connection with 
other lines. 

Knowledge of your company’s advertising enables you 
to walk into a buyer’s office and ask him if he has seen 
the announcement your people have just made. This 
may give an increased weight to that announcement. 
It may impress the listener more to know that the an- 
nouncement is being widely heralded, not merely told by 
the selling force as an incidental to the regular visit. 

There is no denying the fact that salesmanship coupled 
with proper advertising is much more effective than 
salesmanship without such backing. 

If a buyer has seen some announcement of your house, 
he has probably gained some impression from reading 
it, doubtless a favorable impression. He may have for- 
gotten all about the reading and the resultant impression, 



























































MULLINS 


Steel Stampings 
Standard for forty years 


Mullins Steel Stampings are unsur- 
passed in strength and durability. Our 
modern equipment backed up by many 
years of experience enables us to pro- 
duce metal stampings of high quality. 
Our large stock of standard steel fac- 
tory equipment permits us_ to make 
prompt shipments. 


PRESSED STEEL SKIMMER 


“S 
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Figure 66 


All steel riveted handles. Prices on 
skimmer bowls without handles quoted 
on application. 


VELTING BOWL 






Figure 279 


PRESSED STEEL 
DIPPING AND 
POURING KETTLE 


Figure 1175 


We also make a wide variety of steel 
factory equipment including Steel Shop 
Barrels, seamless steel tote pans, tool 
boxes and cuspidors. Our products are 
sturdily built to stand rough handling 
and to give maximum service. 


Write for Bulletin No. 21 


Mullins Body Corporation 
102 Mill Street 


Salem. Ohio 








STRENGTH 


Ladew Leather Belting has the built-in, tanned- 
in strength necessary to stand up on difficult 
drives. 


Every Ladew belt has behind it the honest 
skill gained by making good belts since 1835. 
Their super-strong leather is the result of this 
long experience in selection of hides, tanning 
and currying. 


It assures a uniform quality in Ladew belts 
that equips them to give trouble-free service 
throughout your plant. They have the strength 
to do their work well, the pliable toughness that 
means long life. And this brings real belting 
economy. 


BELTING AND OTHER LEATHER PRODUCTS 
. 4 
Since 1835 


OUR FIELD 
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SIZE 1S NO FACTOR © 
400 GAL. SPECIAL METAL 
CAUSTIC FUSION POT. | 
24 QT 750° PRESSURE 





VALLEY IRON WORKS 
WILLIAMSPORT, PA. 
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but wnen you speak of the advertisement, he is reminded 
of that impression, and it comes back to him to aid in 
strengthening your own verbal statements. 

You may say that in the last analysis you have to 
make the sale to the man in person, and you may think 
vou can tell him better than any advertisement all the 
things he needs to be told. But one telling, no matter 
how well done, is not often sufficient. The buyer must 
be told again and again in order that he may be con- 
vinced, and advertising can keep right on telling in the 
interim between your visits. 

The buyer who looks through the advertising pages of 
the trade journal sees a manufacturer’s name there 
month after month until it becomes as familiar to him as 
any well-known name. He may never actually read one 
of that manufacturer’s advertisements through, but he 
comes, unwittingly, to accept him as one of the standard 
producers of certain products. We unconsciously accept 
the stability of a steady advertiser, just because we 
always see him there in good company in a good publi- 
cation. 

When you call on a new prospect and show him a 
sample of some mechanical device, and have him come 
right back at you with some such remark as, ‘“‘Oh, yes, 
I’ve seen pictures of that in the advertisements,” then 
vou feel that your way has been made easier. You know 
such a man will listen to what you have to say, and he 

























will be an infinitely better prospect than a man who has 
never heard of your company or of its products. 

The new salesman is particularly helped by adver- 
tising. When you are selected as the man to take a new 
territory and introduce your line throughout its length 
and breadth, you feel a great satisfaction in the fact that 
your line has been advertised in periodicals circulating in 
that territory. In that case there will be some customers 
who have bought direct by mail as a result of such 
publicity. There will be more or less familiarity with 
your company’s name and with its product among the 
better class of buyers, the most desirable customers, be- 
cause they are just the ones who give the most attention 
to advertising. 

As a salesman you have opportunities to make sugges- 
tions to your advertising manager. You see many things 
in your travels that suggest ways in which your house 
might be helping its business through publicity of one 
kind or another. Make notes of all the advertising ideas 
that come to you and when opportunity offers put these 
ideas into the hands of the advertising manager at the 
home office. 

What are other houses doing in the way of advertising 
that is having an influence out in the field? What are 
customers saying about advertising of your own or other 
houses? What are they saying that convinces you that 
they have been influenced by somebody’s advertising? 





Those Perplexing Discounts 


As Viewed by a Purchasing Agent Who Makes Good Use of Them 


“Fifty, two tens and a five.” 

“Sixty, five and two and a half.” 

What a familiar ring to the trained mill supply man’s 
ears this discount tune sends forth. It is the hymn of 
faith (in the ability to buy right), of hope (in the pos- 
sibility of selling right) and, probably all too often, of 
charity (in the giving away of an extra ten, five or two). 
It is the lullaby which soothes many an otherwise un- 
vielding buyer. To its golden appeal may be traced many 
a joy for the mill supply house executive—and many a 
sorrow as well. 

Arguments that have been started over the value of 
discounts have produced discussions that doubtless would 
fill volumes. Should the lists be higher and the dis- 
counts lower, or vice versa? Associations have discussed 
this question and questionnaires have been filled out time 
and again. For the most part, they have resulted in 
expressions of varied opinions. Always, however, the 
question of discounts remains a live one for the mill 
supply field. 

It is not so often that mill supply men get very con- 
crete illustrations of how the discounts are seized upon 
by the men on the “other side of the fence,” the buyers 
in industrial establishments. In a recent issue of The 
Purchasing Agent, this question of trade discounts is 
made the subject of an article by the purchasing agent 
of a big milling company in Los Angeles. Here is the 
way this individual buyer regards discounts: 

“T do not know who originated the idea of trade dis- 
counts, but I will make a wild guess it was some Eastern 
trader dealing with Orientals, who are the greatest price 
hagglers in the world. 

“T have heard a lot of unfavorable comment on long 
trade discounts, but personally I like the idea very much. 
The longer the discounts, the more opportunity to ‘trade,’ 


and the purchasing agent who learns his trade discounts 
like the multiplication table should have nothing to fear 
in a trade of this kind. But how many purchasing 
agents know that the net difference between 51 per cent 
and 49 per cent is four per cent and not two per cent; 
that the net difference between 55 per cent and 45 per 
cent is 20 per cent? 

“Some time ago a young salesman came into my office 
and because I would not buy any of his wares became 
angry and said he knew something he could sell me, and 
that was cotter pins, as he had a discount of 90 per cent 
off list. I told him I would take a lot at 91 per cent off 
list. He gave me a contemptible look, much as to say 
I was a cheap skate, and said he would accept my offer 
—thereby cutting his price 10 per cent and not one per 
cent as he had figured. 

“On another occasion I was figuring on a large lot of 
canvas belt with a salesman who knew discounts. He 
had quoted me 60 per cent and 10 off the list, and I made 
him a counter offer of straight 65 per cent off. He was 
quick to see my offer was one cent a foot under his quo- 
tation, but accepted the order. What he failed to see 
vas that one cent out of 36 cents is a little better than 
two and three-quarters per cent, which was taken off 
the total amount of his invoice. 

“After passing the 50 per cent figure each additional 
point is two per cent or more. At 60 per cent each addi- 
tional point is two and a half per cent; at 70 per cent 
it is three and a third per cent; at 80 per cent it is five 
per cent; and at 90 per cent each additional point is 10 
per cent or more. After the first discount is taken off 
the following string does not amount to much—but of 
course is always worth taking. It should be the aim of 
every purchasing agent to see that the first discount 
figure named is a large one.” 
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Menasha Wood Split Pulley Co. 


MENASHA, WIS., U. S. A. 


Established 1886 
































Buy Your 
Friction Clutches 
From Edgemont 


Edgemont Friction Couplings 
and couplings meet the re- 
quirements of equipment sold 

They are 
easily op- 
give 


by supply houses. 
easily installed, 
erated, powerful and 
long service with no trouble 


beyond simple adjustments 


f and renewals for ordinary 
wear. You are serving your 
customers well when you sell 
them Edgemont clutches, 

pulleys and couplings. 


Send for Edgemont Catalog 


THE EDGEMONT MACHINE CO. 
Dayton, Chio 
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Model “Dp” Steam Trap 


A trap of the highest efficiency. Can be used 
on steam pressures varying from 250 lbs. to 
gravity by simply changing valve and seat. 
Fitted with removable strainer and gauge 
glass. Boxed for shipment. 


Model “‘F”’ Steam Trap 


For low pressures. A moderate priced trap 
for hot blast coils and other heating appa- 
ratus. Unusual quality and large capacity. 
Furnished without water gauge unless or- 
dered. 


line. 


ANDERSON 


Steam ‘Specialties 


Use an Anderson— it’s a trouble killer. 


The V. D. Anderson Co. 


1935 W. 96th St. 
Cleveland, Ohio 


“Junior”? Steam Trap 
Our newest trap. A practical tran with lim- 
ited capacity at a low price. Suitable for 
sterilizers, paper dryers, radiators, etc. 
Works at all pressures from 150 lbs. down. 


“Anderson” Air Trap 


Removes accumulated air from water under 
pressure. For street mains, mains and pipes 


in large buildings, heating systems and 
closed water receivers. Simple and auto- 
matic. Works at pressures from 0 to 150 lbs. 


Dealers attention. If you do not already have 
a copy of Anderson’s Steam Specialties in 
your files, send for one at once together with 
complete information regarding the Anderson 
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Direct Mail to Build 


Can Be Effectively Used to Cut Down the Time Element Which 


Into the Sales 


Enters Largely 





Up Dealer’s Business 





Expense—Must Be Attractive 


W. W. FRENCH 
Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


The time element always has and always will enter 
very largely into the business of selling. The salesman 
charged with the responsibility of moving stocks from 
the shelves of the dealer’s warehouse into the factories 
of the consumers in his territory must be an expert on 
the conservation of time. His time is roughly divided 
three parts, namely, time 
between calls, time spent in the 
reception room and time actually In 
spent in the buyers’ offices pre- 
senting the merits of his goods, 

It is certainly logical that any 
effort directed toward reducing 
the time spent by salesmen in 
unproductive work is well worth 
while. It is equally logical that 
this effort should be put forth by 
the home office. 


into 


this, the 


in making sales. 


that 


US€é d in 


poseful, and 
should be 
appearance 
A salesman starting out on a salesmen. 
selling tour is supposed to ac- 
complish two things. First, he 
must sell all customers of the 
house and attend to their wants; 


fective use 


fifth 
‘Mill Supply House 
Advertising,” the author emphasizes the 
part which direct mail advertising can of direct mail 
play in the reduction of the time element 


French's series on ‘ 


He particularly stresses 
the point that direct mail should be pur- 
just as 
its selection and its 
as is exercised in selecting 
He also suggests methods by 
which mill supply houses can make ef- 
of direct 
remaining articles in the series will dis- 


In thousands of instances, sales are lost because sales- 
men cover large territories and are unable to see their 
prospects and customers except at long intervals. The 
desire to buy or to investigate further that might have 
been created by a first call, is often lost because of lack 
of follow up, and in many cases salesmen are simply 
travelling around paving the 
way for competitors who perhaps 
are more aggressive in cultivat- 
ing their territories. 

The proper and consistent use 
saves the 
man’s time and allows him to 
devote the major portion of his 
time to productive work. He can 
concentrate on the prospects who 
have shown interest and leave it 
to the advertising to warm up 
the cold ones. Thousands of calls 


article in Mr. 


sales- 


much care 


are made daily by salesmen on 
prospects from whom no imme- 
diate business can be expected. 


mail plans. The 


cuss the following subjects: On the other hand, many of 
and second, he must interview 6. Establishing a Distinct Personality these prospects will eventually 
prospects and try to convert for Your Business. be in the market, and an eco- 
them into customers. In the 7. The Catalogue and How It Should nomical mail campaign will keep 


first case he has an established 
reputation with his customers 
and his selling resistance is very 
much reduced. In the second 
case, however, he must devote a 10. The Dealer's 
great deal of time to answering partment. 

such questions as, who do you 

represent, what do you _ offer 

that we are not getting from our present connection, 
what will your products do for me that the products | 
am already buying will not do, and so on. 

All of this consumes valuable selling time. The prob- 
lem for the sales manager at the home office to solve is 
how a number of the common ques‘ions asked of a sales- 
man by a new prospect can be answered before the sales- 
man gets to the office, thus making the salesman’s job 
merely one of selling the product. The answer is cer- 
tainly advertising, and because it gets into the office and 
before the man your salesman must see, direct mail is 
logically, the most effective medium. 

Your firm can be introduced to the buyer direct by 
mail, its stability can be proved, the quality of your lines 
can be established, your delivery service presented and 
the desire to investigate can be developed in the buyer’s 
mind. Your salesman when he presents his card will 
be met with intelligent questions directed to the merits 
of his goods or service and the way will be paved for a 
sale. At least one visit certainly can be saved. 

On the other hand, after your salesman has left with a 
promise of business at some future date, direct by mail 
can step in and bridge the gap between calls. In order 
that the utmost may be realized from salesmanship, it is 
quite as necessary to keep the matter constantly before 


l 


the buyer as it is to present the case in the first place. 


Be Used. 


8. The Dealer's House 
9. The Mechanical Side of Advertising. 


Sales 





in touch with them and furnish 
the incentive to call for a sales- 
man when they are actually in- 
terested. 

A very common opinion is that 
nothing can take the place of a 
personal interview. This is quite 
true in one sense, but it is also 
very easy to spend more money on the securing of busi- 
ness than the business secured justifies. This is the big 


Organ. 


Promotion De- 


reason for the heavy selling expense. 

Many concerns do not realize that their salesman’s 
time in securing certain business is worth more than 
the actual business secured. When one eall and a direct 
mail campaign could secure the business at reasonable 
expense, the salesman calls at frequent intervals and 
soon rolls up a burden of expense that may in some cases 
exceed the gross business. 

The purpose of direct mail is to pave the way for sales, 
to introduce the salesman, in other words to cut down 
the approach time and to contact the account when the 
salesman is not available. It also develops a mail order 
business on small orders that is not only profitable but 
which is likely to develop into a buying habit. 

Direct mail, as is the case with all other advertising, 
may be roughly divided into two classes, good and bad. 

Good direct mail is purposeful. It is a star salesman 
in paper, type and printer’s ink. It has a good person- 
ality that insures the same welcome that would be ac- 
corded a clean cut salesman. It tells of a service that 
will save him money or increase the efficiency of his 
plant. It creates a favorable opinion of the organization 
it represents and the desire to get better acquainted. 
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A good piece of direct mail is never shoddy in appear- 
ance any more than a good salesman. It must be con- 
sidered in every way as a salesman because it represents 
the house sending it, and stands as a representative of 


the house 


just as the man of the grip and catalogue 
stands as a representative of the house. 

Just as the salesman must have a real story to tell in 
time neces- 
sary for its presentation, so must the direct mail piece 
tell a real story in just as 
forceful and direct a way as 
the salesman would tell it. 


order to justify the prospect in giving the 


on 0 ee 
There are many sales man- cust A Sena 
genre 

agers today who spend a great 


deal of time picking salesmen, 





and who spend just as little 
time as possible in picking 
their printed salesmen. While 
they personally groom their 


men in the art of selling, the 
important business of prepar- 
ing the printed 


+ 


delegated to 


salesman is 
service organiza- 
tions and others whose famil- 
with the line has been 
limited to a casual examination 


iarity 





of a catalogue. 

A good printed salesman is 
worth a good salary just as 
the good human salesman is worth a good salary. Cheap 
printing reflects a cheap house and can never convey the 
idea of quality. Money saved in buying printing by 
competitive methods where quality is sacrificed is not 
saved. The whole appropriation might better have been 
kept in the treasury. 

A good direct mail campaign must of 
planned, and as every advertising campaign 


course be 

must be 
based on a definite idea and the attainment of a definite 
and worth while objective, the same is true of direct 
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Example of Effective Featuring of Several Leading Lines 


mail. If there is no reason for sending out a circular, 
it should not be sent out because the recipient will find 
no reason for reading it, and it will find its way into 
the waste basket without having accomplished its object, 
which is to register an impression in the buyer’s mind. 
If the sole reason for sending out a circular is to say 
something about the business that does not mean some- 
thing of advantage to the buyer, a business card should 
be sent. There must be a message and one worth while 
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if the buyer is to sort out vour circular and read it. 

The opinion is quite prevalent that direct mail is in 
the majority of cases discarded without examination. 
Perhaps this is true, but it is not the fault of the direct 
mail but of the persons who create it. Who can blame 
the busy buyer for discarding a pile of one cent stamped 
envelopes that carry no indication of their message? <A 
one cent message generally gets a one cent interview. 
Direct mail slovenly in appearance invariably meets with 
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Special Dealer Messages Featuring Single Manufacturer's Product 


the same reception accorded a slovenly salesman. 

An attractive message bearing a two-cent stamp, care- 
fully addressed with the buyer’s name spelled right and 
bearing on its face the appearance of a worthwhile mes- 
sage will be examined. If it is read carefully and filed, it 
has justified itself. If not, there is probably something 
wrong with its make up. 

While appearance, meaning layout, color, ete., is im- 
portant, even this will not support a weak presentation 
of the real story. The story must be there. The copy must 

be a written selling talk with a 
punch, just the same as the 
¥ salesman would deliver it. 

Thousands of pieces of direct 
mail are unworthy of the 
name. We find products selling 
for thousands of dollars pic- 
tured on cheap paper, with the 
cheapest illustrations available, 
and if we ask the firms which 
send out this stuff why they do 
not advertise more, they will 
say that it doesn’t pay. The 
finest retouching, the best en- 
gravings, the highest quality 
of paper and the most careful 
printing is the only way of con- 
veying to the buyer the idea of 
quality. It can’t be done any 
other way. 

Now, why should the dealer 
use direct by mail and how should he use it? We can 
only touch on this briefly. 

In the first place, the dealer in mill supplies and ma- 
chinery is faced with the problem of selling many items 
and many important specialties. It is obviously impos- 
sible for him to expect a salesman to present every item 
to every prospect. The time element prevents that. 

A direct mail campaign planned to present a specific 
product or a group of products with a return card at- 
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tached so that the buyer can ask for further information 
will give the salesman something on which to build. The 
entire line can be presented in this way, and if carried 
on consistently month by month, direct sales will result, 
not of course from the advertising but from the selling 
effort of the salesmen who close the sale after the adver- 
tising has cleared the way. 
Direct mail is like the methods used in modern war- 
tare. Before a battle, a barrage is laid down to clear 
obstructions, to shake the morale of the enemy, and the 
troops follow the barrage to make the clean-up. Direct 
mail is a barrage that answers the preliminary questions 
and paves the way, and the 
salesman answers specific ques- 
tions and writes the orders. 
A campaign by dealers can 

arranged in many ways. 
Most manufacturers of import- 
ant lines furnish attractive 
four-page letter campaigns. 
These letters bear the dealer’s 
imprint and signed with 
the dealer’s firm name and the 
name of the individual in 
charge of that particular 
branch of the work. 
These letters can be sent out at 
say, thirty-day intervals. 

Because the dealer also has a 
story to tell. there should be a 
direct mail story of the dealer’s 
organization. There are many 
excellent ways of doing this. 
Four-page letters with a short, 
direct message neatly typed on 
the inside are without doubt 
the most effective. While many 
campaign can be men- 
tioned, there are some that are 
outstanding. For instance one dealer had a series of let- 
ters prepared on different departments in his business. 
The manager of the department was introduced to the 
buyer, the stock shown and the salesman who called on 
the trade was also introduced. When the series was com- 
plete, the buyer knew every salesman and every depart- 
ment manager, and also knew about the complete stocks 
and service that he could expect. 

These letters were attractively printed in two colors 
and it can be said definitely that color should always 
be used. It attracts and emphasizes, and if warm colors 
are used and no garish combinations, the reaction is al- 
ways more favorable than follows a plain black and white 
presentation. While on the subject of color, however, it 
is well to say that it is better to follow the experience 
of others than to follow personal taste. Many direct 
mail pieces are relegated to the waste basket because, 
while the colors might have attracted the designer, they 
jar on the recipient. 

A safe color combination to use is orange and black. 
In some cases blue and green can be used to advantage, 
but these are cold colors and generally less effective than 
orange or red. 

Blotters sometimes are effective and certainly their life 
is generally longer than some other pieces. Opinions as 
to the value of blotters differ widely, but if used, they 
should be attractively printed and be of the very best 
stock, preferably on enamel surface paper which is al- 
ways easier to use. 

Envelope stuffers also should be attractive and can be 
used freely in ordinary mail, accompanying quotations, 
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in packages, etc. Every piece of mail should have some- 
thing of advertising value enclosed. 

In conclusion we will say that direct mail must be 
purposetul, it must be attractive, it must tell a story 
and it should be sent by first class mail. If the story 
is worth a cent, it is certainly worth two and it is poor 
business to send a good piece of circular matter, costing 
perhaps ten cents, to the waste basket when an extra cent 
would have placed it in the files, or even secured an order. 

In the next article in this series we will outline some 
of the advantages that will accrue to mill supply houses 
which establish a distinct personality for their business, 
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A Two-Page Spread Suitable for Inside of Four-Page Mailing Piece 


and will explain some of the ways in which this dis- 
tinctiveness may be secured. Distributors, as well as 
manufacturers, may use to excellent advantage a well 
rounded advertising plan for making themselves stand 
out in the minds of their customers. 
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An Enthusiastic Golfer 

Paul Armstrong, active head of Armstrong Bros. Tool 
Co., Chicago, needs no introduction to the mill supply 
field. The accompanying half-tone illustration, however, 
shows him in a less familiar pose—in golf togs. The 
snapshot was taken 
a few weeks ago at 
Sea Breeze, Flor- 
ida, just after Mr. 
Armstrong had fin- 
ished playing 36 
holes. He looks as 
if he were ready to 
play another round. 
His many friends 
in the trade will be 
pleased to know 
that he returned a 
few weeks” ago 
from his vacation, 
a picture of good 
health and feeling 
eae . better than he has 
et in many months. 
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ITS THIRTIETH ANNIVERSARY 
George Rahmann & Company Organization Held Merry Celebra- 


Mark Memorable Event 


George Rahmann & Company, New York, manutfac- 
turers of leather belting, celebrated the thirtieth anni- 
the establishment of the Rahmann business 
on Tuesday evening, April 14th, with a dinner at the 
New York Machinery Club. The entire Rahmann organ- 
Service pins of an exceptionally at- 


tion to Business 


versary of 


ization attended. 
tractive design were presented to the older employes, 
and E. C. D’Alleinne, on behalf of the entire organization, 
presented Arthur H. Rahmann, present head of the com- 
pany, With a traveling bag as an expression of esteem. 

At the conclusion of the dinner, L. W. Arny, secretary 
of the Leather Belting Exchange, extended his congratu- 





lations to the Rahmann organization, and in a brief 
address predicted a great development of the leather 
belting industry. Mr. Rahmann thanked the men for 
their loyalty and co-operation, and expressed the hope 
that all would be present to celebrate the company’s 
fiftieth anniversary as well. After the dinner, the entire 
organization attended the performance of the Ziegfeld 
Follies at the New Amsterdam Theatre. 

The business of George Rahmann & Company was 
founded on April 12, 1895, and its first location was in 
two small lofts in a building at 31 Ferry street, New 
York. Several years later, the company rented an entire 
building at 6 Ferry street. In October, 1913, the busi- 
ness was again moved, this time to the company’s own 
building at 31 Spruce street, a five story factory devoted 
exclusively to the manufacture of belting. 





Air Tanks 
Gasoline Tanks 
Oil Tanks 
Range Boilers 
Expansion Tanks 


TANK 


Pittsburgh, Pa. 





WATER FILTERS and PURIFIERS 


For every industrial and domestic use 


Catalogues on Request 


Wm B. Scaife & Sons Co. 


1st Natl. Bank Bldg. 
New York, N. Y.—26 Cortlandt St. 
Chicago, IIl_—38 So. Dearborn St. 


Riveted 
Welded 
Copper Brazed 
Plain or Galw’d 
All Sizes 

















Not only is i 
Human 
but also Wise 


to Sell the No. 45 {| 


No other blow torch so perfectly 
gasifies present day gasoline and 
kerosene. Made possible by the 
Superheating Burner Baffle and 
heater plug, an exclusive Turner 
Patent. The Automatic Safety Valve that obviates 
bursting pressure and explosion hazards; the Twin 
Needle Control that prevents orifice trouble—a_ nui- 
sance common to ordinary blow torches; the seamless, 
leakproof Brass Tank with only one opening and that 
above fuel line, the Pistol Grip that fits any hand com- 
fortably. FEARLESSLY GUARANTEED. 


Turner Plumbers’ Furnaces are 
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TURNER | KEROSENE 
No. 45. | GASOLINE 
1 Quart 


equally efficient 


4 go rei 


New York: 





The Turner Brass Works, 108 Charlton Street 


The World's Largest Exclusive Manufacturers of 
Blotorches, Fire Pots and Braziers 





Special Auto Body Blade 


Practically unbreakable in use, both as to teeth 
and blade. 


Specially adapted for brass tubing, channels and 
soft steel. 


A Wonder Blade! 
VICTOR SAW WORKS, Inc. 


MIDDLETOWN. N.Y. 


{ chart for the 


mailed to any 


selection of proper blades for the job will be 
mechanic giving his name and where employed. 
Enclose 10c¢ for postage. 












































What Atlanta Offers As 
Mill Supply Convention Host 


RANSPORTATION is largely the determining factor in the importance of 
distributing centers, and consequently it is its strategic location as a great 
railroad gateway that has made Atlanta, this year’s host to the Southern 
Supply and Machinery Dealers’ Association and the American Supply and 
Machinery Manufacturers’ Association, an outstanding mill supply city. 


Eight great trunk line railways converge in this southeastern metropolis, and 
150 passenger trains arrive and depart from the city every 24 hours. For those 
who are planning to attend the convention, it will be interesting to learn that the 
running time from New York to Atlanta is 23 hours, from Chicago 21, St. Louis 16, 
Dallas 36, New Orleans 10, Cincinnati and Louisville 14, Kansas City 26 and 
Denver 44. " 


Atlanta is located in what is known as the Piedmont region of Georgia, on the 
watershed dividing the Atlantic ocean and the Gulf of Mexico. It has a population 
of 288,000. Located on the Bankhead and Dixie national highways, with excellent 
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Airplane View of Atlanta Biltmore Hotel 


hotels offering ample accommodations for visitors, with favorable climatic condi- 
tions and numerous points of historic interest for sightseers, the city holds unusual 
appeal for convention guests. 


The Atlanta Biltmore hotel, which will be headquarters for the coming joint 
convention of the mill supply associations, is a palatial $6,000,000 structure which 
has been completed only a year. It is the youngest and considered the finest link 
in the Bowman chain of hotels. It occupies an entire block bounded by West Peach- 
tree, Fifth, Sixth and Cypress streets, and in its general design and appointments 
is a luxurious hotel. One of its outstanding features, which mill supply men who 
attend the convention will have a good opportunity to inspect, is the ballroom, to 
which.a national hotel paper referred as one which “places Atlanta on an equality 
with the European cities where are found the smartest salons of entertainment.” 


Suites of from two to five rooms are available on the ten guest floors of the 
hotel. The larger suites are grouped about spacious living rooms with open fire 
places, and all suites, even to the two-room units, are equipped with serving pantries 
which have electric plate-warmers and automatic refrigerators. All rooms have 
baths attached. 


Atlanta boasts of nine golf courses, three of which have 18 holes each. There 
are two nine-hole municipal courses. The East Lake course is ranked among the 
ten best in the United States, and is the one on which “Bobbie” Jones and Alexa 








Stirling, famous national golfers, learned to play the game. The other 18-hole 
courses are the Brookhaven and the Druid Hills. All have all grass greens. 


There are many points of interest in and about Atlanta. The one which is most 
widely discussed at the present time is the famous Stone Mountain, on which is to 
be carved the immortal memorial to the confederate cause. This mountain is 16 
miles east of Atlanta, and may be reached by train, highway or trolley. It is literally 
a mountain of stone, 8000 feet long, seven miles around the base and a mile to the 


summit up the sloping side. It is the largest body of exposed granite known in the 
world. 


Many mill supply men who have read in recent months about the dissension 
which has arisen between Gutzon Borglum, famous sculptor who conceived the idea 
of the monument, and the memorial association which has been raising the funds, 
do not realize what a gigantic project this monument represents. 


There are three main features of the plan; the panorama, a memorial hall and 
an amphitheatre. The panorama will represent the confederate armed forces 
mobilizing around their leaders. At the top will be artillery appearing at the summit 
as if coming over the mountain, and dropping downward to the left across the preci- 














Original Plan of Central Group, Stone Mountain 


pice in a life-like procession of men, horses and guns. On the left of this will be 
cavalry in forward motion. In the center will be carved a colossal group repre- 
senting the confederate high command. 


The plan calls for a figure of Gen. Robert E. Lee to be approximately 165 feet 
high from the crown of his hat to his horse’s hoofs, his head and hat covering an 
area of 25 feet square. His horse’s head will be more than 40 feet from tip of the 
nostril to tip of the ears. President Jefferson Davis and other figures of the group 
will be of the same immense proportions. All in all, it is estimated that the entire 
panorama will contain approximately 700 carved figures. 


Memorial Hall will be 320 feet long, 60 feet deep and 40 feet high, with floox, 
walls and ceiling made of the living granite of the mountain. In it will be gathered 
records and relics of the confederacy. In addition there are plans for a granite 
amphitheatre near the base of the mountain. The estimated cost of the entire work 
is $5,000,000. 


Other points of interest for the sightseer in Atlanta include the state capitol, 
which, in addition to housing state offices and legislative halls, contains an interest- 
ing museum of Georgia’s resources; several colleges and universities, including 
Georgia School of Technology, Ogiethorpe University, Emory University and Agnes 
Scott College;.Fort McPherson, headquarters of the fourth corps army area; “The 
Wren’s Nest,” home of the late Joel Chandler Harris, writer of negro folk lore; the 
sixth federal reserve bank building, one of the notable business structures in Atlanta; 
the famous Cyclorama in Grant Park, the only remaining painting of a battle in the 
Civil War, depiciting the battle of Atlanta; and many other interesting places. 


For those planning to attend the convention, it may be worth while noting that 
normal temperature in Atlanta in May is 69 degrees, and that the average amount 
of sunshine is 68 per cent of the possible total. 











Buy Right—with Medart Catalog No. 43 and Dis- 
count Sheet! Compiled complete and exact, yet 
simple and readily understood. Dimensions, de- 
tails and list prices are so given as to enable engi- 
neers, designers, mechanics and power users to 
plan installations and figure costs with ease, speed 
and exactness. 

Contains helpful engineering data on the most ad- 
vantageous adaptability of shafting, couplings, 
hangers, bearings, clutches, pulleys, rope drives 





and related appliances—tables of computing 
strength, horse power capacities—sizes of shafting 
for various needs—rules for figuring gear speeds 
and diameters. 


Every machinery dealer, purchasing agent, engi- 
neer and plant executive should have this valuable 
book. Send for your personal copy and include 
requests for other members of your staff who 
would find a copy valuable. 


The Medart line embraces everything required in the mechanical transmission of power—Medart is the 
only organization in the world exclusively producing line shafting equipment in its entirety and its con- 
tinuous expansion since 1879 indicates definitely the high standard of excellence to which every Medart 


product must conform. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York. Office and Warehouse in Cincinnati 
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Cast-Iron Pulley. Si-es 
range from 3-in. to 150-in. di 
ameter, and up to 50-in. face 
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LOOKING and Gomg FORWARD 


NE of the notably successful developments of 

() recent years in the mill supply industry has been 
the growth of the Banks-Miller Supply Co. 

In their unusually comprehensive new general catalogue 
they have representation that is in keeping with the 
standing of their house and their agencies. 
This catalogue was built on the Donnelley Unit Selection 
Plan. Incidentally four of the five general catalogues 
issued by the two component companies in the last sixteen 
years have been built by R. R. Donnelley & Sons Company. 


IT IS MUCH BETTER TO SECURE THE BEST IN 
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ELECTRICAL SUPPLIES AUTOMOTIVE SUPPLIES 


cAll Built on the Donnelley Unit Selection Plan 


What It Takes 
to Make Good Catalogue Service 


IIERE is no easy way to render good catalogue service. The reorganizations and retirements 


among supply catalogue compilers in the last 20 years are significant. 


The building of satis- 


factory supply catalogues involves the successful handling of infinite details. It requires: 


1. A thorough knowledge of supplies and of the 
conditions in the jobbing trade. The Donnelley 
supply men were actively in the supply business with 
jobbers before coming to us. They know the business 
from the jobber’s standpoint, and become your own cat- 
alogue department while they are building your book. 


2. Extensive experience in supply catalogue com- 
piling. ‘The Donnelley organization has built hundreds 
of supply catalogues more than any other compiling firm, 
and is today making more mill supply catalogues than 
all other compilers combined. 


3. A highly specialized organization. This enables 
each member of the department to render a service that 
would not be possible if he had to be a “‘jack of all trades.” 


4. Very extensive facilities for typesetting, print- 
ing and binding. The Lakeside Press has the largest 
catalogue printing and binding facilities in the United 
States. 


5. A high standard of quality throughout. During 
the last 60 years The Lakeside Press standard of quality 
has become known wherever fine books or catalogues are 
used. 


6. Very large financial resources, to be able to make 
the heavy investment required, and to insure completion 
of contracts. A Donnelley customer has no worry con- 
cerning the financial resources of his compiler. 


7. The complete handling of work in one organ- 
ization. At The Lakeside Press everything from the 
selection of the goods to the printing, binding and ship- 
ping of the catalogues is done under one management 
with undivided responsibility. 


8. Careful, interested personal service, and a 
known reputation for fair dealing. The great ma- 
jority of the Donnelley supply catalogues year after 
year are made for jobbers who already know from their 
own experience what Donnelley service means. 


This combination of advantages is obtainable only from the Jobbers’ Catalogue Department of 


Che Lakeside Press 
R.R. DONNELLEY & SONS CO. 


CHICAGO ; ILLINOIS 


CATALOGUE SERVICE THAN TO WISH YOU HAD 
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A Good 
Dependable 
Belting Line 


Made of choice center cuts from selected hides. 


Pure Oak Bark Tanned by the slow process. Stretched to the 
right degree, finished soft and pliable. 


The cementing receives special attention and is carefully in- 
spected before shipment. 


GEO. RAHMANN & CO.. 


32 Spruce St., New York, N. Y. 
Buffalo, N. Y. Newark, N. J. Syracuse, N. Y. 





When writing to Advertisers please merition Mitt’ Supptiss. 





JOBBERS 
WANTED! 


Lay brooms are a live 

year ‘round addition 

ee to the selling activities 

\ of any responsible 
| 





ee 


7 | Jobber or Mill Supply 
. att House—orders every 
| Lact trip. 


co Way out in front for 


> — 


quality just .as- they 
have been since 1876, 
Lay Brooms more 
than hold their own 
against all competi- 
tion. 


The proposition we 
can make to the right 
people is every bit as 
good as our product— 
both are established 


money-makers. 


Tell us you are inter- 
ested and we will give 
you complete details. 


Built for Use 
and Abuse 


No matter what the sweep- 
ing job is, Lay Metal Case 
Brooms give unusually 
long and efficient service. 
Note the stapled metal 
case at top, the metal re- 
inforcing band and the 
heavy flax twine sewings 
—the reasons why Lay 
Brooms have been “the 
Standard since °76"’. 


THE JOSEPH LAY COMPANY 
120 Third St. Ridgeville, Ind. 
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SHERMAN 


The Hose Clamp 


That Cannot Rust 


Wrought from heavy solid brass. 
Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 


which prevents nut from turning . 


when tightened. Can be held in 
a vise and drawn tremendously 
tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


DEALERS—Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


LARGEST MANUFACTURFRS OF BRASS PIPE FITTINGS IN THE WORLD | 











Service 
Without Oil 


This Arguto Bearing was in constant use on the 
countershaft of an 18-inch Lodge & Davis engine 
lathe for twenty-two years—and when taken 
down showed only .0124” wear (inside diameter), 
not a cut or scratch and an inner surface that 
was polished like a mirror. 


The shaft diameter was 17/16”; R.P.M., 230; 
wear on shaft, .003” to .004”. The bushing was 
554%” long, 2%” outside diameter, 17/16” inside 
diameter. Wouldn’t such service be of value 
to you? 


ARGUTO OILLESS BEARING CO. 


145 W. Berkley St., Wayne Junction, Philadelphia 


When writing to Advertisers please mention Mitt Suppiise. 



























































































Is It Right or Wise to Allow Price Cutting? 


Some Considerations About the Insidiousness of the Practice That 





Has Been Prevalent fer Some Time in the Pipe and Fittings Industry 


DIXON C. WILLIAMS 
President, Chicago Nipple Mfg. Company 


Enough is now known from financial statements of 
certified accountants, taken from business records of 
manufacturers and jobbers in the pipe and fitting line, 
to establish two facts. First, that few of either class had 
a satisfactory year of profits in 1924, notwithstanding 
the volume of business done warranted a different result. 
Next, that this misfortune is due almost solely to the 
well-nigh national campaign of price cutting, which has 
been waged by both parties with a violence almost, if not 
quite, unparalleled. The evil has been not only wide- 
spread but insidious, unjustifiable and indefensible. Be- 
gun probably by misguided and hard-pressed manufac- 





Dixon C. Williams 


turers, some, perhaps many, of whom should never have 
embarked and whose sales management was inefficient. 
The influence on the jobber has been and 
lethal. 

The habit of the manufacturer of secretly shading 
his prices, or deliberately cutting below what was gen- 
erally considered the market and a fair and profitable 
price, had its impress upon the jobbers, who in many 
cases promptly took advantage of such unethical con- 
duct, passed the cut to their own customers, demanded 
more and more of their source of supply, and then 
plunged into a bloody battle of their own, selling some 
goods often at less than their costs, and developing a 
spirit of bitterness and suspicion which has been amaz- 
ing, considering the high type of men engaged. 


electrical 


The writer knows of a case where a jobber has de- 
clared that his firm last year, because of price cutting, 
lost on pipe alone $75,000. The mill price, however, 
was unchanged during the period. 

One of the most conservative, important and success- 
ful jobbers in the country has been making a survey of 
the general situation recently, and has stated that in his 
opinion the jobbers of fittings lost in 1924 more than 


$250,000—a quarter of a million—on nipples alone, as 
the result of price fluctuations and cutting the price of 
that article. This, of course, is but a comparatively 
small loss to that suffered by the price cutting nipple 
manufacturers themselves. If, then, such a result has 
followed the nipple manufacturers’ price fight, consider 
the stupendous loss the jobber must have sustained in 
other and more expensive fitting items. The cutting of 
the price of one article always affects the price of 
others, just as an unchecked disease in one member com- 
municates itself to the entire body. 

Some of us, knowing the evil effects of price cutting 
on our business, have been compelled to diversify and 
add other products, since nipples alone have at times 
become unprofitable to make, and the business greatly 
overcrowded. It is estimated that the overproduction of 
nipples at the present time, if continued, would approxi- 
mate fifty millions. This overproduction is not by any 
means confined to the nipple line. 

Steel is our basic industry. In its March 23rd issue, 
The Annalist says, referring to the threatening depres- 
sion: “Steel is beginning to show the depressing 
effects of overproduction. It is estimated that as 
a whole production has exceeded actual consumption by 
as much as one-fourth to one-third, so that no great 
volume of new buying is expected in April.” 

What, then, can be done to remedy this condition of 
our industry ? 

The causes of our evil case are secret and silent as 
the sources of streams which grow gigantic, and if un- 
checked, 

“Will at last break out into a flame 

As festered members rot but by degrees 
’Til bones and flesh and sinews fall away, 

So will this base and envious discord breed.” 

The situation so fraught with danger is giving the 
wisest and most thoughtful men in our circle food for 
serious thought. It is generally conceded that neither 
jobber nor manufacturer can escape a degree of censure 
for the conditions universally deplored. 

Imagination being rife, I can hear some friend who 
has read thus far say, “Well, what are you going to do 
about it? We concede the truth of your premises, but 
what is the remedy?” 

There is a remedy which could be devised and would 
be effective if the lawmakers of the land would be as 
kind to the manufacturer, jobber and dealer as they 
are to the labor unions and to the farmers. I do not 
disapprove of the privileges granted to the two classes 
mentioned, but deplore the partiality shown. These two 
classes may agree upon and fix prices for what they have 
to offer to the public, but woe be to the manufacturer, the 
industrialist, who dares to make such an agreement, no 
matter how restricted. It seems to be the chief duty 
of the Department of Justice at Washington to pro- 
hibit that class of citizens, who are the chief source of 
revenue to the government, from even discussing with 
each other a plan looking to the restriction of production 
by agreement, or the <tabilization of prices under penalty 
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KESTER SOLDER 


Self-Fluxing 


VIRGIN TIM &LEAD SOLDER 


St na ett 
C 





(Underwriters’ Laboratories Inspected 


“Requires Only Heat” 


























For Safety’s Sake 


THOMPSON'S 
HACK SAW BLADES 


~@ MitFoRD 





MILFORD Brand—All hard tungsten steel for cut- 
ting solids such as tool steel, rails, etc. 


THE WAVY SET BLADE 


MIL FLEX Brand—The Wavy set blade Soft-back 
tungsten steel practically unbreakable, for cutting 
pipe, BX, Sheets, Conduit, etc. 





THOMPSON'S Flexible Back Band Saws for cut- 
ting Metals. 


The above constitutes a fine line on which energetic distribu- 


tors are making handsome profits. Write for our dealer propo- 
sition, 


— Manufactured by — 


The H. G. Thompson & Son Company 


New Haven. Conn. 








EPAIRING safety goggles with 


_ 


Kester Solder is safe practice be- 





cause Kester is a safe solder. 


The scientific non-corrosive flux con- 
tained in tiny pockets inside itself, is 
Underwriters’ Laboratories inspected. 
This flux flows to the job according to 
the amount of solder used, no sur- 
plus remaining after the job is finished. 
Use Kester anywhere and make cer- 
tain your finished job will last. 


That feature is important in this field, 
where solder is called upon for vari- 
ous classes of work. Whenever there’s 
need for a safe solder and flux, use 
Kester — it combines both and requires 
only heat. 








Kester Acid-Core Solder for general use in 1 lb. cartons; 1, 
5 and 10 lb. spools. Small package Acid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 
radio and electrical work — Kester Rosin-Core Solder. 
- - ? 
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ll Manufactured by the 
CHICAGO SOLDER COMPANY 


4215 Wrightwood Ave. 
CHICAGO, U.S.A. 








Copper Expansion Joints 





B-280—Convex Type B-281—Concave Type 


We furnish copper expansion joints for low 
pressure and vacuum. The convex type has the 
copper turned off to the bolt holes, making the 
flanges adjustable. The concave type has the 
copper entirely across the flanges and the 
flanges are not adjustable. 


Send for Price List and Discount. 


We Also Vanufacture 
Seamless copper ball floats, Harbronz bearing 


metal bushings and bars, and a general line of 
copper and brass goods—Ask for general circular. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis Street Chicago, Ill. 


Coppersmiths, Brass Founders and Finishers Since 1884 
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of heavy fines, or incarceration 1n prison. 
itism right or wise? 

It would seem that the Sherman law, of which in- 
dustry stands in such awe, has outlived its usefulness and 
the real purpose for which it was enacted. In the opin- 
ion of many right-thinking and law-abiding citizens, 
the Sherman law, if not repealed, should be so amended 
with reference to the subject under discussion as to give 
the industry some latitude and freedom of action in 
relation thereto. Let us cherish the fond hope that some 
day, not far distant, we may see the consummation of 
this reasonable desire. 


Is this favor- 


Meanwhile, as business struggles with its ever-increas- 
ing handicaps, there are some suggestions by way of 
interrogation which could be measurably helpful. A cry- 
ing need is a change of policy in many ways upon the 
part of both seller and buyer. 

Is it not right and wise that both should make a fair 
profit ? 

Is it right or wise that either shall by ruse or sub- 
terfuge lend themselves to a practice which has been 
proven destructive of the possibility of profit to both? 

Is it right or wise for a manufacturer to offer a secret 
preferential discount? 

Is it right or wise for a purchasing agent to pretend 
to an overanxious salesman that he has a better discount 
than the manufacturer publishes as his limit, for the 
purpose of seeing how far the salesman will go in cut- 
ting the price? 

Is it right or wise for the manufacturer to allow his 
agent to sell ostensibly at the market price with the 
understanding that at the end of the month the agent 
will give his personal check for the secret rebate, what- 
ever it may 

Is it right or the manufacturer to allow 
his agent to split his commissions with the buyer? 

Is it right or wise for the buyer to make inquiry for 
prices, and then advise the manufacturer he has a better 
price when he has not, and to “prove” that, he will give 
the order to another manufacturer, but at the regular 
price? 

Is it right or wise for the buyer when he knows a 
price is reasonably fair, and there has been no decline 
in costs, to attempt to break the price? 

Is it right or wise for the buyer to allow the seller to 
attempt by secret rebate to break the market, and not 
divulge the act and name of the seller to his regular 
source of supply, and would not such a course of action 
tend to put an end to price cutting? 

Is it right or wise for a buyer or seller to meet on 
rumor an alleged secret rebate without first making an 
investigation and going direct to the seller accused for 
information? 

Is it right or wise for the seller to decry the integrity 
of a competitor? 

Is it right or wise for the seller to offer two buyers 
in the same community each a different discount? 

Is it right or wise, when business is not in volume 
and depressed, for a manufacturer or jobber to seek 
100 per cent production by price cutting methods? 

Is it not a fact that a cut price from the manufac- 
turer always produces a tendency for the buyer to 
overstock, particularly when he knows that the cut price 
is near or below cost of production? 

Is it not a fact that the market often fails to ab- 
sorb the large purchases in the time the buyer has 
thought? 

Is it not a fact that in case the overstock moves slowly 
the buyer is disposed and does lower his price in order 
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to unload, and thus shorten his profits, with the result 
that there is a further disturbance of the market? 

Is it right or wise for a manufacturer to pretend 
that he does a wholesale business through the jobber, 
the accepted and best method of distribution, but for lack 
of salesmanship quote direct to the trade a jobber’s 
discount? 


How many manufacturers, who may read this, will 
Judas-like lift protesting hands and exclaim, “Lord, 
ist o2" 


Is it right or wise for a manufacturer of certain types 
of machines to promote their sales by misrepresentation 
of the profits to be realized by their operation, mislead- 
ing and inducing people to embark in what the seller 
really knows is a hazardous business? 

Is it right or wise for a jobber to protest against the 
manufacturer selling an illegitimate competitor, com- 
monly called a “cut rate’ supply house, when he is per- 
sistently helping to make a “cut rate” and “cut throat” 
manufacturer by a demand for a confidential and secret 
rebate? 

Is it right for the large jobber to demand a secret 
preferential upon the ground that the small jobber is not 
entitled to an equal price, and thus handicap his small 
competitor? 

Is it not a fact that the secret price cutting manu- 
facturer frequently gives no concession to his best cus- 
tomer unless forced, because the good customer trusts 
him for fair dealing, while the more numerous smaller 
jobber is being favored? 

Is it not a fact that the habit of price cutting is 
obnoxious to the best class of jobbers who wish the price 
stabilized, and are content without a secret preferen- 
tial, so long as they know they are the recipients of the 
best price being offered? 

Is it not right and wise for buyer and seller to begin 
to realize that there is something more in business than 
merely dollars and cents? 

Is it not a fact that price cutting and efforts to foster 
it undermine and damage one’s character and moral and 
religious perspective ? 

Is it right or wise for a purchasing agent to delib- 
erately attempt to break a price generally recognized 
as the market and fair? 

Is it right or wise salesman, failing by fair 
methods, to offer to cut an established price in order to 
take away a competitor’s customer? 

Is it right for a purchasing agent to help a salesman 
deceive his competitor as to his price cutting? 

Is it not right, wise and 
knows that a salesman is 
rebate and unsettling the 
and refuse to countenance 


for a 


just when a purchasing agent 
deliberately offering a secret 
market, to expose his tactics 
the practice? 

Is it not a fact that when a buyer gives as an ex- 
cuse for conspiring with a seller to cut a price that he 
must buy where he can get the cheapest price, only 
adding fuel to an already fiercely burning flame, and in 
the end thwarting his own purpose, knowing as he must 
that a cut price is never confined to one buyer? 

Is it not passing strange that sensible business men, 
with a fine appreciation of the fitness of things and 
consequences, cannot in some legitimate way together 
prevent such a price debacle as cursed the country in 
1924, and gives promise of a worse situation in 1925, un- 
less there is a radical change in present conditions and 
practice of buyers and sellers and their sales representa- 
tives? 

This matter of secret extra preferentials demanded by 
buyers’and granted by sellers is an endless chain which 
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Prompt Shipment Always, from Maysville 


Stock 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U. S. A. 


The answer to your gear problems is 


POOLE GEARS 





Made by machine moulded method. 
No patterns necessary. 
16,000 fixtures—All kinds and sizes. 
We also make reduction gears and special ma- 
chinery. 
Send for catalogue No. 259. 


Poole Engineering & Machine Company 
Woodberry, Baltimore, Maryland 














An Ideal Combination 


PENBERTHY 
AUTOMATIC 
INJECTORS 


durable, 


inexpensive 


Simple, reliable, 


economical, 





More than 1,500,000 sold 


Passi 


PENBERTHY ‘“SAFEGUARD” 
AUTOMATIC WATER GAGE 


Write for 
Illustrated 
Literature 


Carried 
by All 


Jobbers 


Gives positive protection and per- 
fect operation It is the utmost in 
automatic gage construction. Con- 


forms with the A. S. M. E. boiler 


code requirements. 


PENBERTHY INJECTOR COMPANY 


Established 1 
Canadian Plant, 
Windsor, Ontario 


1262 Holden Avenue, 
Detroit, Mich. 
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Hydraulic Gauge 
Choker Valve Insures 
Against Breakage 


etc., with one of our designs of 


Ss 
GO PORTABLE FORCING PRESSES 





Charles F. Elmes Engineering Works 
1009 Fulton St. Chicago, U. S. A. 
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carries limitless woe. The object of all business enter- 
prises is accumulation of profits. Practices which pre- 
vent attainment of this object emanate generally from 
counterfeit business men. Somebody has said, “A man 
who is not in business to make money is not in business 
at all.” 

Sometime since I saw in Nation's Business a poem 
which I cannot quote in its entirety, but the following 
excerpts are to me most impressive: 


“Lord, give me vision that shall see 
Beyond the profit of today 

Into the years which are to be, 
That I may take the larger way. 


“Thou mad’st the earth for all of us; 

Teach me, through struggle, strain and stress, 
To win and do my share, for thus 

Can profit lead to happiness. 


“Guard me from thoughts of little men 
Which blind the soul to greater things; 
Save me from smug content and then 
From greed and selfishness it brings; 


Aid me to join that splendid clan 
Of business men who seek to trace 
A calm, considered working plan 
To make the world a better place. 


“Teach me to hold this task above 

All lesser thoughts within my ken, 
That thus I may be worthy of 

The name of business man. Amen!”’ 





NOT THE BUFFALO COMPANY 
Lumen Bearing Company Not Affected By Sale of Youngstown 
Corporation of Similar Name 

The announcement of the recent sales of The Lumen 
Bearing Company, of Youngstown, Ohio, to the Falcon 
Bronze Company, of that city, has created in the minds 
of many a false impression as to the connection of the 
Lumen Bearing Company, of Buffalo, with the Youngs- 
town organization. The sale does not change the status 
of the Buffalo company which is a distinct and separate 
corporation. 

The Youngstown company was organized under the 
laws of Ohio approximately six years ago. The Buffalo 
company owned one-fifth of the capital stock of the new 
company, and except for this had no connection with the 
organization, although some of the individual stockhold- 
ers of the Buffalo company were also stockholders in the 
Youngstown corporation. 

The stockholders of the Lumen Bearing Company of 
Youngstown recently decided to sell its business to a 
competitor, the Falcon Bronze Company, which desired 
to have the combined tonnage of the two Youngstown 
plants. 

William H. Barr was president of both the Buffalo 
and the Youngstown companies, but he is no longer asso- 
ciated with the Buffalo organization. Noah F. Young 
was elected treasurer and general manager of the latter 
at its last annual meeting and the position of president 
was not filled, it being generally understood that Mr. 
Young will probably eventually be elected to fill that 
position. The other officers of the company are: Vice- 
president, C. H. Bierbaum; secretary, N. K. B. Patch. 

The Buffalo company is in excellent financial condition, 
and in addition to a first class credit rating and sound, 
quick assets well in excess of liabilities, has a plant and 





equipment with a sound value of approximately $600,000, 
according to the American Appraisal Company, and with 
no bonded indebtedness or mortgage against it. 
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CHARLES W. BEAVER RESIGNS 
After Nearly a Quarter of a Century of Service With the Yale & 
Towne Manufacturing Company 
Charles W. Beaver has resigned his position with The 
Yale & Towne Manufacturing Company after nearly a 
quarter of a century of service with the organization. 
He will spend the next 12 months in travel and recrea- 
tion. It will be his first real holiday in approximately 
12 vears. Mr. Beaver has no further plans for the future 





Charles W. Beaver 


although he says that he probably will again take up 
business actively at the end of his year’s vacation. 

Mr. Beaver first became associated with the Yale & 
Towne organization in 1901, and has since that time 
occupied the positions of manager of the hoist depart- 
ment, export manager, directing manager of the sub- 
sidiary companies in Europe, general sales manager of 
the company, and vice-president and director of The 
Yale & Towne Company, London, England. 

In addition to his service with The Yale & Towne 
Manufacturing Company, he has been an active worker 
in various associations, and is a past president of the 
American Supply and Machinery Manufacturers’ Asso- 
ciation and the Railway Supply Manufacturers’ Asso- 
ciation. 

Discussing his departure from the mill supply field 
after his long service, Mr. Beaver stated: “I expect to 
find it pretty hard to get through twelve months with 
nothing to do except play, as I fear I have rather lost 
the habit. I expect to be at the Atlanta convention in 
May, and this will be my last appearance in a business 
capacity for a year.” 
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Patent Infringement Suit 

The F. E. Myers & Bro. Company, Ashland, Ohio, 
manufacturer of pumps, has filed suit in federal court in 
Columbus, Ohio, seeking a permanent injunction against 
the American Well Works, Columbus, Ohio, and Aurora, 
Ill., and the Scioto Valley Supply Company, Columbus, 
alleging patent infringements in the manufacture and 
sale of pumping apparatus. 
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“To Get the Right Strt—Eauip with *MEDAR®F- : 


Get the 
-MEDART 
Wood Split 
PULLEY | 
from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 3 

© Wire them— phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 
@ You can always get them from stock, 


price, at “Medart’s.” 

qq MR. SUPPLY DEALER—We have been engaged in the 

Pull oy b s r 45 years, and we k 1 great deal 
1 : rr? 


and for a fair 





gq OUR |! Cheap 
ness is suicidal, pro ss. We 
wouldn't thin ting t t ri im ring the 
value of our most valued asset—our Good Will. 
Get the “MEDART” woop SPLIT PULLEY from stock! 
TLIC 4 CT ‘ A 
THE MEDARI CON he Bs 


(Formerly Medart Patent , ; 
General Offices and Works: - pa U. S. A. 
Office and Warehouse, CINCINNATI 


Offices 
PHILADELPHIA NEW YORK 


CHICAGO PITTSBURGH 
Shafting. Cot ( ars, Hangers, Bearings, Bearing Supports, 
ches < Pt ulleys, Steel Rim Pulleys, Gearing, Sprock 


Friction Clu 
ets 


Chai n, Rope \Saaten: Rope Drives, Belt Tighteners, etc 
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Always on! | 
V the Good | 


Painter's 
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WHITING; ADAMS 
BRU: 5 HES 


“save the 
surface —"’ BUT it takes good paint and a good 
paint-brush to save a surface well enough to be 
worth “ saving” again ! 

WHITING-ADAMS BRUSHES have been 
saving surfaces for 116 years. Save your surfaces 
with a brush that knows the job! 

Do it with WHITING-ADAMS BRUSHES 


SEND FOR ILLUSTRATED LITERATURE 


JOHN L. WHITING-J. J. ADAMS CO., BOSTON, U.S. A. 


Brush Manufacturers for Over 116 Years and the Largest in the World 


Any paint and any paint-brush may 








Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
Sirothe: L 
and 
tronges 


HANGER EVER MADE 


@ Note the ball and socket 
joint. 

@ Hanger can swing in any 
direction. 


@ Not necessary to remove 
hanger to raise or lower 


pipe. 


Write for 
‘Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 


New 


“ec 1 925” 
Catalog 


Free on 
Request 


Ask for 
Catalog “C” 





The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 
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Increased Sales by Supply House Distribution 


Marvelous Growth of Electric Tool Business Is Due Largely to the 


Success of a Policy of Marketing Through Recognized Trade Channels 


ROBERT D. BLACK 
Advertising Manager, Black & Decker Manufacturing Company, Towson, Md. 


Many years have passed since the electric motor drive 
was first applied to rotate drill bits for boring holes in 
wood and metal. It has only been in comparatively re- 
cent years, however, that the portable electric drill has 
been developed to a very high point of efficiency and has 
been so manufactured and distributed that it has been 
brought within range of the great majority of potential 
users by virtue of low price and dealer outlets. 

For many years while the electric drill was in its 
experimental stages, it was a bulky, heavy and more or 
less clumsy tool, operating on only one type of current 
and more or less unreliable. The last eight or ten years, 
however, have shown very remarkable strides in the de- 
sign and construction of portable electric drills, perhaps 
the most important step forward being the perfecting of 
the universal motor. The advent of the universal motor 
greatly widened the usefulness of the portable electric 
drill because of the fact that this motor will operate 
successfully on either direct current or alternating cur- 
rent of twenty-five to sixty cycles. This is particularly 
advantageous to the contractor or mechanic who uses his 
electric drill on many different jobs where the type of 
current may vary. 

One point which characterized the earlier drills was 
the lack of a controlling device which would meet all 
mechanical requirements and, at the same time, be of 
greatest convenience to the operator. This point has 
been very adequately overcome by the introduction of 
various patentable features. 

Radical improvements combined to make the portable 
electric drill of today a comparatively light but powerful, 
well-balanced tool, easy to operate and capable of taking 
care of a very wide range of work. Years ago the elec- 
tric drill was considered a piece of equipment which 
could find its use only in machine shops and factories for 
production work. In fact, the comparatively high price 
at which they were sold prohibited their use in any other 
lines of endeavor except those mentioned. This high 
price was due to the fact that these tools were not being 
sold in large enough quantities to justify quantity pro- 
duction and consequent lower prices, nor was there a dis- 
tribution system capable of bringing these tools before 
the attention of the great army of potential users. 

The building up of a distribution system through auto- 
motive, mill supply, hardware, electrical and plumbing 
supply houses brought the electric drill to the attention 
of hundreds of thousands of potential users, and, at the 
same time, so increased sales that it warranted quantity 
production which, in turn, greatly reduced the price to 
the ultimate consumer. These two factors, low purchase 
price and wide distribution, were responsible for a very 
marvelous growth in the electric tool business and re- 
sulted in hundreds of thousands of factories, machine 
shops, repair shops, garages, etc., who previously had 
not been able to afford or had never had a source of 
supply, acquiring electric drills and finding them an in- 
dispensable piece of equipment. 

New fields were opened up and it was found that, 
aside from drilling holes in metal and wood, port- 
able electric drills were adapted to a very wide variety 


of applications where they were used as the power unit 
for some attachment. For instance, the automotive 
trade found that the most efficient and economical way 
to clean carbon from automobile engines was by driving 
a specially made wire brush with a 14-inch electric drill. 
They found that the best way to re-seat valves in an 
engine block was by driving a grinding stone, of the 
correct angle and mounted on a pilot, with a 14-inch elec- 
tric drill. In the re-lining of automobile brakes, the 
electric drill has been found to be the best source of 
electric power for driving the machine to drill and coun- 
tersink the lining in place on the band. In other words, 
the electric drill has been found a very convenient unit 
of power. 

So important has the electric drill become as a source 
of power that there are successful manufacturers who 
make nothing except attachments designed to operate 
from the electric drill. 

In industrial work, electric drills enter into every 
phase of manufacture, and it is practically impossible to 
glance around and pick out any manufactured article in 
which the electric drill does not play some part. Con- 
sider the plumber—master plumbers everywhere have 
found the electric drill one of the handiest tools in their 
kit, not only in installing new equipment where holes 
have to be bored through hardwood floors for steam 
risers, fire and ash doors to be mounted on boilers, holes 
to be drilled in bath tubs and sinks for fixtures, spud 
holes to be tapped in boilers for the installation of coils, 
etc.; but also in repair work for drilling rusted and 
burned-in bolts in old boilers, drilling clogged soil pipes, 
and numerous other operations which the plumbers per- 
form every day. 

Few people realize that the large apartment house or 
hotel in which they are living are users of portable elec- 
tric drills for maintenance work, that the large office 
buildings in the cities, that textile mills, canneries, soap 
factories and every conceivable industrial plant is a user 
or potential user of electric drills for maintenance. 

The progress of the mechanical world has gone hand 
in hand with the development of tools and machinery 
which have made our great mechanical achievements 
possible. Considering the popularity of the portable elec- 
tric drill and the fact that it had become one of the most 
widely used modern tools, it was quite natural that the 
manufacturers of these tools should apply the motor 
drive principle to other tools requiring a rotating motion. 

The hand screw driver and socket wrench are excellent 
tools and will always have their place, but we are enter- 
ing into an era where the mechanic in wood or metal 
trades will no longer drive hundreds and thousands of 
screws and nuts by hand. Although the application of 
the electric drive to the screw driver and the socket 
wrench has been a comparatively recent move in the elec- 
tric tool field, these tools have already won popularity 
and are being used for the production of hundreds of 
different commodities. The chair you are sitting in is 
probably held together with dozens of screws, and the 
manufacturer of the chair is no doubt cutting his cost, 
thereby enabling him to give his consumer a better chair 











at a lower 
drivers. 


figure through the use of electric screw 
Automobile body manufacturers, furniture 
manufacturers, piano manufacturers, and manufacturers 
of every article employing the use of screws can mate- 
rially reduce their production cost through the use of 
electrically driven screw drivers. The same is true of 
manufactured articles held together by nuts and bolts. 

The application of the electric drive to hand tools has 
been carried even farther in the introduction recently of 
electric tappers for cutting threads in metal at a very 
much higher rate of speed than can be done with the 
hand tap and wrench. In other words, the electric drive 





is gradually being applied to all types of hand tools 
having a rotating motion. The electric tool is here to 
stay and has established a very definite place in the tool 
field. 

The attitude of the workmen toward the electric tool 
today is quite different from that of years ago. Then 
they were considered too dear to own and unreliable for 
service—today they are universally used and indispens- 
able. The electric tool is truly a factor which affects us 
at almost every turn in our daily life and its develop- 
ment from its inception to its present day position is 
nothing short of a romance. 





Pipe and Supplies Convention 


To Be Held at French Lick Tuesday, Wednesday and Thursday. May 26-28 


GEORGE D. McILVAINE 


The fifteenth annual convention of The National Pipe 
and Supplies Association will be held at French Lick, 
Ind., Tuesday, Wednesday and Thursday, May 26th, 27th 
and 28th. The executive committee will meet on the eve- 
ning of May 25th. 

The opening session of the convention will be held at 
2:30 o’clock Tuesday afternoon, thus making it possible 
for all members and guests to reach French Lick before 
this session. After the usual formalities of the opening 


George D. Mellvaine, Secretary-Treasurer, National Pipe 
and Supplies Association 


meeting, there will be an address by some distinguished 
speaker upon a matter of general interest. Then will 
follow brief talks by representatives of the principal in- 
dustries in which our members are interested, setting 
forth their views of the present business situation. 

The next session will be held at 9:30 o’clock Wednesday 
morning and will be executive, open to all members and 
visiting jobbers. Following the annual address of the 
president will come the usual reports of standing com- 
mittees, including those on pipe and fittings. The latter 
promised to be of special interest because of the action 
taken at our Cleveland convention, looking to an improve- 
ment in the resale methods of manufacturers. At this 
session, the report of the committee having in charge the 


development of a code of ethics will be heard. This 
should be productive of much interest. Adjournment 
will be taken not later than one o’clock in the afternoon, 
thereby affording golf enthusiasts a long afternoon and 
evening for their favorite sport. It is probable that an 
informal social function will be given on Wednesday 
evening, including a dance, with late supper. 

The third and final session will be held Thursday morn- 
ing at 9:30 o’clock. It will be opened by the report of 
the special committee on plumbing supplies, of which 
W. C. Hanson, of Washington, is chairman. Then will 
follow the report of the annual survey of the cost of 
doing business for last year, with reports covering the 
comparative volumes of 1924 and 1923 and the first 
quarter of this year. 

At this session also, we will have presented the work 
of the National Trade Extension Bureau, either by W. J. 
Woolley or some duly accredited representative. 

The convention will come to a close with the reports 
of the committees on nominations and resolutions, 

ee ie cee 


RECENT EVANSVILLE MERGER 
Supply Company Has Purchased the Mumford Hardware Company 
and Is Erecting Big New Building 

Evansville Supply Company, Evansville, Ind., has pur- 
chased the stock and good will of the Mumford Hard- 
ware Company; of that city, and has merged the latter’s 
business with its own. Hereafter the two companies 
will be known and operated as one under the name of 
the Evansville Supply Company. F. J. Hofacker, secre- 
tary and manager of the company, made the following 
statement to MILL SUPPLIES regarding the plans of his 
organization: 

“The company will do a strictly jobbing business in 
mill, mine and factory supplies, hardware, cutlery, sport- 
ing goods, builders’ and contractors’ supplies. At the 
present time we have 20 salesmen on the road and 
they are covering southern Indiana, southern Illinois and 
western Kentucky. 

“A contract was let on March 7th to the Tri-State 
Contracting Corporation for a new building, and work 
of construction was started on March 9th. The build- 
ing, when completed, will have a total of 105,000 square 
feet of floor space, will cost $100,000 and will cover the 
entire block, with 190 feet frontage on First avenue, 165 
feet on Pennsylvania street, 270 feet on Second avenue 
and 145 feet on Ohio street. The building is to be served 
by a belt railroad and will have its own siding.” 
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in every Chain Hoist on the 
market today you will find 


engineering features—but none contain them all. Our engineers 
have been ever awake that the hoist user may have the best that 
brains and money can give. 


Wright Hoists have for years set the standard. 


Wright Hoists first gave you 5 Super Engineering Points in 
hoist construction— then gave you 21 Plus 
Engineering Features. 


Wright H oists have brought hoist construction to 
its present high stage. 
May we send you our literature ? 


The best jobbers can supply the 
genuine Wright. 











TIMKEN TAPERED 
ROLLER BEARINGS 


Eight to each trolley. 


STEEL SIDE PLATES 


Bumpers protect wheel flanges and 
treads. 


CHILLED TREAD WHEELS 


Absolute roundness insures ease in 
handling load. 


STEEL EQUALIZING PIN 4 


Permits placing trolley on |-Beam 

at any point and insures equal dis- 

tribution of the load on the four 
/heels. 


STEEL HANGER PLATE 5 


May be eliminated and hook hung 
on equalizing pin to save headroom. 


STEEL HOOK—DROP FORGED— 6 
PROUF TESTED 
The strongest part of the hoist 
This hook never opens to drop the 
hoist and load. 


STEEL DROP FORGED 2 
CROSS HEAD 


SAFETY LOAD CHAIN GUARD ay 


Completely shrouds the upper hal f 
of load wheel, holding six links of 
load chain in wheel at all times. 


STEEL LOAD WHEEL 


Special analysis electric steel cast- 
ing, annealed. 


OIL TUBFS | O 


To in-are positive and easy 
lubri son at vital points. 


MAIN DRIVING SPINDLE | | 
AND PINION 

Upset forging S.A.E. steel 1035 

— heat treated. 


BRONZE BUSHED 1 2 
LOAD SHEAVE 


BALL BEARING DRIVING SPINDLE | 3 


Where speed is greatest. Not sub- 
jected to heavy and shock loads. 
Eliminates wear on this part. 


STEEL SUSPENSION PLATES ] A 


An extra precaution to care for 
heavy overloads. 


NON FOULING HAND ] 5S 
CHAIN GUIDE 
(Malleable tron) 


GEAR COVER—EXTRA HEAVY ] oO 
1 a," 


Pressed from plate. Insures 


permanency. 


STEEL CHAIN—ELECTRIC WELDED é 7 


Special heat treated ard proof 
tested. An elastic limit 4! times 
rated capacity, and breaking 
strength 6/2 times rated capacity 


STEEL HOOK—DROP FORGED ] 8 
—PROOF TESTED 


Never opens to drop the load. 


DETACHAB!E STEEL COUPLING- | 9 
DROP FORGED 
Completely enclosed Ball Bear- 
ing. Easily detachable to renew 
chain. Load is not held on con- 
necting bolts but by the forgings. 


BALL THRUST BEARING ON 20 
BOTTOM SWIVEL HOOK 

Pei mits easy swiveling of load. 

In:ures load chain hanging 

straight and _ feeding perfectly 

straight into load sheave pock- 

ets. This insures longer Rte to 

chain and wheel the greatest 

point of fnction and wear. 


OIL CUPS SPRING COVER IN 2 ] 
ALL OIL HOLES 


Ask Us About Them 
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The Growing Importance of 
Southern Mill Supply Houses 


HE growing importance of the South in the general industrial life of the United 

States is worthy of serious consideration on the part of the manufacturers of mill 

supplies and machinery. Particularly at this time, when the American Supply and 

Machinery Manufacturers’ Association is preparing to meet in joint convention 
with the Southern Supply and Machinery Dealers Association, it may be well to give 
more than passing thought to the part which that section of this country plays in its 
relation to the mill supply business. 


Prior to the Civil War, there were in the South 24,590 manufacturing enterprises 
with a total invested capital of $175,000,000. When peace was concluded, little remained 
of this former industrial power, and during the reconstruction period, there was but small 
headway made. In the period from 1880 to 1900, however, there was a notable increase 
in southern industrial expansion, and at the close of these two decades there was invested 
in manufacturing enterprises a total capital of $1,196,302,086, and the value of the prod- 
ucts amounted to over $1,500,000,000. In the succeeding two decades we find that the value 
of the products of southern industries doubled. The greatest increase, however, came 
between 1910 and the present day, and as a result the value of the South’s manufactured 
products has increased to approximately $7,000,000,000 annually. 


A study of census statistics discloses that the lumber cut in the southern states in 
1923 totaled 15,890,134,000 feet; the coal mined amounted to 196,750,000 tons; iron ore 
mined, 7,436,949 tons; pig iron production, 4,557,106 tons; coke made, 9,519,000 tons; 
petroleum production, 367,916,000 barrels, phosphate mined, 2,314,375 tons; sulphur pro- 
duced, 2,036,097 tons. Furthermore, it shows that the value of the products of southern 
mines and quarries was $1,127,574,868, the value of the products of cotton manufacturing 
establishments was $560,813,000, the value of products of cottonseed oil mills was $502,- 
000,000, and the value of products of furniture factories was $91,622,000. 


Just as the South no longer depends on one crop for its prosperity, so also has it been 
diversifying its industries. Today there are in southern states over 300 crude oil refin- 
eries, over 700 cottonseed oil mills, approximately 350 creameries, 1500 ice cream factories, 
432 fertilizer plants, 30 cement mills, and innumerable sawmills, planing and woodworking 
mills, cotton mills, rice mills, sugar mills, machine shops, iron and steel works and power 
plants. 


Hydro-electric development has been a very potent force in carrying on the general 
expansion of industries, and today in the South the capacity developed horsepower is over 
1,670,000, while approximately 4,000,000 horsepower is available 90 per cent of the time. 
The most definite results from this power development are in the cotton manufacturing 
industry, for approximately 500 new textile plants have been constructed within the area 
of the great new power systems, and today the South consumes over 2,000,000,000 pounds 
of its cotton, and has over 16,000,000 active spindles and over 300,000 active looms. 


Here are some of the high points in the industrial activities of various south- 
ern states: 


Alabama leads the South in the production of pig iron, iron ore and coke products, is 
third in the production of coal, fourth in lumber and sixth in cotton. Its manufactured 
products in 1923 were valued at over $300,000,000. The Birmingham district is the leader 
in the cast-iron pipe industry. The value of the products of her mines and quarries was 
$59,906,000, of her cotton manufacture $79,643,000, of her cottonseed oil mills $31,714,872. 
Her mines produced 18,200,000 tons of coal and 6,783,000 tons of iron ore. The produc- 
tion of pig iron amounted to 2,797,190 tons. Five large cement plants have a total average 
yearly production of 5,700,000 barrels. The lumber cut in the state in one year, according 
to the 1923 census, totaled 1,439,200,000 feet. 


The lumber industry takes the lead among Arkansas industries, with a cut of 1,452,- 
000,000 feet. Next in order of importance are her cottonseed oil mills with products 
valued at approximately $25,000,000. Railroad car construction is another important 
factor in Arkansas’ industrial life, and just behind this industry must be listed the rice 
cleaning and polishing industry, planing mill industry and zinc smelting and refining. 
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Although Florida is not generally classed as a manufacturing state, more than 
$200,000,000 are invested in manufacturing enterprises in that state. The value of phos- 
phates produced is approximately $20,000,000 a year. There are 500 sawmills in the state, 
with an annual production valued at $40,000,000. 

Georgia’s manufactured products in 1923 were valued at $381,296,000. Her cotton 
mills alone produced over $192,000,000 worth of goods, while her cottonseed oil mills had 
a production of close to $100,000,000. 

Kentucky’s industries produced $302,742,000 worth of products according to the 1923 
census. Nearly one-third of this was represented by the coal mining industry. The tobacco 
crop amounted to nearly 500,000,000 pounds. 

Louisiana’s manufactured products totaled $479,100,000, according to the 1921 cen- 
sus. The great oil fields within the confines of this state produced 24,919,000 barrels of 
petroleum, according to the 1923 census. Her cottonseed oil mills produced $57,161,578 
worth of products. 

Mississippi in 1921 manufactured products valued at $114,084,000, her cottonseed 
oil mills alone being responsible for $39,202,188 of this total. 

North Carolina’s manufactured products, according to the 1921 census, were valued 
at $665,118,000, with cotton manufacturing taking the lead with $318,368,000 of the total. 
The cottonseed oil mills produced $46,995,107 worth of products. 

Oklahoma’s manufactured products were valued at $283,764,000 in the 1921 census. 
Oil naturally takes the lead among the state’s industries, but an estimate of the general 
industrial development is to be found in the fact that the number of persons employed in 
Oklahoma’s manufacturing establishments increased 250 per cent in the last decade, 
while the horsepower used has increased 300 per cent and the capital invested 500 per cent. 

South Carolina’s industrial growth has been largely along textile lines, and at the 
close of 1923 there were over 200 textile mills in operation in that state, with products 
valued at $227,813,113. Her cottonseed oil mills in the same period had a production valued 
at $38,674,794. 

Tennessee’s manufacturers produced $374,038,000 worth of products, according to 
the 1921 census. This included $22,461,000 worth of cotton goods and $42,258,000 worth 
of cottonseed oil mill products. The state’s coal production totaled 6,100,000 tons. 


Texas is another state in which oil is a prominent factor in its industrial activity, and 
last year’s crude oil production in that state reached a total value of $132,500,000. The 
total value of her manufactured products, according to the 1921 census, was $842,438,000. 
The importance of her cottonseed oil industry is indicated from the fact that the total 
value of the products of this industry was $102,111,850, according to the census of 1920. 


Virginia’s manufactured products in 1920 were valued at $650,000,000. The annual 
lumber cut exceeds 1,000,000 feet. In 1920 the state produced 11,378,000 short tons of 
coal, valued at $45,446,465. Pig iron production totaled $16,086,946. The tobacco crop in 
the state, according to the 1923 census, amounted to 150,960,000 pounds. 


West Virginia’s industrial prosperity is closely linked to the coal mining industry. 
The census of 1923 shows that the state produced in that year 107,900,000 tons of coal. 
The latest available statistics show that there are now approximately 3000 manufacturing 
establishments in the state, with invested capital of $339,000,000, and with products 
valued at approximately $500,000,000. 


From these brief high-points, covering only those states in which the membership of 
the Southern Supply and Machinery Dealers’ Association operates, it will be realized that 
within this territory lies a vast market for industrial supplies, each section with a dom- 
inating industry and offering in many instances peculiar problems, considerably different 
from those in other manufacturing centers. 


Serving this great southern industrial territory is a highly developed group of mill 
supply houses, located in the leading industrial centers, with hundreds of traveling sales- 
men covering intensively all the manufacturing establishments in the South. The average 
capital invested by each of these mill supply houses is more than $200,000, and they carry 
in stock thousands’of items of mil! supplies and machinery. They are real supply houses, 
catering to the needs of the industries within their territories. 


It is the contention of MILL SUPPLIES that, with the growing importance of the South 
in industry, the services of these mill supply houses, which have contributed largely in the 
upbuilding of their sections in an industrial way, will be more and more valuable as a part 
of the organization of American manufacturers of mill, mine and allied supplies and 
machinery. 
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FREE 
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and Try it on the 


Hardest Drives 








KNILL QUPPLIES 


NE thing is certain—Detroit 
Bakelite Pins for Belt Lac- 
ing will outwear 3 to 7 of any 
pin on the market. They are . 
water proof—oil proof—acid 
proof—wear proof. Write for a 
Free Sample and make any 
comparative test you wish. 


Made by the makers of the 
only staggered grip wire hook 
belt lacing. 
Fro, Pty 8t 7, te nites 
DETROIT BELT LACER Slaten gt ee Sea ae o 
COMPANY, ‘ 
Detroit, Michigan—vU. S. A. 
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Leadership 
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Co-operative plans 
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WHAT DO JOBBERS WANT OR Expect? 
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HAMMER- IT HROWERS 
VERSUS 


BLUE RIBBONS 


Below we quote at random excerpts from letters which have come 
to us from jobbers handling the Republic Line 


he quality of their (Republic’s) belting, hose, 
packing etc., is certainly not excelled by any of the 
larger rubber companies, and the co-operation which 
they extend the jobber, which to us is one of the 
most vital points of our relationship, is not to be 
had from any other rubber company known to us.” 
i a 
“WE HAVE been selling the Republic line for the 
past three years and have found it to give better 
general service than any line we have handled.” 
* * * 
“ONE OF THE many things they (Republic) do for 
the jobber is to give him genuine protection. One of 
the nicest orders we received lately came from an in- 
quiry sent direct to them which was referred to us. 
In addition to that, they have prepared, and we are 
at present using, a very fine system of letters going 
to the cream of our trade, hammering home the fact 
that the natural source of supply is the Supply 
house. 
WE are very well satisfied with their account and 
gladly recommend it to you. Their merchandise is 
first class; their co-operation is 100%; they really 
do protect the jobber.” 
& & % 
“THE wRITER has handled the Republic Rubber 
Company’s full line for more than two years during 
which time their products have given absolute satis- 


faction. Aside from the quality of their goods the 
Republic Rubber Company give excellent service 
and are extremely satisfactory people to do business 
with.” 

* * %* 
“We HAVE handled the Republic line for several 
years—their Hose, Packing, Invader Belt etc., and 
we have had the best of success with this line. The 
taking on of the Republic line was a winner with 
us.” 

* %* * 
“THE FRIENDLY relations which have been estab- 
lished between your factory and ourselves are due 
entirely to the good will and confidence that has 
been expressed, not merely by words but by trans- 
actions that have transpired between us.” 

* * 


“We HAVE been handling belt and other mechani- 
cal goods made by the Republic Rubber Company 
and it has been our experience that*the material is 
of the highest quality and our business relations have 
been very pleasant.” 
* oo & 

“We HAVE represented The Republic Rubber Com- 
pany for two years and have found the quality of 
their products entirely satisfactory. -The, co-opera- 
tion which they have extended has been all that we 
could ask for or expect.” 


THE REPUBLIC RUBBER COMPANY 
YOUNGSTOWN, OHIO 


No Branches 
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your customers read 











Here are over seventy of the publications in 
which Jenkins advertising appears regularly 
week after week, month after month. Here 
are papers your customers read—their own 
business papers. 
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CORTON never es The Jenkins advertising reaches the valve user 
ARN z in every trade and industry. And every 


é | ; Sy ~~ Jenkins advertisement is aimed to help you 
Di LAUNDRY AGE 

x4 

£3 


Ad Ne, i 
sell Jenkins Valves. 





Tie up your sales efforts with this publicity. 





It pays. 
be ae New York, N. Y. 
S24 Atlemtic Avett... -:c--21.c ee Boston, Mass. 
133 No. Seventh Street... Philadelphia, Pa. 
646 Washington Boulevard..............................-- Chicago, Ill. 
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Montreal, Canada London, England 
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KILL, QUPPLIES 


















MACHINISTS’ 
VISES 


OST Machinists’ Vises are made in six 

styles and 47 sizes. The Yost line in- 
cludes; Solid Jaw Stationary Base Vise; 
Solid Jaw Swivel Base Vise; an Adjustable 
Jaw Stationary Base Vise; Adjustable Jaw 
Swivel Base Vise; “Special” Adjustable Jaw 
Swivel Base Vise, and an especially heavy 
Chipping Vise. 


Stationary Base Solid Jaw 


Machinists’ 
Vise 


Ps. ee The excellent metal from which Yost 
2” to 834" jaw Vises are made and their ability to with- 


stand hard usage and severe stress has 
gained a remarkable reputation for satisfac- 


GUARANTEED tory performance. 


Yost backs up every vise with a 
“Make Good” guarantee. A 
Yost Vise must make good or 


ee She Yost Manufacturing Company 
Meadville, Pa., U.S. A. 






Machinists’ Drill Press Vise [ Machinists’ 
Vise Vise 





: Stationary Base Adjustable Jaw 
2 Sizes 8 Sizes 
Swivel Base Adjustable Jaw 3%” and 5” jaw " j 
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TRILL QUPPLUES 





CATALOG PROBLEMS 
Are Easily Solved 
Through Our Service 








Consisting of elimination of the work usually handled 
in a jobber’s office, for we send our compiler familiar 
with your merchandise to make your layout. 











\Ve then furnish a complete preliminary dummy out- 
lining your specifications in page form, in duplicate, for 
your approval, as to the items to be shown—you retain- 
ing the dummy with the original layout pasted therein, 
sending us the duplicate of same with O. K. or changes 
to be made. 


Dummy furnished will be page-numbered and in cor- 
respondence thereafter pages will be referred to by 
number. 








Upon receipt of the ok’d duplicate layout sheets we write the descriptive matter, secure 
the cuts, set the type, do the proof-reading, send the proofs to you and to the manufacturer 
for your own and his ok, make the corrections upon receipt of both of these ok’s, and then 
mail you two additional proofs, one to paste into your dummy, and one to be returned to us 
with your final ok. 


After this work is completed you can then rearrange the pages in your dummy to suit 
your ideas as to the succession of the various lines in which you wish to show them, after 
which we will compile the index, print, bind and pack the catalogs, ready for distribution. 


We specialize in Standard 712x10% inch (6'44x9 inch Type Size) Catalogs. 


Prices, including all of the work outlined above, will be quoted upon receipt of approximate 
specifications as to number of pages and quantity of catalogs desired. 


After your catalog is completed OUR SERVICE consists of keeping the type standing 
(which always remains new as we print from plates only) correcting same to date at your 
suggestion at any time, or upon manufacturer’s advice, and then print therefrom up-to-date 
corrected catalog inserts for your loose-leaf salesmen’s catalogs, these inserts to match orig- 
inal catalog pages. In this way we keep your catalog constantly to date ready for a new 
issue at any time. Your inquiry will be appreciated! 


CATALOG SERVICE DEPARTMENT 
THE CUNEO PRESS 


INCORPORATED 


455 West 22nd Street Chicago, Illinois 
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Make Us Your Source of Supply—lIt Will Pay. 


Use our catalog the next time your order any tools in our line. 
If you do not have a copy, let us send you one. 


Tool Holders 

Lathe Dogs 

Ratchet Drills 

Drop Forged Wrenches 
Drop Forged Clamps 


Machine Shop Special- 
ties 





Mr. Dealer!! 


Decrease your tremendous cost of bookkeeping 
and furnish tools of the highest quality to your 
customers by making Armstrong your source 
of supply for not only Tool Holders but also 


Lathe Dogs, Clamps, Ratchets, drop forged 
Wrenches and Pipe Tools. 


Armstrong tools are recognized by the user as 
tools of highest quality and they associate qual- 
ity with the dealer handling them. 





Armstrong Bros. Tool Co. 
“The Tool Holder People” 


305 N. Francisco Ave. Chicago, U.S. A. 


Stocks and Dies 

Pipe Cutters 

Hinge Pipe Vises 
Chain Pipe Vises 
Chain Pipe Wrenches 


Armstrong-Stillson 
renches 
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HOEK SAWS 


Azor Bench Grinder 


Instructions to Salesmen 
and Sales Managers 
It's easy to sell the AZOR Bench 


Grinder because its strong points 
are so apparent. 














Unfold and lay before the pros- 
pect our 16x21” poster showing 
the grinder actual size and point 
out these Azor features— 


Abundance of power—1 /3 H. P. 
Simple, sturdy construction 
Large shaft 

Dust proof bearings 

8"x34” grinding wheels 
Operating switch in base 

10 foot cord 

—and the price, $32.00 


Send for one of the post- 

ers. It’s almost as con- 

vincing as seeing the 
grinder itself. 


THE AZOR MOTOR MFG. CO. 
7424 Bessemer Ave., Cleveland, O. 
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Diener fire appliances 
bear the label’ of the 
Underwriters Labora- 
tories. 





2% Gallon S& A 


Extinguishers 
PPRoL i MANUFACTURED BY 
PP 
SAFETY EAN 





Site —) GEO. W. DIENER 
. @ | MFG. CO., Chicago 


ESTABLISHED 1899 





Bull Pups Sell Fast 
Because They Work Fast 


Light, perfectly balanced, easy cut- 
ting tools that combine the advan- 
tages of adjustable die stocks with 
the fool-proofness of the solid die. 


Oster 3-Way Bull Pup 


THE LINE OF 





DIENER PRODUCTS 
ARE SOLD THROUGH 


Threading three different sizes of ESTABLISHED DEALERS. 
pipe without change of dies or 
guides. 


Oster 1-Way Bull Pup 


A handy, low priced tool which 
meets every threading requirement 
on the smaller sizes. 


Ratchet Type Bull Pup 


The only tool combining the ad- 
vantages of solid construction, ad- 
justability for over and under size 
and ratchet convenience. 













Oily Waste Cans 


BE RZYIZE) 


Ask for our attractive discounts 
and full information on the Bull 
Pup line for easier pipe-threading. 


OSTER 


The Oster Manufacturing Co. 


Manufacturers of the most 
complete line of pipe thread- 
ing equipment in the world. 
2087 E. 61st Place 
Cleveland, O. 


Eixtar- 


2% Gallon 
Non-Freezing 


Extinguisher ( 


5 Gallon \ ¥ fi 
Pump Type \ We t 
Extinguishers Wa 3 
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A vise that has held a high place in 


the big shops of the U. S. and Canada 
for 84 years. 


_—_ 








THIS 
Is How We Help You Sell It 


Space, including covers and color RAILWAY MECHANICAL 













pages, in ENGINEER 

AMERICAN MACHINIST PURCHASING AGENT 

MACHINERY, FACTORY A new booklet on Vise Construction 

WESTERN MACHINERY that shows in blue print form the Your customers and 
WORLD exclusive Parker Features, and lists prospects should 

AMERICAN MACHINE & TOOL tthe entire Parker line; a book for have a copy. 
RECORD the Factory Executive. Write for our new 


rey . ' ae See. distribution plan. 
The Charles Parker Co.. Master Vise Makers. U. S. A. 


Meriden, Conn.. 








Buckeye Service to the Jobber 
Any Size—Any Quantity—Any Time—Any Where 
Our Positive Guarantee With Every Bar 


Cored Bars—1” to 6” Outside Diameter—!4” to 4” 
Inside Diameter. 
Solid Bars—3%” to 6” Outside Diameter. Variations 
by % of an inch. 





All bars 12” long. Send for Weight Chart KO 
ee Jobbers—Exclusive territory is available. We furnish ity Spee 
Speec tine x . . , P , » ie 4g 4 Better Built = 
“Tearing Brome. “i attractive window and counter display boards free. GearingBronre 2: “a 





The Buckeye Brass & Mfg. Co. Cleveland, Chio 


- Brass and Bronze Founders and Finishers Since 1900 


UCKEYE FySpeed 


Better Built Bearing Bronze Bars 
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DO YOU REALIZE 
WHAT MAKES QUICK TURNOVER? 


It is secured from those articles having little sales resistance, and on 
which your salesmen have to devote the least time. 


TRADE MARK’ 


“PALMETTO... 


REG. U.S. PAT. OFFICE 


is a quick and easy seller, and never runs into dead stock, as it has a high quality main- 
tained for many years, backed up by strong national advertising and dealer helps. 


“PALMETTO” never deteriorates in quality, and is always the same, no matter how long 
it is held in stock. 


To secure your full share of “PALMETTO” trade you should see that your stock is in 
shape to fill orders as received. “Drop shipments” are expensive, and the incidental de- 
lays may cost you the next order. 


KEEP UP YOUR STOCK. Let us know if we can help you. 


GREENE, TWEED & CO. 


109 Duane Street Sole Manutacturers New York 


“= 
» 
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Chicago Betting Compa m ny 





Chicago Belting 
sales and advertising 
co-operation 

for mill supply dealers 


The record. The Chicago Belting Company dis- 
tribute a large volume of belting through mill supply 
dealer representatives. This volume is larger than the 
total sales of many manufacturers of leather belting. 
The Chicago Belting mill supply dealer policy is con- 
sidered a model dealer policy—has been re-printed by 
dealer associations and copied by numerous manufac- 
turers of mill supplies. Naturally it includes sales and 
advertising assistance of a high order. 


Sales co-operation. Chicago Belting dealer rep- 
resentatives réceive the same sales and advertising sup- 
port we give to our own men and branches. We en- 
deavor to build our dealer sales as religiously, as care- 
fully, and with as much protection as we do our direct 
sales in territories we serve direct. We give a high 
order of direct sales assistance to all of our dealers 
with full and complete protection. 


Advertising co-operation. All dealer advertis- 
ing is over the name of the dealer. In quantity and 
quality Chicago Belting advertising needs no comment. There 
is no like effort in the field. Some few of the pieces issued 
during the last eighteen months are illustrated. 


he belting. The best advertising of any product is 
he 1e pe 3 1B product itself. Chicago Belting belts are 


made by the pre-tested method—which assures a belt as near 
100 per cent perfection as it is humanly possible to produce. 
Year in and year out these belts average higher in quality— 
last longer in service and require replacement less often than 
any other belting. They are not only used today by the largest 
manufacturers in almost every industry but their use will 


‘enable any user of belting to save from 10 to 50 per cent of 


their year’s belting costs. 


r . _ The Chi- 
Bonen Lew Ler SG SO OEP aon a 
direct factory branches and 46 mill supply dealers. There are 
some few territories open to high grade mill supply organiza- 
tions who desire a permanent increase in their volume of 
leather belting sales. 


Chicago Belting Company 


New YoRK 7 my) 
Sostox ,, Manufacturers of (eather Belting .,.2:scoxs 
CLEVELAND 119 Nortu Green STREET Seoun Wa 


MILWAUKEE 
RocarorD Cnicaco. U. S. A. ATLANTA 








1g0 Beltin 


Made by the pre-tested method 
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How Fulton Supply Company Solved Problem 


Enterprising Atlanta House Found That Uptown Branch Store Is 
Very Helpful as a Feeder for Its Main Business Establishment 


Which is the more advantageous location for a mill 
supply house, a site in the heart of the city’s shopping 
section, or one in a location which will afford railroad 
facilities? 

This question has often been asked by mill supply 
executives, and the answer usually has been that it all 
depends upon the city and the house. 

Visitors to the Atlanta convention will have an oppor- 
tunity to see how one mill supply house solved this prob- 
lem, for the Fulton Supply Company, one of the leading 
distributing organizations in the South, found itself face 
to face with the necessity of making a decision as be- 
tween an uptown and a railroad location, and the final 
decision was that the best solution was to have both 
a main office and warehouse building on the railroad, and 
an uptown store for counter customers. 

George Winship, president of the Fulton Supply Com- 








town trade can drop in easily, be waited on, or given 
any needed information. 

“Therefore, we decided to open a small branch store, 
have complete ranges of sizes and assortments, but not 
large reserve stocks, as the main store is immediately 
available in case the stocks at the branch are depleted. 
We have placed capable men in charge of this store, and 
they are able to make prices on anything in our entire 
line, and to wait on the trade intelligently. The store 
was opened last fall, and we believe it is going to prove 
a big feeder to our main business. 

This new store is located at 50 Marietta street, 
whereas the Fulton headquarters building is at 70 Nelson 
street. 

Fulton Supply Company was incorporated in 1914 with 
a capital of $35,000. The original officers of the com- 
pany were: President, George Winship, Jr.; vice-pres- 











Headquarters, Fulton Supply Company, Atlanta 


pany, recently explained the reasons for having a branch 
store. 

“Until a little over two and a half years ago, our com- 
pany had a store and office uptown, and a warehouse 
located on the railroad. While many supply houses have 
an arrangement similar to this, we felt that it would be 
to our advantage to have our entire plant and organiza- 
tion under one roof. The advantages are obvious. 

“After careful planning, we had erected for us a 
modern three-story building, located approximately half 
a mile from the center of the city, with trackage facil- 
ities. This proved to be all we had hoped for in giving 
us better supervision and increased efficiency at lower 
cost. 

“We found, however, that there were certain cus- 
tomers, and profitable ones, too, who were being missed 
by us. There are people who like to drop in, see what 
they are buying, and take their purchases away with 
them. This applies particularly to mechanics of all 
trades in buying their tools. Then, too, there is a distinct 
advantage in having an uptown office where your out-of- 





ident, J. C. Walraven; secretary and treasurer, J. R. 
Walraven; general manager, W. M. McDonald. Two 
years later the Walraven brothers entered business for 
themselves, and Mr. Winship became treasurer as well 
as president of the company, and has ever since that time 
been the active head of the business, which has expanded 
until today it has a capital of $167,800, and carries in 
its warehouses average stocks of mill supplies and ma- 
chinery valued at $225,000. 

The Fulton company has been very progressive in 
instituting novel features and in utilizing those methods 
of doing business which appear to be the most efficient. 
For many years the company has had in operation a 
mutual service department to help their customers dis- 
pose of any surplus material and equipment. Its house 
organ is one of the outstanding ones in the supply field. 

The present officers of the company, in addition to 
Mr. Winship are: Vice-president and general manager, 
W. N. Cochran; vice-president and manager of retail 
sales, Joseph Winship; secretary, H. A. Kane; general 
manager, W. B. Botts. 














AAUTIT IT AT TDD TRE 
ty Y 
MULL CHUPPLUIES 

















VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained \ 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
= the entire fixtures are tested under hydraulic pressure before leaving our 
actory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 

weather and many thousands have been in use for years without requiring repairs. 

When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 








} ‘o J The VOGEL is the simplest and most durable frost- 
fe proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 























Our Selling Policy 


With our modern plant and com- 
lete equipment, we are in posi 
tion to produce large quantities 
of sterilized wiping cloths. We 





prefer to devote our energies to 

“é ”? manufacturing and to develop 

The Famous “Arm & Hammer a Se 
our sales through territorial dis 


tributors. In this way we are 
able to supply a much greater 


. market than we could by selling 
Wrought lron Anvil through a group of branch sales 


offices 





Distributors Wanted 


Prompt Shipments Made From Stock 
Write at once for special arrangement with 


jobbers. Frequent turnover and liberal 
The Columbus Anvil & Forging Co. ule ta Gk aaa Gen 
Main Office and Plant, 115-129 Frankfort Street scictiat eenen 
Columbus, Ohio, U. S. A. Louisville Sanitary Wipers Co., Inc. 


Manufacturers 


Ge | Forgings of Wrought Iron and Steel ie f 
a ee . " Louisville, Kentucky 
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HELD ANNUAL SALES MEETING 


Watson Presided 
Organization at 


c. WwW. Over Gathering of Shinn-Holtz-Lyon 
Los Angeles Athletic Club 

Shinn-Holtz-Lyon Co., Inc., 2130 East Seventh street, 
Los Angeles, jobber of plumbing, steam and mill supplies, 
held its annual sales meeting at the Los Angeles Athletic 
Club Thursday evening, April 2nd. The gathering was 
in charge of C. W. Watson, vice president and sales man- 
ager of the company, who recently joined the organiza- 
tion. Following a most enjoyable banquet, each person 
present was called upon for a short talk, beginning with 
G. A. Holtz, secretary, and closing with H. V. Shinn, 
president, who gave a helpful and inspiring address. 

Seated around the banquet table were the following: 
H. V. Shinn, C. W. Watson, G. A. Holtz, F. H. Brum- 
mond, F. L. Barney, J. D. Speer, H. Lundberg, A. Helms, 
G. Luke, M. Nelson, J. Zeigler, S. Murray, R. Chadney, 
J. Best, C. D. Saunders, H. F. Fleming, A. D. Ruther- 
ford, K. Hoodman, H. Watson, E. Bachman, C. Mac- 
farlane, B. C. Blake, W. Binney, C. E. Erhard, H. Bert- 
rand, W. E. Hermiston, D. Garn and W. E. Barger. 

The 


since 


has 
when it 


company been in business in Los Angeles 
1919, started in a small way. It has 
grown to be one of the large distributors of plumbing 
and steam supplies in Southern California. In 1922, a 
modern warehouse and office building was erected. The 
company also has a branch in Long Beach and distrib- 
uting houses in both Fresno and Santa Ana. 


— + 


OLD COMPANY REORGANIZED 


John E. 


Spencer Heads Power Equipment Company, of Minne- 


apolis. and Plans to Expand the Business 
Power Equipment Company, 315 Third avenue North, 
Minneapolis, has been reorganized and_ incorporated. 
John E. Spencer, who has been a member of the firm, 
is president and treasurer of the new company. Ina 
statement to MILL SUPPLIES about the Mr. 
Spencer said: 


changes, 


“The Power Equipment Company has been in business 
for the past 15 vears. The reorganization involved in- 
corporating with an authorized capital stock of $100,000, 
with $40,000 paid in. We cover the northwest and have 
six salesmen. It is the present intention to expand the 
business in mill supplies. 

“At the present time we have a complete stock of 
valves and fittings, being the local distributor of the 
Lunkenheimer Company. We carry a full line of trans- 
mission, representing the Bond Foundry & Machine 
Company, Hilliard Clutch and Machinery Company, 
American Pulley Company and the Transmission Ball 
Bearing Company. 

“We also stock Alexander leather belting and have a 
line of mechanical rubber goods. We will add mill sup- 
ply items from time to time, so that we may eventually 
become a company which will stock everything in the 
line of mill supplies for the industries in our territory.” 





Advertising Was Effective 

Banister & Pollard Company, Newark, N. J., distrib- 
utor of mill supplies, hardware and tools, in connection 
with its spring exposition, used full page advertising 
space in the Newark Evening News for three consecutive 
nights. Twenty-eight manufacturers were represented 
in advertising sections, the entire list of names of these 
manufacturers being contained in the center of the page, 
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and their individual advertisements veiny spread over 
the three issues in which the space was used. Frederick 
H. A. Oppel, manager of the company, in a statement to 
MILL SUPPLIES, said: ‘The advertising pulled a consid- 
erable volume of sales. The response was most gratify- 
ing to our company.” 


BECK & GREGG HARDWARE CO. 
Old -Atlanta Company Uses Its Entire Sales Foree to Sell Mill 


Supplies as Well as Hardware 
A great many men who are now prominent in other 
mill supply houses in Atlanta were at one time in their 
busineg§s careers members of the organization of the 














Beck & Gregg Headquarters 


Beck & Gregg Hardware Company. One reason for this 
is that this company is one of the oldest organizations 
in the business in that section. It was organized in 1866 
as a general hardware house, and claims to be the first 
incorporated mercantile establishment south of the 
Mason and Dixon line. 

Like many another hardware house, the company 
gradually found that mill supplies offered attractive 
inducements. Consequently this line was added in 1884, 
and since that time the Beck & Gregg Hardware Com- 
pany has carried a large stock of both general hardware 
and mill supplies, and has done a substantial business 
in both lines. 

Many wholesale hardware companies, which also have 
mill supply departments, separate the sales activities of 
the two lines, but Beck & Gregg Hardware Company 
does not. At the present time there are 28 traveling 
salesmen on the road, and all these men sell both hard- 
ware and supplies. The company does not have any 
salesmen specializing in mill supplies alone, but feels 
that by using the 28 salesmen on both lines, the results 
are better than if only five or six mill supply salesmen 
were used to push the sales of their own department. 

The present officers of the company are: President, 
L. H. Beck; vice-presidents, W. C. Holleyman and W. A. 
-arker; treasurer, Palmer J. Smith; secretary, Clarence 
J. Aldred. The headquarters of the company are at 
64 Marietta street. 
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The Sign of Real 
Wire Rope 


Wickwire Rope has always been 
a good will builder. It is made to 
stand up against the stress and 
strain of long and continual ser- 
vice. The Wickwire Spencer rope 
mill is equipped to supply you with 
all standard kinds and sizes of 
first quality always. 


Every process in the manufac- 
ture of Wickwire Wire Rope from 
mines to finished product is con- 
trolled within the Wickwire 
Spencer organization. 





Wickwire Spencer Steel Company, Inc. 
General Offices 
41 East Forty-second Street New York 


Worcester Buffalo Philadelphia Cleveland Detroit 


Chicago San Francisco Los Angeles Seattle 
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The Toledo Pipe Threading Machine Co., Toledo, Ohio, 
has placed on the market a new junior 
power drive, which is a small edition 
of the company’s’ standard model 
drive. The new junior model can be 
connected to an ordinary lamp socket, 
and this feature is said to appeal to 
many operators. The chief differ- 
ences between the standard and the 
junior models are the smaller motor 
and slower gear ratio in use in the 
latter. The new drive is designed 
for operating the company’s No. 100 
power drive threading device which 
threads pipe up to two inches, and 
also the No. 2 threading device which 
threads from 2!» to four inches. The 
net weight of the drive is 165 
pounds. 





Reeves Pulley Company, Columbus, Ind., has placed 
on the market a new adaptation of its variable speed 
transmission, whereby the latter is incorporated in a 
variable speed power unit, which can be applied to any 
machine, tool or conveyor which can be operated by an 
individual drive. The unit consists of the variable speed 
transmission on a motor base which is virtually a part 





of the transmission frame, and with a constant speed 
motor mounted above. The connection between the 
motor and the constant speed shaft of the transmis- 
sion is generally made with silent chain and sprockets. 
The individual drive may be placed in any convenient 
position, either on the floor or suspended from the ceil- 
ing, «r may be incorporated into the machine to be regu- 
lated. It wiii be made in sizes to transmit from one to 
50 horsepower to cover the variable speed transmis- 
sions in sizes Nos. 000 to 7, inclusive. Speed ranges are 
as low as 2 to 1, and as high as 16 to 1. 


Adjustable Clamp Co., 216 North Jefferson street, Chi- 
cago, has recently added to its line two new sizes of hand 
screws, small enough to fit in the palm of the operator’s 
hand. One of these has jaws four inches long and opens 
to two inches, while the other one has five-inch jaws 
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and opens to 21% inches. These are the smallest steel 
spindle hand screws ever made by the company and cor- 
respond in size to the smaller wood screw clamps. The 
smaller size weighs five pounds, and the larger size six 
pounds. The jaws are made of hard maple and oil fin- 
ished. The screws, or spindles, are of cold drawn steel, 
with accurately cut threads of special design. The 


Allsteel Shelving 


IGHT, strong, fire-resistant— 
quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 
Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense and 
no upkeep. The Allsteel mark on shelving is 
your guarantee of permanent satisfaction. 





Write for a copy of ‘‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO. 


| Youngstown, Ohio 
Dealers Everywhere - Canadian Plant: Toronto, Ontario 


spindles operate in steel nuts arranged to swivel within 
a convenient limit. This swivel action is said to relieve 
the screws from binding, making them self-aligning and 
preventing any tendency to bend the spindles or damage 
the threads when the jaws are not parallel. One jaw 
can be made to overlap the other. 














Walworth Manufacturing Company, Boston, has an- 
nounced a new addition to its line of products, a stop and 
waste globe valve. The body is 
heavy and rugged, and made of 
the same metal as is used in 
Walworth steam valves. Threads is, Nui 
are sufficiently long to insure the [ al | Ree iil) Se) = 
threaded end of the pipe making = , 7 Avilla 1|| Sa"rcel oma ts 
a joint without striking the SN yt SSA ES SS a vail ui 
valve disc. The valve has a | |i] ~ SOT f THe tall, Ts —— 
raised and rounded seat. The : ~ — au | iy | ‘Se ua 
waste cup is of rod_ brass Bs ae rar = : TMM 
knurled on the outside so that it 
can be turned by the fingers. 
The drip cap cannot be screwed 
off. The valve has a disc of large 
diameter held into the holder by 
means of a screw. The disc hold- 
er has a bevel on the top which seats on a bevel in the 
bonnet. There is a deep stuffing box with gland. The 
packing is long-fibre asbestos woven about fine copper 
wire heavily graphited, and made into a ring. The hand 
wheel is fastened to the valve stem with a brass nut. 








Clayton & Lambert Mfg. Co., Detroit, has recently ATTACH THIS COUPON TO YOUR FIRM LETTERHEAD 





placed on the market a new No. 80 gasoline fire pot. The The Gunns Vining Ge, Seen, Oe 

company claims that, owing to the lower grades of fuel Please send me without obligation a copy 
now obtainable, more powerful burners are required to as ssl ancibe celtic: diego tii: ae 
secure perfect combustion and the highest degree of heat, Sides 

and that the new pot was designed with this in mind. Street No 

It is fitted with single needle control burners and extra wh : mans 
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Commercial Roller Bearing 


The new Bond Commercial Roller Bearing 


combines a very minimum of friction with 


maximum durability. The pressed steel re- 
tainers, or cage ends, are tied, spaced and held 
rigidly in place by steel stay rods alternating 
with hardened and ground steel rollers. These 
stay rods are electrically welded into the re- 
tainers and serve to keep the rollers separated, 
evenly spaced and constantly parallcl to the 
shaft axis. 

In order to obtain maximum service from commercial 
roller bearings a rigidity must be maintained which 
constantly assures perfect alignment. For this reason 
we have placed a steel stay rod In each space between 
rollers, as shown in the above illustration. The im- 
portance of the Bond steel stay rod design cannot be 
over-estimated. Power losses, uneven wear and fric 


tion in roller bearings invariably develop when rigidity 
is lacking through slighting this most necessary fea 
ture. 


The illustration also shows the split outer raceway. 


which makes it possible to install the bea » easily and 
guickly. This outer ra: ‘v is of high-carbon steel 
and is split with a “V" ci lt pass over this 
“V" cut smoothly and there is no “car k joint” 
wear to contend with. 

The rollers are ol solid steel hardenee and eround 
This unusual feature makes it s¢ ident that these 
rollers will greatly Ooutwear the soit meia ype 


Send for the new catalog and price list of 


Bond Commercial Roller Bearings. 


Bond Foundry and Machine Co. 


Manheim, Lancaster Co., Penna. 


For nearest distributor see McRae’s Blue Book 








long generator vein, which superheats the gasoline as it 
passes through into the burner plate tubes. The new fire 
pot is said to be noiseless, and is equipped with a wind- 
shield as a protection in outdoor work. A special feature 
is a sub-flame which permits turning the heating flame 
low between jobs. The tank is of heavy gauge seamless 





drawn steel, coated with tin inside and out. The bottom 
is reinforced at the base with a patented cushion band. 
Other patented features are the pump, which produces 
air pressure, and the filler plug with dust proof cap 
which fits over a large funnel for easy filling. The top 
section is made of cast iron and is removable. 


Armstrong Bros. Tool Co., Chicago, has placed on the 
market a new Armstrong-Stillson wrench, which was 
patented May 27, 1924, and which is said to have several 
points of advantage. The new wrench is frameless, the 
nut housing having been entirely eliminated. It has a 





patented “ball and socket” nut. Two solid forged steel 
lugs are reinforced by a recessed nut to give strength. 
The wrench has a novel spring action to insure proper 
gripping position to the movable jaw. An adjusting nut, 
which cannot fall out, is an exclusive feature of the 
wrench. 


W. A. Jones Foundry & Machine Company, Chicago. 
has developed a new model of friction clutch for medium 
and light duty and for application on practically any 
machine or countershaft which requires a friction clutch. 
No special t6ols are required for adjusting or disas- 





sembling the new clutch. All parts are in plain view 
and readily accessible. Uniform pressure on the friction 
surfaces is said to be assured at all times. The clutch 
has two toggles which are adjusted at the same time by 
means of one split ring nut. Free floating rings of 
fibre or asbestos brake-lining material are used. The 
company states that the new model is to be furnished 
as sleeves, clutches, cut-off couplings, or bolted to the 
arms of pulleys, sprockets and other power transmis- 
sion devices. 
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The Globe Machinery & Supply Company, Des Moines, 
Iowa, has issued a new mill supply catalogue containing 
656 pages. The book has a stiff dark blue cover printed in 
yellow and black inks in a very attractive design. It 
constitutes a very complete catalogue of the company’s 
general mill supply line. It was compiled and printed by 
R. R. Donnelley & Sons Company, Chicago, under the unit 
selection plan. Among the other new Donnelley catalogues 
that have just been published for mill supply houses are 
those of J. T. Wing & Company, Detroit, and the Syra- 
cuse Supply Company, Syracuse, N. Y. The Wing cata- 
logue contains 592 pages in the new standard 7!2 by 
10°,-inch page size, and shows extensive listings of tools, 
mill and contractors’ supplies. It has an olive green 
cover, printed in yellow and black ink. The Syracuse 
Supply Company’s catalogue is a 496-page book with 
black cover and printed in yellow ink. It is also the new 
standard-page size, and shows machinery, steel and iron, 
factory and electrical supplies, motors and generators, 
radio apparatus, belting and other products. 

Leiman Bros., 60 Lispenard street, New York, have 
issued a new catalogue of its rotary air, gas and oil 
pumps and sand blasting machines. The rotary air 
pumps described and illustrated in this catalogue are 
widely used in industrial plants, and it is said that prac- 
tically every manufacturing plant has use for such an 
air pump, whether it be tor operating gas or oil purning 
appliances, turnaces and blow-pipes, for agitating solv 
tions of various kinds or for other purposes. The cata- 
logue lists some of the uses for these pumps. It also 
contains illustrations of numerous installations, price 
usts, tables of capacities and dimensions and other im- 
oetant information. 


The Goodyear Tire & Rubber Company, Inc., Akron, 
Ohio, has issued a new handbook of its mechanical rub- 
ber belting, hose or packing. Besides many pages of 
general information, the book contains tables for figur- 
ing horsepower transmitted, descriptions of the com- 
pany’s various brands and constructions, recommenda- 
tions for selection of belts for different drives and serv- 
ice, and numerous illustrations of items in the company’s 
line. Considerable space is devoted to suggestions on the 
selection of belt fasteners or lacings, with illustrations 
of the right and wrong ways to lace belts. 


The F. E. Myers & Bro. Co., Ashland, Ohio, manufac- 
turer of pumps, has issued a booklet, designed as a 
dealer’s help, and with the caption, “How to be happy 
tho’ married.”’ The story is told in rhyme and the book- 
let is profusely illustrated. It is the company’s intention 
to send out many thousands of copies, and to supply its 
dealers and distributors with such quantities as they 
may be in position to use to advantage. 


The Crescent Machine Company, Leetonia, Ohio, manu- 
facturer of woodworking machinery, has issued a special 
circular which includes a complete description of all the 
saw tables in the company’s line, and also includes illus- 
trations and descriptions of four new types of saw tables 
which have recently been added to the line. Copies of 
this circular will be sent on request to any reader of 
MILL SUPPLIES. 

Sherwood Manufacturing Company, Buffalo, manufac- 
turer of engineering specialties, is issuing to the trade 
a series of brief and interesting weekly bulletins, eacn 
of which features a single power plant necessity, the 





It Only Took AMinute- 


OU would be surprised if you knew 

how quickly men pick up the idea of 
saving time when they know there is a 
supply of Bristol’s Patent Steel Belt 
Lacing in the stock room. 


It seems to put them on their metal—to 
hustle—get busy and see if they can 
break the last time record in repairing a 
broken belt. 


BRISTOL’S Patent 
teel Belt Lacing 


is the greatest time saving device you 
can sell. Thousands of manufacturing 
plants are ordering Bristol’s Belt Fast- 
eners direct because their Mill Supply 
Dealers do not carry them in stock. 
Think this over. 


W rite for Catalog 717-H and trade discounts. 





THE BRISTOL COMPANY 


Waterbury, Conn. 


Branch Offices: 
New York, Philadelphia, Birmingkat Pitt 
Chieago, St. La 


sbursh, Det: 





wis, San Francisco 
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on a Vise 











No matter what size or style of vise a 
customer wants, there’s never any 
question as to quality or serviceability 
when you furnish him a Prentiss. Vise 
users know that fifty years of special- 
ization in the design and production of 
fine vises are back of it. 


And exclusive construction advan- 
tages, not found in other vises, are 
causing more and more users to stand- 
ardize on Prentiss. 


That’s why there’s greater satisfaction 
and increased profit for you when you 


handle and recommend the Prentiss 
Vise. 





faces, accu- 


] Detachable steel jaw 
rately surfaced and tempered. Eas- 
ily replaceable. 


Buyers 


bo 


Castellated collar with prongs firm- 
ly set in shaft. No set screw. 


appreciate 


3 Sliding arm machined separately 

these ~) on all four sides to .002 in. toler- 
ance. 

Prentiss Press-forged head, an integral part 


of the screw shaft 


advantages 


Ball ends forged an integral part of 
the lever. 


an 











PRENTISS VISE COMPANY 


106-110 Lafayette Street 
New York City 











entire series being designed to form a valuable refer- 
ence on the Sherwood line. For the convenience of those 
who wish to maintain this series for reference, the com- 
pany has distributed a correspondence file folder. The 
pages of the bulletins will be numbered consecutively 
throughout the series so that distributors may be certain 
that they are getting the entire series, and so that it 
will be easy to replace any pages that are lost. 

Boston Gear Works Sales Co., Norfolk Downs, Mass., 
has issued a new booklet, C2-25, dealing with a new 
series of standardized speed reduction units which the 
company has just placed on the market. The booklet 
contains 24 pages of descriptions, illustrations, price lists 
and other information of interest. One page is devoted 
to a description and illustration of the company’s in- 
sulated flexible couplings. 


Poole Engineering & Machine Co., Baltimore, has is- 
sued a new bulletin under the caption, “Do you know 
how Poole gears are made?” This bulletin describes and 
illustrates the Poole method of making machine moulded 
gears. Copies will be sent to interested mill supply 
men on request. 

i 


NEW WINSTON-SALEM COMPANY 
E. T. Nance, Formerly Noland Branch Manager, Has Opened a 
Plumbing and Mill Supply House 

Atlas Supply Company, Inc., Winston-Salem, N. C., is 
a new organization which formally opened for business 
April 1st at 236-238 South Liberty street, and which 
will do a strictly jobbing business in plumbing, steam, 
waterworks and mill supplies. E. T. Nance is president 
and general manager of the company. He was formerly 
local branch manager of the Noland Company, Inc., New- 
port News, Va. 

The authorized capital of the new company is $200,000, 
of which $75,000 has already been subscribed. In addi- 
tion to Mr. Vance, the officers of the company are: Vice- 
president, J. N. Davis, formerly actively identified with 
J. N. Davis & Co., drygoods, and later in the real estate 
business; secretary and treasurer, J. B. Futrell, who 
was formerly associated with J. N. Davis & Co. The 
board of directors, in addition to the officers, are: Paul 
P. Davis, formerly actively identified with R. J. Reynolds 
Tobacco Company as department sales manager, and E. 
L. Davis, who was associated with the same company in 
a similar capacity. 





NEW ELIZABETH SUPPLY HOUSE 
Brodhead-Murphy Company Has Opened for Business and Will 
Stock a Complete Line of General Supplies 
Brodhead-Murphy Company is the name of a new mill 
supply house which began business at 231 Broad street, 
Elizabeth, N. J., on April lst. The company is a New 
Jersey corporation and has started business with a paid 
in cash capital of $10,000. The officers are: President 
and treasurer, Frank M. Brodhead; secretary, James B. 
Murphy. Both were formerly associated with J. K. 
Larkin & Co., 253 Broadway, New York City, Mr. Brod- 
head as secretary and treasurer of the company, and 
Mr. Murphy as an outside salesman calling on the fac- 

tory trade. 

The new company will cover Union, Middlesex, Somer- 
set and part of Essex counties in New Jersey, and will 
also cover Staten Island, New York. It will carry a com- 
plete stock of mill supplies, including drills, reamers, 
taps, dies, nails, sand and emery papers, glues and tools 
of all descriptions, and will also stock belting and 
packing. 
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(Obituary ) 


George C. Holmgreen, vice president of the Alamo Iron 
Works, San Antonio, Texas, passed away in the Santa 
Rosa Infirmary Tuesday afternoon, March 31, following 
a brief illness. Mr. Holmgreen had undergone a surgical 
operation several 
months ago, but had 
apparently recovered 
from its effects. 
Three weeks ago he 
was taken ill, follow- 
ing his return from 
Galveston, where he 
had attended the an- 
nual conference of the 
Rotary clubs of the 
thirteenth district. 

Mr. Holmgreen was 
born in San Antonio 
May 18, 1884, the son 
of J. H. Holmgreen, 
president of the 
Alamo Iron Works, 
and Mrs. Holmgreen, 
He received his early 
schooling in the San 
Antonio public 
schools and West 
Texas Military Acad- 
emy, and later at- 
tended college in Ten- 
nessee. After leaving 
college, he became 
associated with his 

George C. Holmgreen father in the manage- 

ment of the Alamo 

Iron Works. Besides being vice president of the latter 

company, he was also president of the Alamo Steel & 

Supply Company, Houston, Texas, an affiliated organiza- 
tion. 














Mr. Holmgreen was a prominent Rotarian. In 1916- 
1917 he served as president of the San Antonio Rotary 
club, and in 1921-1922 was governor of the thirteenth dis- 
trict of that organization, this district comprising the 
entire state of Texas. His loss was keenly felt by the 
members of this organization, and when news of his pass- 
ing was received, the San Antonio club postponed its 
Rotary gridiron show, scheduled for Wednesday evening, 
April 1st. 

Besides his interest in Rotary, he was active in many 
civic enterprises, and at the time of his passing was a 
director of the San Antonio Chamber of Commerce. 

He is survived by his wife, Mrs. Jenny Cary Holm- 
green; his father and mother; one daughter, Miss Bar- 
bara Holmgreen; two sons, Charles and John Holmgreen; 
one brother, Herman Holmgreen, and two sisters, Mrs. 
Bertha Glenny and Mrs. Emma Lambert. He was a 
nephew of E. A. Holmgreen, Richard Holmgreen and 
Alfred Holmgreen, all of San Antonio. 

Private funeral services were held at his home, 1234 
West Russell place, Thursday afternoon at 2 o’clock, fol- 
lowed by public services in the First Presbyterian church. 
Rev. P. B. Hill officiated and was assisted by Bishop 
W. T. Capers and Rev. Hugh McLellan. Interment was 
in Mission Burial Park, San Antonio. 


New Standards of Service 
for Grease Cups and Safety Collars 


HE Link-Belt >Hex-Top~< 

Grease Cup is rugged, durable, 
convenient. Its distinctive hexa- 
gonal-shaped and slotted top is 
easily turned by hand, screw- 
driver, or wrench. Remains grease- 
tight through years of hard use. 
Specified as standard by many 
leading manufacturers. 


Link-Belt >Hex-Top~< 
Grease Cups and 
Malleable Iron 
Safety Collars are 
made of the same 
high-grade mate- 
rial used in Link- 
Belt chains —in 
service throughout industry. 















The outstanding advantages of 
Link-Belt Malleable Iron 
Safety Collars—split and solid 
types—are their superior de- 
sign, ruggedness, durability 
and light weight. The design 
is simple, convenient and 
practical. The set screws are 
well protected and the collars 
are easily tightened on the 
shait. Write for full par 
ticulars. 


> 





Chicago, 300 W. Pershing Road 
Philadelphia, 2015 Hunting Park Ave. indianapolis, 200 S. Belmont St. 


LINK-B' 














Ball Bearing Portable Blower 
— : 





$40.00 
Net 
Retail 
Soft Rubber Nozzle 
This “MARVEL” Portable Blower is designed for blowing 
dust and dirt out of MOTORS, GENERATORS, SWITCH 


BOARDS, LOOMS, KNITTING — and _ other TEXTILE 
MACHINERY, as well for GAS BLOW PIPES, GAS FUR 
NACES, etc. Has 20 feet high grade cable and armored plug. 


Perfectly balanced. Has TOGGLE SWITCH in handle, opet 
ated by thumb. Gives 16” water column pressure. 

Note the Metal Conduit carrying wires from motor to handle. 

Motor operates at 10000 R.P.M. on BALL BEARINGS. This 
Blower is a great time and labor saver, and its mechanical an 
electrical design gives assurance of a very long life, with a min 
imum of attention. 

Made with UNIVERSAL motors 
(A.C. & D.C.) for both 110 volt 
and 220 volts SHIPPING 
WEIGHT 18 lbs. Shipped on 10 
days’ trial ANYWHERE. 

Sell them to your customers. Write 
for Dealers’ Discount. mentioning 
this advertisement. 





MANUFACTURED By 


ELECTRIC BLOWER 
COMPANY 


352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 
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MOTOR PULLEYS. | .AMERICAN. SWISS. 


quality first requisite. Used by manufacturers of quality 


products, tool and die makers, instrument manufacturers, 
PAPER AND IRON machinists, jewelers, and other skilled workers. 
Prompt shipments are made r ; ADE. 
from our large stock of Paper ] q 






and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us a 
fill your motor requirements. 


TFLEPHONES Booklet with list of distributors gc interesting data sent 
MONROF ‘BirkreSMacnine‘Works upon request. a by the ages ealers. 

| nore ors || American Swiss File & Tool Co. 

| 456 N. Union Ave., Chicago | 410-416 Trumbull St., Elizabeth, N. J. 





























Sell the New Badger Car Mover Under Our cusrsnce 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 

well balanced and has a quick-acting compound leverage. It has the power and the 

speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 

maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., = Wrscensin 
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20 Years on the market without a Complaint 


Belts seldom wear out. From lack of proper attention the 
pulley side of a belt rots and cracks. ATLANTIC Belt 
Dressing will prevent this. Always made of high grade 
materials. We never lower the quality. Price reasonable. 
Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 




















When writing to Advertisers please mention Mitt Suppties. 
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A. L. MeCormick, formerly with the Detroit Oak Belting 
‘ompany, has joined the sales organization of the Chicago 
Belting Company and will represent the latter in Arkansas, 
Tennessee and northern Mississippi. He will work with and 


sist Hollis & Company, of Little Rock, and the J. E.. Dil- 


( 





A. E,. MeCoi niels 


worth Company, of Memphis and Vicksburg, in their terri- 
tories. Mr. McCormick is a Cornell University man, and was 
in the air service during the world war. He began his busi- 
ness career as a Goodyear salesman, later joining the mill 
supply department of the Cox Machinery Company, of Little 
fock. He will make his headquarters in Memphis, which is 
his home town. 

Alex. Paton, vice-president of The T. B. Rayl Company, 
Detroit, has been enjoying life in Florida for some weeks 
past. 

P. A. Myers, of F. E. Myers & Bro. Co., Ashland, Ohio, 
recentiy returned from an extended visit through the south 
and west. 

C. P. Lieblein has been appointed manager of the ma- 
chinery department of the W. M. Pattison Supply Company. 
He succeeds FE. F. EF r 





iers. 





W. E. Sisson has been appointed to succeed the late J. R. 
Garrison as southern sales representative of The Diamond 
Rubber Company, Akron, Ohio. 

C. ]). Little, general manager of sales of Crane Company, 
Chicago, has been elected a director and vice-president of the 
ompany to succeed the late Edward H. Raymond. 

William B. Schiller, president of the National Tube Com- 
any, Pittsburgh, has returned from a two months’ cruise, 
turing which he visited the Holy Land and Egypt. 

Howard F. Mevers, representative of The Ohio Injecto1 
Company, Wadsworth, Ohio, in Indiana, northern Kentucky 
and western Ohio territory, was in Chicago during the first 
week of April, and during his visit spoke at a sales confer- 
ence at one of the Chicago supply houses handling The Ohio 


Injector Company’s line. Mr. Meyers has been with the latter 
company for the past four years, and previously was asso- 
ciated with the Armstrong, Wolfe, Zimmerman Company, 
Pittsburgh mill supply house. 

W. |). Hamerstadt, of Rockwood Manufacturing Company, 
was elected president of the Indianapolis branch of the 
National Metal Trades Association at its recent annual 
meeting. 

Fred C. Schreiber, formerly a member of the sales organi- 
zation of the Stecker-Rumely-Wachs Co., has been appointed 
a member of the Chicago sales force of Manning, Maxwell 
& Moore, Inc. 

J. W. Porter, for 25 years active in the coal and iron in- 
dustry, has been elected vice-president of the Hammond Iron 
Company, Birmingham, Ala., formerly the Hammond-Byrd 
Iron Company. 

G. S. Tracy has been appointed advertising manager of 
the National Acme Company, Cleveland, to succeed L. E. 
Honeywell, who resigned. Mr. Tracy has been with the com- 
pany for several years. 

R. M. Jones, who was formerly with the Inland Steel Com- 
pany’s engineering department, has been appointed a member 
of the sales organization in the Chicago office of Manning, 
Maxwell & Moore, Inc. 


Charles S. Durkee has been appointed western district 
manager of J. H. Williams & Co., Buffalo, and will make his 
headquarters at 117 North Jefferson street, Chicago. His 
territory includes the west and southwest. 

Henry R. Bettis, formerly with the Illinois Tool Company 
and previous to that with the Union Twist Drill Company, 
has been elected vice-president and sales manager of the 
Midwestern Tool Company, a recently formed company with 
headquarters at 5215 Ravenswood avenue. 

L. M. Edwards, sales promotion manager of the Henry G. 
Thompson & Son Co., New Haven, Conn., stopped over for a 
day in Chicago on April 2nd while en route to the Pacific 
Coast. Mr. Edwards has been attracting considerable atten- 
tion recently through the medium of his novel messages to 
the trade. 

W. H. Murphy, formerly Brooklyn salesman for the Wal- 
worth Manufacturing Company, has been appointed sales 
manager of the company’s Long Island City branch. W. E. 
Stevens, whom Mr. Murphy succeeds, has been transferred 
to the home offices in Boston to succeed E. P. Kane as assist- 
ant to Vice-President W. P. Ayer, Mr. Kane having recently 
been appointed Chicago branch manager. 

Alvin M. Smith, president of Smith-Courtney Company, 
tichmond, Va., and secretary-treasurer of the Southern Sup- 
ply and Machinery Dealers’ Association, on Monday, April 
6th, began serving on the federal jury in Richmond. Between 
his duties as juryman and association work in preparing the 
convention program, Mr. Smith has certainly had plenty of 
“outside attractions” during the past month. 


George W. Jones, assistant general sales manager of the 
Pittsburgh Steel Company, is the newly elected president of 
the Triangle Club, an organization of Pittsburgh jobbers, 
dealers and manufacturers of mill, mine, plumbing, heating 
and allied lines. The other officers of the club for the ensuing 
vear are: Vice-president, C. S. Pitkin, manager, Crane Com- 
pany branch; secretary-treasurer, Ernest S. Cox, manufac- 
turer’s agent; board of governors, Robert F. Hunter, presi- 
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Surpass All Others 





Where Other Pulleys 
Fail 
Gilbert Pulleys 
Succeed 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 


























‘DREADNAUGHT BUCKEYE 


Automatically Oiled 
4 a POWER PUMP 


For Pressures Up to 100 Pounds 
always been favorites among SUPERIOR Built in Gve sizes 
furnaces of this type. Safety PRODUCTS 

and durability are guaranteed 
by solid brazed steel construc- 
tion throughout. A_ specially 
designed burner will melt 40 
pounds of solder in 10 minutes 
and will operate indefinitely 
without carbon trouble. Pump 
can be removed while furnace 
is in operation. 





























The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 





Each “Dreadnaught” 
securely packed with 
tip for kerosene. Tip 
for gasoline furnished 
only when specified. 


many excellent features not to be had in any other pump of 
its kind. It is an exceptional pump for general service. 


P. WALL MFG. SUPPLY CO. 


3126-66 Preble Ave., N.S, 


Pittsburgh, Pa., U. S. A. 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 
WALL PRODUCTS for INDUSTRIAL USE SPRINGFIELD, OHIO 
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dent of The Hukill-Hunter Co.; William T. Todd, Jr., sales 
manager, Somers, Fitler & Todd Company; E. C. Edmundson, 
Williams & Co., steel tubing; W. H. Harris, Pittsburgh Gage 
& Supply Company, and G. W. Christopher, district sales 
agent, Youngstown Sheet & Tube Company. 

Ernest O. Floyd, formerly sales manager for the Schwartz 
Belting Company, New York, and before that for many years 
sales manager for Bonner & Barnewall, Inc., New York, 
manufacturer of leather belting, has been appointed general 
sales manager of the Haroco Belting Co., Inc., with general 
offices at 51 East Forty-second street, New York. The com- 
pany is sole distributor in the United States of balata belting, 
manufactured by H. Rost & Co., Hamburg, Germany. A. G. 
Schleicher is president of the company. 





Factory Additions 
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The Union Metal Mfg. Co., Canton, Ohio, plans to build a 
factory addition at an estimated cost of $40,000. 

The Home Packing & Ice Co., Terre Haute, Ind., will build 
a factory addition at an estimated cost of $55,000. 

International Motor Co., Allentown, Pa., will build a one- 
story factory addition at an estimated cost of $75,000. 

The board of education, Buffalo, plans to build a manual 
training school addition at an estimated cost of $150,000. 

The Acme Steel Goods Co., Riverdale, Ill., plans to build 
a hot strip mill addition at an estimated cost of $200,000. 

The Standard Chair Mfg. Co., Cambridge City, Ind., will 
build a factory addition at an estimated cost of $60,000. 

Clark Brothers Nut & Bolt Co., Milldale, Conn., plans io 
build a one-story factory addition at an estimated cost of 
$42,000. 

The Illinois Glass Co., Alton, Ill., is reported to be planning 
to build a factory and power plant at an estimated cost of 


$500,000. 


The Thompson Ice Co., Key West, Fla., will build an 
addition to its ice-manufacturing plant at an estimated cost 
of S80,000. 

The Southwest Power Co., Fayetteville, Ark., is considering 
plans for additions to its generating station at an estimated 
cost of $100,000. 

The Calumet Gas & Electric Co., Valparaiso, Ind., will 
build additions to its power station and system at an esti- 
mated cost of $110,000. 

The New Bedford Boiler & Machine Co., 42 Frost street, 
New Bedford, Mass., plans to build a four-story addition at 
an estimated cost of $70,000. 

American Glass Co., Richmond, Va., plans to rebuild the 
portion of its plant which was destroyed by fire recently with 
damage estimated at $200,000. 

The DuPont Fibre Silk Co., River Road, Buffalo, is said to 
be considering plans for a new plant unit at Jacksonville, 
Fla., at an estimated cost of $2,000,000. 

The Oklahoma Gas & Electric Co., Oklahoma City, Okla., 
plans to make extensions in its plant, using portion of the 
proceeds of a bond issue of $8,000,000. 

The Lakeside Malleable Casting Co., Racine, Wis., will re- 
build the portion of its plant which was destroyed by fire 
recently with loss estimated at $75,000. 

The Bradford Supply Company, Bradford, Pa., is said 
to be considering plans for a one-story machine shop at 
Eldred, Pa., at an estimated cost of $25,000. 

S. Karpen & Brothers, Jackson avenue, Long Island City, 
furniture manufacturers, are building a six-story addition to 
their plant at an estimated cost of $675,000. 

Peavy-Moore Lumber Co., Deweyville, Texas, plans to re- 
build the portion of its sawmill and lumber plant destroyed 
by fire recently with damage estimated at $250,000. 

John E. Thropp Sons’ Co., Lewis street, Trenton, N. J., 
manufacturers of rubber mill machinery, is building a one- 
story machine shop at an estimated cost of $135,000. 

The Northern Conveyor & Mfg. Co., Milwaukee, plans to 
move to Janesville about June 1st, when a factory, which is 


MATTIE TT AT TWTE DT 
(WMG DUP 


TA 
NOLS: 





being constructed at McKay boulevard and Jerome street will 
be completed. It is understood that the new plant will require 
the purchase of additional equipment. 

Demmler Brothers Co., 100 Ross street, Pittsburgh, is 
building a six-story and basement storage and distributing 
addition to its plant at an estimated cost of $100,000. 

The Continental Car Company of America, Louisville, Ky., 
plans to rebuild the portion of its factory which was de- 
stroyed by fire recently with loss estimated at $500,000. 

The Bertha Consumers Coal Co., Chamber of Commerce 
building, Pittsburgh, will rebuild the portion of its mining 
plant destroyed by fire recently with loss estimated at $50,000. 

Wetmore-Henderson Co., Warren, Pa., manufacturer of 
mill-work products, may rebuild the portion of its planing 
mill recently destroyed by fire with loss estimated at $100,000. 

The Wabash Railroad Co., Railway Exchange building, St. 
Louis, is considering plans for additions to its repair plant 
at North Kansas City, Mo. at an estimated cost of $200,000. 

Richard Hellman, Inc., 606 Northern boulevard, Long 
Island City, manufacturer of salad dressing, is building a 
two-story machine shop and garage for company trucks, the 
estimated cost being $60,000. 

The Viscose Co., of America, Inc., Marcus Hook, Pa., is 
reported to be planning to build a new unit and power plant 
at an estimated cost of $3,000,000, and also to be planning 
a similar addition at Roanoke, Va. 

The Barrett Company, Philadelphia, manufacturer of roof- 
ing and coal tar products, is said to be planning to rebuild 
the portion of its Fairfield, Ala., plant recently destroyed 
by fire with damage estimated at $125,000. 

The Terre Haute, Indianapolis & Eastern Traction Co., 
Tribune building, Terre Haute, Ind., plans to build new 
shops to replace the portion of its works destroyed by fire 
recently, the replacement cost being estimated at $200,000. 





New Factories 








The Bruns Lime Works, Inc., Woodville, Ohio, will build a 
new plant at an estimated cost of $1,000,000. 

The Tucson Cotton Oil Co., Tucson, Ariz., will build a cot- 
tonseed oil mill at an estimated cost of $75,000. 

The Great Northern Railway Co., Troy, Mont., will build 
a new repair shop at an estimated cost of $150,000. 

The Stromberg Carburetor Co., Detroit, plans a new two- 
story factory building at an estimated cost of $50,000. 

The Pittsburgh File & Steel Co., McDonald, Pa., will build 
a one-story factory at an estimated cost of $100,000. 

The New State Ice Co., Oklahoma City, Okla., will build a 
new ice-manufacturing plant at an estimated cost of $100,000. 

The Brighton Mills, Inc., Passaic, N. J., will build a new 
cotton mill near Rome, Ga., at an estimated cost of $1,200,000. 

The Jefferson Compress Co., West Sixth street, Pine Bluff, 
Ark., will build a new plant at an estimated cost of $250,000. 

The Denver & Salt Lake Railroad Co., Denver, Colo., plans 
to electrify the Moffat tunnel, estimated cost of $2,500,000. 

The Bates Valve Bag Co., 8200 South Chicago avenue, Chi- 
cago, is building a new factory at an estimated cost of 
$50,000. 

The McCaskey Register Co., Alliance, Ohio, plans to build 
a new factory at Mount Union, Ohio, at an estimated cost of 
$500,000. 

The Cambridge Rubber Co., 748 Main street, Cambridge, 
Mass., will build a new factory building at an estimated cost 
of $65,000. 

The Kellogg Box Board Co., 219 East Superior street, 
Chicago, plans to build a new factory at an estimated cost 
of $150,000. 

The Southern Power Co., Charlotte, N. C., will build a 
new generating station at Rocky Creek at an estimated cost 
of $1,000,000. 

The Northwestern Sugar Refining Co., Bank of Italy build- 
ing, Oakland, Calif., is considering plans for constructing a 
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The “Blakeslee” Non-Auto- 
matic Water Jet Pump 


cheap apparatus for removing 
flywheel pits and founda- 
gas water tanks. The 





A simple and 
water from cellars, 
tion or for emptying 
motive power is hi-pressure water from mains. 
No Freezing—No Valves or other Moving 
Economical, Fool Proof. 


Wise 


Parts—Noiseless, 


Makes and Guarantees It. 


Blakeslee 
Shrewd Men Buy It. 


Dealers Sell It. 


Write for Bulletin No. 28 with full information. 


Blakeslee Mfg. Co., 10 Q St., Du Quoin, Ill. 





7 TRADE 


MARK “\ 
SE- m-Up- = 
Sockets and Mel 


One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
mary socket. 

BUT—grind a flat (time 3 minutes) on the 


broken drill, Slip it into a “Use-Em-Up” 

Socket, and it’s as good as a new drill. Bs 
Furnished in Sleeve orSocket Type. Specials 

made to order. ae 
Write for Jobber’s proposition, 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 
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ALWAYS A SOUND INVESTMENT 





Oduction is fa is done better—and your men are 
more contented if their toc = i are ‘a yays keen and sharp. igh quality 
rk is impossible with dull tools. ‘The 


BODINE TOOL GRINDER 
penetra Electric 


: incr easing 





soon 





istable tool rests, 


never an expense—a 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 





is claiming the attention of engineers and 
in economical power plant 


those interested 
The installation 


operation, as never before. 


Practical Force-Sight-Feed Oil Pumps 
on steam engines, steam pumps, compressors 
etc., eliminates all guess work. hey at 
iable, easily installed and ad 


osit iv e and r 
grade of oil with clock- 





just ed, and 
work regularity. 

One of the fastest selling and best paying 
power plant specialties on the market today 


Hundreds of Mill Supply Houses are now sell- 
If vou are not one of the num- 


The Great Screw- ing them, 
Feed Mechanical ber, write today for Catalog No. 30, prices, 
Lubricator ete. 


McCullough Mfg. Co., Minneapolis, Minn. 

















METALLO GASKETS 


Are made of corrugated copper with asbestos in- 
laid in the grooves. They give but do not crush 

Fit tight, even against rough or uneven flanges. 
For pipe sizes 1” to 24” Also made from 
monel metal, steel, etc. Special gaskets made to 
specification. Free samples to jobbers on request. 


METALLO GASKET CO., 242 Lafayette St., New York 
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CEO) PORTERS BOLT CLIPPERS| 
s= bby CAKUYUE 


Here is another style—the Angular Cutter 
with the cutting jaws set at an angle of 30°. 
Easy to get at out-of-the-way places. Saves 
stooping and reaching. One of the several 
types of PORTER BOLT CLIPPERS for 
cutting bolts, rods and wire. Also tools for 
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Real 
Belt 
Value 


Proven re-orders Par 
regular y Bsc 

tanned and an pal 
prices give dealers a gener- 
ous profit. Write us. 
AMERICAN LEATHER 
BELTING Co. 

1455 West Congress St. 


CHICAGO 
FE. H. Cornell, President 










MANUFACTURERS! 


| Even though you are not a regular ad- 
vertiser in MILL SUPPLIES, you 
should be interested in using space in 
the June issue—the annual conven- 
tion number. Ask for rates. Forms 


will close May 20. 
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new sugar mill at Kissell Station at an estimated cost of 
| $1,000,000. 

| The Hoffman Heater Co., 1705 South Eighteenth street, 
} Louisville, Ky., plans to build a new factory at an estimated 
i eost of $70,000. 

The Shawnee Copper Co., Eminence, Mo., is planning to 
| build a new mill and concentrating plant at an estimated 
i cost of $100,000. 

i The Titania Chemical Co., Glendale, Calif., will build a 
} new plant, power house and machine shop at an estimated 
+ cost of $200,000. 

The Utah-Idaho Sugar Co., Salt Lake City, is considering 
i plans for a new sugar mill at Chinook, Mont., at an estimated 


cost of $1,500,000. 

The Buss Metal Window Co., Nicollet avenue, Minne- 
apolis, is contemplating building a new factory at an esti- 
mated cost of $40,000. 


97T9R 


aw tice 


The National Smelting & Refining Co., 1842 Illinois avenue, 
Detroit, will build a new factory at Ecorse, Mich., at an esti- 
mated cost of $100,000. 

The Schlage Lock Co., 485 California street, San Francisco, 
is building a one-story factory at 244 Kearny street at an 
estimated cost of $50,000. 

The Western Arm & Mfg. Centralia, Wash., 
plans to build a steam-operated electric power plant at an 
estimated £100,000. 

The Atlantic 


considering 


Cross Co., 


cost of 
Coast Line Railroad, Wilmington, N. C., i 
plans for new repair shops at Tampa, Fla., at an 


estimated cost of $300,000. 


The Cascade Paper Co., Tribune Building, Tacoma, Wash., 


plans to build a new pulp mill at Steilacoom, Wash., at an 
estimated cost of $200,000. 

Louis H. Rettberg, Inc., 2828 Pennsylvania avenue, Balt 
more, will build a new meat-packing plant on Sixth street at 


an estimated cost of $200,000. 


The Weyerheuser Timber Co., Tacoma, Wash., is reporte 
to be planning to build a new mill at Longview, Wash., : 
an estimated cost of $350,000. 


The San Antonio Public Service Co., San Antonio, Tex., will 
build a new electric generating plant near New Braunfels at 
an estimated cost of $2,500,000. 

The Standard Gypsum Co., Citizens’ National Bank build 
ing, Los Angeles, plans to build a new 
at an estimated cost of $200,000. 


mill at Long Beach 


Wiiliam Schukraft, 948 Fulton street, Chicago, plans to 
build a new factory to manufacture automobile truck bodies, 
the estimated cost being $275,000. 

The Gold Dust Corporation, 239 West Thirtieth street, New 
York, will build a new plant and power house at 
at an estimated cost of $750,000. 


3altimore 


David Weber & Son, Fifth & Locust streets, Philadelphia, 
paper box manufacturers, will build a new three-story fac- 
tory at an estimated cost of $100,000. 

The Public Service Electric & Gas Co., Terminal building, 
Newark, N. J., plans to build a new automatic substation at 
Trenton at an estimated cost of $2,000,000. 

The board of education, Culbertson, Neb., may install 
manual training equipment in a new high school which is 
soon to be built at an estimated cost of $115,000. 

The Georgia-Tennessee Coal Co., a new Atlanta corpora 
tion, is said to have plans for establishing a new mining plant 
on Raccoon Mountain, near Chattanooga, Tenn. 

The board of education, West New York, N. J., plans to 
install manual training equipment in a new high school 
which will be built at an estimated cost of $650,000. 

The San Joaquin Light & Power Corporation, Fresno, Calif., 
will build the first of a chain of hydroelectric power plants 
on the Kings river at an estimated cost of $5,000,000. 

The Esdorn Lumber Corporation, 412 East 110th street, 
New York, plans to build a new woodworking mill at Leggett 
avenue and Barry street at an estimated cost of $75,000. 

The C. H. Stoelting Co., 3047 Carroll avenue, Chicago, 
manufacturer of scientific apparatus, will build a new factory. 








Increased Capital 











Commerce Motor Truck Co., Ypsilanti, Mich., will increase 
its capital from $200,000 to $500,000 to provide for expansion. 
The New Castle Mining & Clay Products Co., New Castle, 
Pa., is planning to increase its capital stock from $100,000 to 
$200,000, and will make extensions in its plant and equipment. 





New Corporations 








Alamo Corp., Hillsdale, Mich., $500,000, to manufacture 
and distribute electric fixtures and appliances; incorporators: 
Joseph T. Schlacke and others. 

The Neptune Mfg. Co., Masontown, Pa., $100,000, to 
manufacture electric curling irons and other electrical prod- 
ucts; incorporators: 1). S. Wright and others. 

funn Steel Products Co., Plymouth, Mich., $100,000, to 
manufacture metal products; incorporators: Andrew C. 
Dunn, Harry B. Garrison and Norman W. Cummins. 

The Central Storage Battery Co., Elizabeth, N. J., $125,000, 
to manufacture storage batteries; incorporators: G. R. 
Walsh, 272 North Broad street, Elizabeth, and others. 

The Perkins Mfg. Co., 785 South Fourteenth street, New- 
ark, N. J., $125,000, to manufacture automatic oil cut-outs, 
meters products; incorporators: James O. Perkins 


and other 
and others. 

Co., Greenawalt 
$50,000, to 


Industries Building, 
manufacture fly wheel ring 
Price, Ray Kauffman and Stan- 


Accurate Gear 
Springfield, Ohio, 
gears; incorporators: E. C. 
ley Kauffman. 
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; Field Notes ' 
' ‘ 
Crane Company, Chicago, is planning to build a new dis- 
tributing branch building at Springfield, Mass., at an esti- 
mated cost of $100,000. 
The Ross & Fuller Association, 1-3 Hudson street, New 


York city, has been appointed a distributor for the Columbus 
Anvil & Forging Co., Columbus, Ohio. 

Cameron Tool & Supply Co. is a new company which has 
acquired the plant of Spang & Co., at Cameron, W. Va., and 
will manufacture oil and well supplies. 

The Boston Gear Works Sales Co., Boston, has opened a 
branch sales and distributing office and warehouse at 
Eleventh and Arch streets, Philadelphia. 

The National Hardware Association of the United States 
will hold its annual convention in Cleveland May 15 and 16 
with the Hotel Cleveland as headquarters. 

It is understood that the proposed merger of several large 
steel and heavy hardware houses in the east, which was re- 
ported some months ago, has been abandoned. 

Charles W. Cromb Co., Philadelphia, manufacturer’s agent, 
has moved from 309 Drexel building to the machinery and 
exhibition department of the Bourse building. 


At the recent annual meeting of the Chicago branch of the 
National Metal Trades Association, Paul Blatchford, who had 
served 22 years as secretary, was appointed counselor of the 
branch. 

The Eastern Supply Association has retained the New 
York University’s bureau of business research to make an 
analytical study of costs of distributing plumbing and heating 
supplies. 

Among recent new distributors appointed by The Diamond 
Rubber Company, Akron, Ohio, are Anderson Supply Com- 
pany, Kansas City, Mo., and M. Schwartz Company, 
Bangor, Me. 

The Bonney Forge & Tool Works, Allentown, Pa., manu- 
facturer of drop forged wrenches and chrome vanadium 
wrenches, has consummated arrangements whereby G. W. 
Brogan, Inc., will handle its advertising and act as merchan- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











Every mill supply house 
should stock and catalog— 
DAVIS VALYWIE 


STEAM SAVERS SINCE 1875 
SPECIALTIES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 
Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


408 Milwaukee Ave., Chicago 


DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 








GO! 


7 ne is saved by a quick get-away. It’s 
true i. the shop as on the street. 
Mach lines are easily controlled by FRIC- 


TION CL U TCHES and no time is lost 
getting into tion 


SCHULTZ FRICTION CLUTCHES 









are successfully xerating all kinds of 
achinery TI 1ey are so simple that any 
vork can renew wearing parts 
e Osition tl an not be ‘hem. 
If you want to give yo customers rea 
] I ervice, write for particulars. 





A. L. SCHULTZ & SON 
1675 Elston Ave., Chicago, Il. 


\) WIZARE=S 
“Gale Slik 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 
Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 








Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 








Feces Hettrick 


—- The Standard 
HETTIRICI . 
Fabric Belt 


Sold by Dealers 


RETTRICIC 


HETTRICK The Hettrick Mfg. Co. 
Toledo, Ohio 


on 7 —" 2 z ack— > P 2 i 
The Belt of Service Red and Black—Conveyor and Transmission 





EXCELSIOR 
Wood Pulleys 


Strong—Light—Durable 
Absolutely the Best Wood Pulley 


Manufactured. 


We solicit your correspondence and orders. 


Excelsior Pulley Co., Inc. 
Cuba, N. Y., U.S.A. 








The New Idea in Thumb Screws 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mecbanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 





seller. Send for Deaier’s Sample Outfit. 
_ECONOMY | SCREW CORPORATION 
Cheol : r an d_ Oval He ad Tro , 


5215 Gevensweed ping Chicago, Ill, 





When renewing your subscription to 
MILL SUPPLIES, specify that you 
want it to include the 1925 Mill 
Supply Buyers’ Guide, if you have 
not already received a copy. The cost 
is merely nominal. They are the two 
publications that should be read and 
used by every distributor of mill 
supplies. 
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dising counsel. Among the other clients of the Brogan or- 
ganization are The Black & Decker Mfg. Co., Towson, Md., 
and the Manley Mfg. Co., York, Pa. 

The Dunnigan Tool & Supply Company, Panhandle, Tex., 
is building a new warehouse on West Second street. The esti- 
mated cost is $25,000. The company deals in oil well equip- 
ment and supplies. 

The Homestead Valve Mfg. Co., Homestead, Pa., recently 
appointed the following new distributors of its products: 
Fulton Supply Company, Atlanta; and W. A. Case & Son 
Mfg. Co., Rochester, N. Y. 

The annual Black & Decker Week was staged April 20 to 
25, with a window-trimming contest as the prominent feature. 
The number of entrants for the prizes this year surpassed 
that of previous years. 

The Carle Machinery Company was recently incorporated 
with headquarters at 546 East Woodbridge street, Detroit, to 
buy and sell used machine tools. The principals are A. E. 
Carle and George R. Shuman. 

The Buffalo Bolt Co., North 
H. B. 


St. Louis. 


Tonawanda, N. Y., has named 
A. M. Jones as district manager at 
Mr. Jones has been appointed assistant sales man- 
ager of the company at the home offices. 

GF. Co., Ltd., 801 Tchoupitoulas street, New 
Orleans, mill supply distributor, has been appointed New Or- 
leans district representative of the Elwell-Parker Co., Cleve- 
land, manufacturer of electric factory trucks. 


sevan to succeed 


Paterson 


Link-Belt Company, Chicago, has announced another price 
reduction on its Type “C” portable bucket loader and the 
“Cub” portable belt conveyor. Quantity production is cred 
ited with being the reason for the lower prices. 

The executives and salesmen of the Ohio-Walworth Com- 
pany, of Cleveland and Youngstown, recently were guests of 
the Youngstown Sheet & Tube Company on a visit of inspec- 
tion at the latter company’s plant at East Youngstown. 

The Transmission Machinery Company, Chicago, formerly 
located in the Transportation building, is now at 26 North 
Desplaines street, where the company is carrying a complete 
stock of lineshaft equipment ready for immediate delivery. 

W. M. Pattison Supply Company, Cleveland, has recently 
opened a special woodworking machinery department, with 
C. T. Sorensen as manager. It has taken the agency in Ohio 
for several prominent manufacturers of woodworking ma- 
chinery. 

W. J. Holliday & Company, Indianapolis, jobber of iron and 
steel, mill and machine shop supplies, will build a new two- 
story distributing building and a new office building. The 
former will be 100 by 300 feet and will contain the latest 
handling equipment. 

Crowther Hardware Company, San Angelo, Texas, jobber 
of hardware, steam, mill, well and auto supplies, has recently 
sold its business to the Harris-Luckett Hardware Company, 
according to a statement from Arthur H. Martin, formerly 
secretary of the company. 

The fourth national exposition of power and mechanical 
engineering will be held in the Grand Central Palace, New 
York, November 30 to December 5. It is understood that 
approximately 100 manufacturers have already taken space 
for exhibits at this power show. 

The Republic Rubber Company, Youngstown, Ohio, has in- 
stalled a large new electric sign over the main building of 
its plant. The sign is 200 feet long, 10 feet high and con- 
tains over 800 electric light bulbs. A visitor to Youngstown 
has no difficulty in locating the Republic factory. 

The B & B Pipe Shops Corporation has been organized 
with headquarters at 1112 Black building, Long Beach, Calif., 
to succeed the B & B Pipe Shops, Inc., selling pipe products 
and oil well supplies. The officers of the company are: Presi- 
dent, Charles W. Bardeen; secretary, H. A. Bardeen. 

The partnership formerly existing between J. L. Clarke 
and J. L. Purinton under the name of Factory Sales Co., man- 
ufacturer’s agent, St. Paul, Minn., has been dissolved by mu- 
tual agreement, J. L. Clarke retiring from the business. The 
company will hereafter be conducted by Mr. Purinton who 








will assume all obligations of the former firm. The Factory 
Sales Company represents among others the following mill 
supply manufacturers: Detroit Belt Lacer Co., Harker Man- 
ufacturing Company and Diamond Saw & Stamping Works. 
The address will remain as before at 739 Pillsbury avenue, 
St. Paul. 

General Machinery & Supply Corporation, 136 Liberty 
street, New York City, has taken additional space in the 
building at this address. The company moved last year from 
302 Broadway, and expansion of business since that time has 
necessitated larger quarters. S. R. Feldman is secretary of 
the company. 

The Keith-Simmons Co., Nashville, Tenn., jobbers of hard- 
ware and mill supplies, has acquired by purchase the whole- 
sale business of Gray & Dudley Co., that city. The latter 
company will concentrate its activities on stove manufactur- 
ing. It has been connected with the wholesale hardware field 
for the past 63 years. The change becomes effective July 15. 

Lorick Bros., Columbia, S. C., jobber of plumbing, heating 
and mill supplies and hardware, has been consolidated with 
Lorick & Lowrance, Inc., that city, and hereafter the business 
will be continued under the latter name. Lee A. Lorick is 
president and treasurer and Henry D. Lorick is vice-president 
and secretary. 

Chicago Leather Belting Club held its monthly meeting 
Tuesday noon, April 14, at the Machinery Club. The discus- 
sion centered about the question of belt drive versus direct 
connected motor drive, and the members of the club agreed 
that not sufficient publicity has been given to the many ad- 
vantages of the belt drive. 

The reduction of the “‘recognized variety” of steel lockers 
from 65 to 17 became effective April 1st, a sufficient number 
of manufacturers and distributors having formally endorsed 
the action taken previously by the general conference of the 
representatives of the steel locker industry. This is another 
completed step in the elimination of waste. 

The Union Twist Drill Company, Athol, Mass., in its an- 
nual report for 1924 shows net profits after depreciation of 
$51,440, compared with $376,448 in 1923. The company’s 
quick assets were $2,216,954 and its liabilities $111,259. Dur- 
ing the past year, the company reduced its outstanding first 
mortgage indebtedness from $1,500,000 to $1,226,000. 

Modern Grinder Mfg. Co., Milwaukee, Wis., is remodeling 
its Reed street building which was recently damaged by tire. 
George H. Ische, secretary and treasurer of the company, 
states that the company expects to be back in the old plant 
by September 1st. Meantime, operations will be carried on 
at 35-37 Erie street, as announced in last month’s issue of 
MILL SUPPLIES. 

Col. Samuel M. Nicholson, president, Nicholson File Com- 
pany, and Henry D. Sharpe, president, Brown & Sharpe Mfg. 
Co., both of Providence, are among the manufacturers select- 
ed by the car service division of the American Railway As- 
sociation to form a shipper’s regional advisory board for the 
New England States. A meeting will be held in Boston on 
May 8th. 

Freight car loadings for the first three months of this year 
amounted to 12,687,610 carloads, which is two per cent 
greater than the previous high record which was set last 
year, and four per cent greater than the 1923 figure for a 
corresponding period. According to compilations by the Bu- 
reau of Railway Economics, railroad freight traffic continued 
to be the greatest ever handled at this season of the year. 

The Foster Machine Company, manufacturer of lathes, 
and the Foster-Johnson Reamer Company, both of Elkhart, 
Ind., are two of five manufacturing companies included in a 
recent merger. The new corporation is to be known as 
Monarch Industries, Inc. The other companies in the merger 
are the Monarch Tractor Company, Watertown, Wis.; Krasco 
Manufacturing Company and the Monarch Radio Corpora- 
tion, both of Chicago. 

The Sandow Tool Company, New York, was ordered by the 
Federal Trade Commission to cease and desist from imprint- 
ing or stamping the trade-mark or brand “B & S” upon its 
products, and from using this trade-mark in any manner in 


























SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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“Christiansen” 


. The No. 401 Champion 
Malleable Clamp Fixture 


Steel Rivet Forge 


pareneonea mervneenvennshl 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 


| Strong 
E Li ght 










< —— makers, etc. The No. 401 Forge 

= has not only been adopted by this 

- ES UMSTART OS class of trade in the United States, 
=< Lamp FIXTURE 2 


but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


© Easily Operated 


inches ng, with 
crew is 1 inch above 
s in thickness, as 


U. S. Standard thread cut from cold r ds T 


! s sufficient f leing st yp t Write for catalog and price sheet. 
as a $ ar Mad I ft 4-ft 5-ft and 


C. CHRISTIANSEN, 2814-42 W. 26th St., CHICAGO 


Manufacturer of Woodworking Benches, Clamps, Hand Screws, Vises, 
Swing (at-Off Saw Tables, Bench Stops, Manual Training Furniture, ete. 


Champion Blower & Forge Co. 


Lancaster, Pa. 
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Canal 1133 


1530 


MASON 


Reducing Valves 
Are Standard 


Do You Carry 
Them in Stock? 


The Chicago Sanitary Rag Co., Inc. 


Vanufacturers of 


SANITARY WIPING RAGS 

NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 


2137-43 S. Loomis St. 











MASON REGULATOR CO. 


BOSTON, MASS. 
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Gtrand | WELDER O) 


Flexible Shaft OXY-ACETYLENE PROCESS 





Grinding, 
Polishing and a - 
Buffing Machine | Complete Welding and Cutting 
Hg etc | Outfits for All Requirements 
andy Too 3 
—— ones installed it Automatic Acetylene Generators Lead Burning Outfits 
ide caaaiiins Pag Bg | Brazing and Pre-heating Torches Welding Rod, Flux, etc. 
Several sizes — 
a Sen tee «(| Catalog and Prices on Request 
Manufactured by { © 
i cee ee | Imperial Brass Mfg. Co. 
5001-09 No. Lineoin St, | 511 South Racine Ave., Chicago 
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No. 32 TORCH | 1925 Edition 
soe many ROE a. | ENGINEERING DIRECTORY 


been the favorite with mechanics every- 





page ygn eS ee, ae Every manufacturer who sells through the supply 
-e je anc 18 Cc 4 4 a . . 
more powerful burner, producing over i trade can use the 1925 edition of the Engineering 
300 degrees more heat, burning high or | Directory, Sellers’ Guide Section. Gives names, 
low test gasoline perfectly, which places ; ‘ : H 
it in the lead of all single needle i addresses and other useful information about mill, 
Torches. No. 32 is always dependable i plumbing and heating supply houses. Buy now for 
for indoor use or outside work, under the z 
aac eeuate (ane. Gf GHIA’ “athe future use. The supply may not last through the 
weather. Jobbers supply at factory prices. j year. $3.00 a copy. 
Send for a catalog. | 
Citinneienwn oe | THE CRAWFORD PUBLISHING CO. 
No. 32 Torch 6257 Beaubien St., 537 S. Dearborn St., Chicago 


Ask for latest price DETROIT, MICH,, U. Ss. A. 
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connection with the sale of its products. The company agreed 
with the commission as to the facts in the case and con- 
sented to the issuance of the order. The commission found 
that the trade-mark imprinted on stamped rulers made by 
the company was identical with that of the Brown & Sharpe 
Manufacturing Company, of Providence. 

The Walworth 


Manufacturing Company, of Boston, an 
nounces the 


formation of the Engineering Products Division 
to co-operate with the engineering, production and sales de 
partments of the company on the development and distribu- 
tion of the new Walworth Sigma steel valves and fittings for 
power plant and oil refinery service. John M. Olmsted has 
been appointed general manager of the division with head- 
quarters in Chicago, and Fred W. Duemler, 
ager to be located in New York. 

The Marion Machine, Foundry & Supply Company 
Ind., has purchased from the Swartwout Company, Cleveland, 
Ohio, all the machinery, good will and patents covering the 
latter company’s line of metal buildings. All machinery and 
equipment for manufacturing these buildings will be shipped 
to Marion where a new factory is in process of erection. The 
Swartwout design contains several features, including a pat- 
ented, interlocking construction of joints that is 
strength, light weight, portability and 

Henricks & Howell is the 
turers’ agents which has started in 
street, New York city. The members of the firm are Arthur 
P. Henricks, formerly in a similar line of at 68 
Murray street, and Edward W. Howell, formerly 
associated with the A. Z. Boyd Company. firm will 
represent the Ferry Cap & Set Screw Cleveland; 
Evansville Tool Works, Evansville, Barcalo Mfg. Co., 
Buffalo; Mathias Klein & Sons, Chicago; Hollands Mfg. Co., 
Erie; Sands Level & Tool Co., Detroit; Clayton & Lambert 
Mfg. Co., Detroit; Pittsburgh Shovel Company, Pittsburgh; 
Faultless Caster Co., Evansville, Ind.; and Ohlen-Bishop 
Company, Columbus, Ohio. 
rubber goods exports from the United States 
in February were about equal to those in January. Exports 
of rubber packing were relatively low. The mechanical rub- 
ber goods foreign trade has been less active in the last four 
months than in any other period for the past year and a half, 
according to official reports. The average value per pound 
of rubber belting exports in 1924 was about 59 cents. Dur- 
ing February, 1925, the average unit value was only 52 cents. 
The leading markets for belting in February were Canada, 
48,006 pounds; Chile, 40,001 pounds; Mexico, 23,156 pounds; 
the United Kingdom, 22,618 pounds; Sweden, 13,826 pounds; 
the Philippines, 13,234 pounds; 12,102 pounds; and 
British Guiana, 11,684 pounds. 

Hudson Belting Company, Worcester, Mass., manufacturer 
of leather belting, has been completely reorganized. Fred- 
erick M. Hudson, formerly principal owner of the business, 
has retired. The capital has been increased to $200,000 pre- 
ferred and 3,000 shares of no par value common stock. The 
new officers of the company are: President, John W. Grant, 
formerly vice-president and general manager, Palmer Belting 
Company, Bridgeport, Conn.; treasurer and clerk, Robert N. 
Blakeslee, Jr., of Bridgeport; vice-presidents, Robert N. 
Blakeslee, of Bridgeport, and Thomas T. Pond, Boston. 
In addition to these officers, the directors of the new company 
are: Charles E. Hough, president of the City National Bank, 
Bridgeport; Francis H. Dewey, Jr., of Worcester, and Sher- 
man L. Whipple, , of Webster, Mass. 

Smith & Woodbury Company, 55 
Oregon, 


assistant man 


, Marion, 


said to give 
ease of erection. 
name of a new firm of manufac- 


business at 41 Murray 


business 
who was 
The new 
Company, 
Ind.; 


Mechanical 


Japan, 


Second street, Portland, 
was recently appointed by Chicago Pneumatic Tool 
Company as its distributor in Oregon and Southwest Wash- 
ington, and will carry in stock a representative line of pneu- 
matic and electric tools, rock drills and other products as well 
as service parts, which will be stocked in an up-to-date serv- 
ice department in charge of capable mechanics. Among the 
representative mill supply manufacturers whose lines Smith 


& Woodbury Company stocks are: Armstrong Bros. Tool Co., 
Chicago; Brown & Sharpe Mfg. Co., Providence; Bourne- 


Fuller Co., Cleveland; Carborundum Co., Niagara Falls; 





Greenfield 


Tap & Die Co., Greenfield, Mass.; Jenkins Bros., 
New York; 


Lake Erie Bolt & Nut Co., Cleveland; Victor Saw 


Works, Middletown, N. Y.; Whitman & Barnes Mfg. Co., 
Akron; Yale & Towne Mfg. Co., Stamford, Conn., and 


Youngstown Sheet & Tube Company, Youngstown, Ohio. 


CLASSIFIED ADVERTISEMENTS 








lassificd Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
’ ) ( nine vords to a line. 








SALESMEN WANTED 





WwW ANTE D—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend- 
ing on territory. Write for particulars giving reference and 
present occupation, territory covered, etc. Address No. 780, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 

WANTED—Mill supply salesman for Orient, preferably 
one who speaks Spanish. State age, experience, references, 
salary expected. Address No. 818, care MILL SUPPLIES, 537 


S. Dearborn St., Chicago. 

WANTED—Salesman for New York metropolitan dis- 
trict, covering jobbers of mill supplies. Address No. 817, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


" SITUATIONS WANTED 


W ANTE D—Thoroughly experienced mill supply m: man de- 
sires to make a change. Executive and sales experience 
Would consider position with either manufacturer or jobber, 
northern or southern territory. Address No. 803, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Position as factory representative to conduct 
sales and service division in Chicago for plant out of city. 
Would also consider supervising distributing depot in Chi- 
cago. Address No. 815, care MILL SUPPLIES, 537 So. Dear- 
born St., Chicago, Il. 





Statement of the ownership, management, circulation, etc., required by 
the Act of Congress of August 24, 1912, of MILL SUPPLIES, published 
monthly at Chicago, Illinois, for April 1st, 1925. State of Illinois, County 


of Cook—ss, 
Before me, a 


notary public in and fer the State and county aforesaid, 
personally appeared Clay C. Cooper, who, having been duly sworn accord- 
ing to law, deposes and says that he is the General Manager of MILL 
SUPPLIES and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily 
paper, the circulation), ete., of the aforesaid publication for the date shown 
in the above caption, required by the Act of August 24, 1912, embodied 
in section 443, Postal Laws and Regulations, printed on the reverse side of 
this form, to wit: 


1. That the names and addresses of the publisher, editor, 
editor, and business manager are: Publisher, The Crawford 
Co., 537 S. Dearborn St., Chicago; editor, Clay C. Cooper, 537 
St., Chicago: manayving editor, Clay C. Cooper, 537 
Chicago; general manager, Clay C. Cooper, 537 S. 

2, That the owners are: (Give 
owners, or, if a corporation, give its 
of stockholders owning or 


of stock.) The 


managing 
Publishing 
Dearborn 
Dearborn S&t., 
Dearborn St., Chicago. 


937 S. 





names and addresses of individual 
name and the names and addresses 
“ai 1 per cent or more of the total amount 
Crawford Publishing Co.; B. H. Crawford McNash, Wheel- 
ing, W. Va.s Bred ge a Scott, Ann Arbor, Mich.; John Harrison 
McNash, Wheeling, W. John Trix, Detroit, Mich.; Clay C. Cooper, 
Chicago, Ill. ; Frederick hy ‘Grawford, Philadelphia, Pa. 


3. That the known 


bondholders, mortgagees. and other security hold- 
ers owning or holding 1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are none, so state) None. 


4. That the two paragraphs next above, giving the names of the owners, 


stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or any other fiduciary 
relation, the name of the person or corporation for whom such trustee 
is acting, is given; also that the said two paragraphs contain statements 
embracing affiant’s full knowledge and belief as to the circumstances and 
conditions under which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold stock and securities 
in a capacity other than of a bona fide owner; and this affiant has no 
eason to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other securities 
than as so stated by him. 

5. That the average number of copies of each issue of this publica- 


tion sold or 
during the 


tion 18 


distributed, through the 
six months preceding the 
required from daily 


mails or otherwise, 
date shown above is. 
publications only.) 


to paid subseribers 
ieee (This informa- 


CLAY C. COOPER, 


General Manager. 


Sworn to and subscribed before me this 3lst day of March, 1925. 
(Seal) HERMAN A. DICK, 
(My commission expires Feb. 2, 1929.) 
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ALLEN 


the 30°% stronger hollow screu 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%4” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Ailen booklet, with its charts of sizes and 
Prices, wii make titseif useful to every mill sSup- 


ply dealer who sends for itt 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—-resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 





To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 


No, 17. 


REVERSO: — Bronze body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 

IROVERSO:—lIron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F 


No. 780 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 











Round Rawhide Pins 


(used in connection with metal belt lacings) 


We are the manufacturers of 
these and now offer our prod- 
uct direct to the jobbing trade. 


Twisted Round 
“Safety Lacing’”’ 


A round wire-like stretchless, non- 
metallic belt lacing which is stead- 
ily replacing the ordinary round 
metal wire lace. 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 


Rawhide — Indian Tan Krome 











She . DIRECT WATER 
newMYE R< SYSTEMS 
/ *®\ PUMP FRESH WATER | 


\d yi) DIRECT FROM THE WELL 
TO YOUR FAUCETS) » 





For homes, 
farms, estates, 
summer __ cottages 
and similar places. Pump fresh water 
direct to faucets from well or cistern. 
Satisfactorily meet installation, capacity 
and operation requirements. No un- 
certain theories envolved—No experi- 
ments to try out—Myers Water Sys- 
tems have over fifty years of pump 
building experience behind them to 
guarantee quality and dependability. 
Catalog and 
prices to the 
trade. Write to- 





MYERS 
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MckR & ik rts Co. 
The Wm. Powell Co 
The Roberts Brass Mfg. Co. 
ACID RESISTING PAINT 
ANVILLS 
C - & Forging 
AP RONS, LEATHER 
i 
gO Rawhid Mt Be. 4 
1 inc, 
“BAB BUTT METALS 
inu & Corp. 
any 
BARR ELS, STEEL 
I t Bc Cory 
bn ARRELS, TUMBLING 
hoye i indry & Machine Co, 
"BEARINGS, BRONZE 
I hie 5 I I , ss & I < € < 
ur x Uc 
Oberdt er bI . 
Stewart Manufacturing Corp, 
BEARINGS, BRONZE, BABBITTED 
Th ing Brass & B ze Co, 
BEARINGS, SHAFT, BABBITTED 
Be ! Machine Co, 
mam. W. ‘ uw é n ) 
The Hill Clute h, Mac hine Foundry Co, 
fue M y 
I & M e Co 
Vi I Vi 
l I Wood’s sons Co, 
BEARINGS, SHAFT, BALL 
go Pulley & Shafting Co. 
Skayef Ball Bearing Co 
BEARINGS, SHAFT, OLLLESS 
Arguto Oilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 
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I ("hic ) ( 
‘Cantol Belt Wax’’—E, C. At 
Cl go Rawhit Mfg. Co. 

t Dixon ¢ ib 
Edward R, La 
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Richmond Belt Dre 
Chas. A. Schieren Co 
Stanley Belting Corporation 

















Victor Balata & Textile Belting Co. 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 
Detroit Belt Lacer Co, 
Flexible Steel Lacing Co. 
BELT LACINGS, LEATHER 

A sng Brothers 

! Belting Company 
( chic ago Rawhide Mfg. Co, 





“Cocheco”—I. B, Williams & Sons 
Edward R. Ladew Co., Inc. 
Chas, A. Schieren Co 

BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 


Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 


=. oe 
T. B, Wood's Sons 

BELT TG HTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
Link-Belt C ompany 
The Medart Company 
T. B. Wood's Sons Co. 

BELTING, BALATA 
Victor Balata & Textile Belting Co. 

BELTING, CANVAS STITCHED 
The Hettrick Mfg. Co. 
The Mechanical Rubber Co, 
Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 

The Diamond Rubber Co., Inc. 


PAIS TNA AA 
v7 \t tyaxi Y 
VE TONETONETONETONE/OVEONETO\E ONE TONO\EOVE OVE OVE (ONE 7O\E i 


The He Mfg. Co. 
The Seeenamies 11 Rubber Co, 
New York Belting & Packing Co. 

















The Rept Rubber Co, 

Stanley Belting ¢ Jorporé ation 

Victor Ba & Textile Belting Co. 

BEL TING, COTTON, SOLID WOVEN 

St: " iting Corporation 

Vic a & Textile Belting Co 

BK 4 TING, IMPREGNATED 

The Hett Mfg Co. 

Stanley Beit Corporation 

BE: a, LING, LEHATHER 
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Geo. Rahmann & C+ 
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TWISTED 








Ba ata & Te xtile 
BELTING, 


Alexander Brot 


Belting Co. 
WATERPROOF 





Chicago Rawhide Mfg. Co. 
The Hettrick Mfg. Co. 

Edward L, Ladew Co., Inc, 
Moloney Belt Company 








Ww. S. N Company) 
Geo. Rahmann & Co, 
Chas, A. Schieren Co. 
LB. we s & Sons 





ata & Textile Bel 
BELTS. WELT DRILLING 

Chicago Belting Company 

The Hettrick Mfg. Co. 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 
BENCHES, CABINET MAKERS’ 

Cc, Christiansen 
BENC HES 

Leiman Br 


Victor B: 





ting Co. 





(WORK), JEWELERS 


BE NCHES, MACHINISTS’ 
Cc. Christiansen 
BENCH LEGS 
The Hill Clutch, Machine & Foundry Co. 
Standard Pressed Steel Co. 
BENDS AND COILS, PIPE 
Chicago Nipple Mfg. Co. 
BINDERS, LOOSE 
The Heinn Company 
BLOCKS, CHAIN 
Ford Chain Block Co, 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co, 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co, 


LEAF CATALOG 
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ha pic ver & Forge Co, 
Electri r Co. (forge, exhaust, ventilating 
Leim 
BLOWE RS, digit ELECTRIC 
t B er Co. 
BLOW K Rs, SANDBLAST 
Leiman sros. 
BOLL. “ R ROOM PAINT 
The Nitrose Cor 
BOLL ER TUBES 
National Tube Co, 


BOLLERs, TUBULAR 
Henry Vogt Machine Co, 


AND WATER TUBE 





BOI Ts, NUTS AND SCREWS 
Star rd Pressed Steel Co. 
BOXES TOTE 


Mullins Body Cor 
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The Medart Company 
T B. W ood s Sons Co, 
BRASS GOODS, STEAM 
American Injector Co 
Deti Lub itor Cc 
McRae & Roberts Co 
Penberthy I « Co, 
Sherw oc M: turing Co, 
The Rober 3; Mfg. Co. 
The Wr 
Sh 
Ste g Mf¢ 
The D. T. W i s V Co. 
BR AZING. ‘OU TF ACETYLENE 
Imperial Brass Mfg, Co, 
pag ss CORED AND SOLID 
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Arthur 


Ha urris & Co. 
M. L. Oberdorte Ss oO. 
Stewart Manufacturing Corp. 
BROOMS, FACTORY, be -paatataa AND 
RAILR¢ 
Ind napolis Brush & nouns ats. Co. 
T) 





ENCH, 
ins srush & 
Joseph Lay Co. 
BUCKETS, ~ " LEVATOR 


FLOOR, ETC, 
Broom Mfg. Co. 








H. W. 

Linl 

“Salen Mulli ns Body Corporation 
BURNERS, GASOLINE AND KEROSENE 


Clayton & Lambert Mfg, Co. 
BUSHINGS, BRONZE 
Bunting Brass & Bronze Co, 
Oberdorfer Brass Co, 
Stewart Manufacturing Corp. 
CABINE FILING 
Fireproofing Co, 
CABINETS, METAL 
reproofing Co. 

CANS, EXCELSIOR 





The General 


General F 


Geo. W. Diener Mfg. Co. 
CANS, OIL, SUPPLY 
PrP. Wall Mfg. Supply Co, 


CANS, OILY WASTE 
Diener Mfg. Co. 
CANS, SAFETY, 
Diener Mfg. Co. 

CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
CASES, FILE AND TRANSFER 
General Fireproofing Co. 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
Bond Foundry & Machine Co, 
The Faultless Caster Co 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch, Machine & Foundry Co. 
Tilinois Malieable Iron Co, 

Link-Belt Company 
Poole Engineering & Machine Co. 
CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co, 
Poole Engineering & Machine Co, 
CATALOGS, MILL SUPPLY 
The Cuneo Press, Inc. 
R. R. Donnelley & oa Co. 
The Heinn Compan 
CEMENT, ‘LEATHER BELT 
Alexander Brothers 
Chicago Belting Company 


Geo. W. 


GASOLINE 
Geo. W. 


The 
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mention Miri Surprise. 
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Chicago Rawhide Mfg. Co. 
Cocheco—I, B, Williams & Sons 
raw R. idew ew: ee 
Chas, A, Schieren Co, 

FIre JOINT 


CEMENT, 


CHLALN BE LTS 


CHAIN DRIVES, SILENT 


CHEESE CLOTI 
I . M Vast \ 
CLAMPS, BEL! 
CLAMPS, “C' 
a 


- H, Williams & ) 
CLAMPs, HOsE 
. 2 Mf. 
CLAMPs, _WESEWSSRE RS’, ADJUSTABLE 
r LEANERS, FLUE 
Sherwood Mfg, Co. 
CLIPPERS, BOLT 
BS. mw, 3 te 
CLOG BS, Ww a a N's 
( LOSE rs, FROsT PROOE 
Ss 4 
¢ LOTHS, Pia — 
Sar ’ s ey "In 


CLUTC HES, =e TION 
M 





Bond Foundry & 

Chicago Pulley & Co 

Dodge Manuf turing Cot ration 
Edgemont Machine Co., The 

The Hill Clutch, Mi achine & Foundry Co, 





L 

The art 1 

The Moore & WI! 
T} > , 


A. L. & chul tz & Son 
Va Wor 
T. B we i's Sons Co 
AIR 
Ar r 1 
McRae & 





The Wm, Powell Co, 
The Roberts Brass Mfg. Co. 
The Sterling & S} Mfg. Co. 
The D. T. Williams Valve Co. 
cOcKsS, BALL 
Detroit Lubricator Co, 
McRae & Roberts Co, 
The Sterling & Skinner Mfg. Co. 
COCKS, CORPORATION 
Powell Co, 
COCKS, CYLINDER 
The Roberts Brass Mfg. Co. 
The Sterling & Skinner Mfg. Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros, 
McRae & Roberts Co, 
“Ohio’’—The Ohio Brass Co, 
. Powell Co. 
The Roberts Brass Mfg. Co. 
Sherwood Mfg. Co. 
The Sterling & Skinner Mfg. Co. 
The D. T. Williams ve 
cOcKS, STEAM 
McRae & Koberts Co. 
The Wm, Powell Co. 
The Roberts Brass Mfg. Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co 








AND SERVICE 





COGS, FOR MORTISE GEARS 
Menasha Wood § € ‘o. 
Poole Engineering ) J 2 Co. 
COILS mig BENDS, PIPE 
cr ago Nipp M 
COLL ARS, SHAFT 


Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co 
Standard Pressed Steel Co. 
Valley Iron Works 
T. B. Wood’s Sons Co. 
COLLARS, SHAFT, 
Link-Belt Company 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
CONVEYORS, FOR ALL PURPOSES 
H, W. Caldwell & Son Co. 
Link-Belt Company 


MALLEABLE IRON 


COPPERS, SOLDERING 
Chicago Solder Co. 
COUNTERSHAFTS 


Chicago Pulley & ——a _ 
Edgemont Machine Co.. 

The Hill Clutch, Machine = Foundry Co. 
The Medart Company 

Royersford Foundry & Machine Co, 

T. B. Wood's Sons Co. 
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CUOLPLINGS, HOSE 


s n Mfg. Co 

( ol PLINGS, -PIPE, FLEXIBLE 
Moran Flexible Steam Joint Co, 

COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
N, A. Strand & Co. 
CUUPLINGS, SHAFT 

Chicago Pulley & Shafting Co. 
Dodg Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 


Con pany 

‘oundry & Machine Co, 

Foundry & Machine Co 

: iard Pressed Steel Co. 

T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, 

Birkle Machine Works 

Bond Foundry & Machine Co. 

The Hill Clutch, Machine & Foundry Co. 

T. B. Wood's Sons Co. 

COUPLINGS, SHAFT, 

nige Mfg. Corp. 

tigemont Machine Co., The 

1e Hill Clutch, rey hine & Foundry Co. 

Whit 

‘Company 

Schultz & Son 

B. Wood's Sons Co 
COUPLINGS, SHAFT, 
Foundry & Machine Co, 

COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRAYONS, LUMBER 





FLEXIBLE 





FRICTION CUT-OFF 








MARINE 


seph Dixon Crucible Co, 
CUPs, LEATHER 

Chie ago Rawhide Mfg. Co. 

Edw Rn. Ladew Co,, Ink 


The Wi atson- Stillman Co, 
CUPS, OIL AND GREASE 


Americé an = ctor Co. 


Detroit Li eator Co. 
Penbe thy Injector Co. 
The Wm. Powell Co, 
Sherwood Mfg. Co. 


D. T. Williams Valve Co 
CUPS, GREASE, MALLEABLE 
-Belt Company 
CUTTERS, BELT 
Clipper Belt Lacer Company 


Lacer Co, 


IRON 





CUTTERS, BOLT, 
H, K, Porter 


CUTTERS, 


ROD AND CHAIN 


GASKET AND WASHER 


Kkdw i Rn. Ladew Co., Inc 

CUTTERS, GLASS 
American Saw & Mfg. Co. 

( t — MILLING 
Twis yr >. 

Cc UTTERS, PIPE 
Armstrong Bros. Tool Co. 
Greenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 

CYLINDERS, WATER, AIR OR GAS 


National Tube Co 

DESKS, STEEL, OFFICE AND FACTORY 
The General Fireproofing Co, 

DIES, PIPE THREADING 

Armstrong Bros. Tool Co, 
(yreenfield Tap & Die 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


Corp, 


DIPPERS, COPPER 
Arthur Harris & Co, 
DISCS, VALVE 


Jenkins Bros. 
Metallo Gasket Co. 


DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
DRILLING POSTS 
Armstrong Bros. Tool Co. 


Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co, 
N. A. Strand & Co, 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp, 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co, (acid) 
Penberthy Injector Co. 
Sherwood Mfg. Co. 


ELIMINATORs, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co 
Sterling & inner Mfg. Co. 
Sherwood Mfg. Co. 
i me Williams Valve Co. 
EXPANDERs, 
The Watson-Stillman Co, 
Lovejoy Tool Works 
EXPELLERS, OLL 
rh V. D. And 









TUBE 


AND MOISTURE 






Xl ENSIONS, TAP 
Ihe Allen Mfg. Co. 
ENTINGUISHER LIGUID 


Geo, W. Diener Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo, W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
tric Blower Co, 


FASTENERS, 
ate Bristol Company 
rescent Belt Fastener Co, 
F lexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
lhodge Manufacturing Corporation 
The Swartwout Company 


FEEDER VALVES, STEAM HEATING 
BOILER 


BELT 


Nason Manufacturing Co, 
FILES 


American Swiss File & Tool Co. (Precision, 
diemakers’, toolmakers’, jewelers’, machin- 
ists’.) 

Scandinavian Western Importing Co., Ltd. 


FILLERS, BARREL 
le Steam Joint Co, 
FILLERS, OILER 
I’, Wall Mfg. Supply Co. 
FIRE FIGHTING DEVICES—UN 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 
WRITERS’ APPROVED 
Diener Mfg. Co. 
FITTINGS, HIGH PRESSURE 
Chas, F. Elmes Engineering Works 
Henry Vogt Machine Co. 
The Watson-Stillman Co. 


Moran Flexi 


NDER- 


Geo. W, 


FITTINGS, HOSE 
li, B, Sherman Mfg. Co, 
FITTINGS, HYDRAULIC 





Chas, F, Elmes Engineering Works 
Henry Vogt Machine Co, 
The Watson-Stillman Co. 
FITTINGS, PIPE, 
lil. B, Sherman Mfg. Co, 
FITTINGS, PIPE, MALLEABLE 
Illinois Malleable Iron Co. 
Walworth Mfg. Co. 
FITTINGS, PIPE, STEEL 
Chas. F, Elmes Engineering Works 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 
FLEXIBLE SHAFT EQUIPMENTS 
N. A. Strand & Co, 
FLOATS, 
The V. D. Anderson Co, 
Arthur Harris & Co, 
FLOOR HARDENERS, 
The General Fireproofing Co, 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co. 
The Medart Company 
Royersford rounary & Machine Co, 
B. Wood's Sons Co. 
FLUX, SOLDERING 
Chicago Solder Cc 
FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
T. B. Wood's Sons Co. 
FORGE BLOWERS, ELECTRIC 
Blower Co, 
FORGES, BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Tool Works 
FRAMES, HACK SAW 
E. C, Atkins & Co., Inc, 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co, 
T. B. Wood's Sons Co. 
FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co. 


BRASS 


COPPER 


CEMENT 


Electric 


ee ee 
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A Type for 
Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 











Gauge Glasses 


Safety Always 


For some purposes ordinary 


gauge glasses are suitable. but 


where safety is a factor. Libbey 


is the glass to use. 


The Libbey Glass Mfg. Co. 
Toledo, Ohio 
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INLULULLUUUANTAL 








is the day you May 
use the 


Genuine 
Nason 
Steam 
Trap 





Class B, 1 to 20 lbs 


That’s every day 





Class C, 20 to 70 lbs. We have a Bulletin showing 
this and the other famous Na- 
son Specialties which have 


led since 1841. 


Write for it 


NASON MFG. CO. 


Steam Specialty Specialists 


71 Fulton St. New York 





Sidelug, 40 to 150 lbs. 














Our Line is the Recognized Standard on 











Air Cocks 
Air Valves 
Cylinder Cocks 


Gauge Cocks 
Water Gauges 
Priming Cocks 






Write 


for 
Catalog 





| THE 
_ STERLING & SKINNER MFG. CO. 


DETROIT, MICH. 
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rT? BT a 
ABS Ee: > 
j Diamond Rubber Co., Inc, HEAT RESISTING PAINT 
' Hewitt Rubber Co, The Nitrose Company 
| The Mechanical Rubber Co. Sag i are a 
; 2 ae eae a packitie Ge HEATERS, FEED WATER 
i The Republic Rubber Co, The Swartwout Company 
i Scandinavian Western Importing Co. HEATERS, GLUE, STEAM AND GAS 
| The ner B Ww Nason Manufacturing Co, 
, a Mts, © HOISTS, CHAIN 
' ~ 3 ee Ford Chain Block Co, 
i GAGE GLASSES Wright Mfg, Co. 
j =“ “a Ss _s ; The Yale & Towne Mfg. Co. 
rs Co 
a : HOLDERS, TOOL. 
: GAGES BYDRAt Lic Armstrong Bros. Tool Co. 
' . I Et gs Works J. Williams & Co. 
1 Ww anes man Co, HOOKS, BELT 
GAGES, L Qt ID AMMONIA The Bristol Company 
Nason Manufacturing ¢ Flexible Steel Lacing Co. 
GAGES, Ww ATER HOSE, COTTON 
' Amer » Inj ( Co mond Rubber Co., Inc. 
| Detroit Lubricato c Mech Rubber Co, 
| McRae & Ro York Belting & Packing Co. 
| Nason Manuf HOSE, RUBBER 
j Penberthy Diamond Rubber Co., Inc 
| The Penn liveries ian &3 es ; 
| The Wm mii dle A 
' Th DP nthare The Mechanical Rubber Co, 
i ciavtian & , New York Beiti ng & Packing Co. 
H alate Fy 7 The Reputl ver Co, 
I 
/ UYDRAL L IC _LEATHER 
i I 
| eer ‘ Co Chicago Rawhide Mtg. Co 
| Metallo ‘o Ch . E s En ering W¢ 
| New York ting & Packing Co Chas. A. Schieren oe 
' = The Wa ymn-Stillms Co. 
__ GEARS INJECTORS 
i American Injector Co. 
| mH. W w & Sor Penberthy Injector Co, 
Tt Hill Cl } M r & oundry Co whe — Ra ly cia 
Coggins - ‘+ KS, 11 TING 
Poole E & Machine Co. (all kinds) W 
vy lool Works 
G SEARS, RAWEIDS JOINTS, EXPANSION, COPPER 
Shicago Rawt e Mfg. C« ‘ 
GEARS, SPE ED REDUCING JOINTS P IPE, FLEXIBLE 
The Hill Clutch, M 1e & Foundry Co. : Seid : 





Poole Engineering & Mz chine Co. 
GENERATORS, ACETYLENE 
Imperial Brass Mfg oO 


GLASSES, GAGE 








Tr ey Glass Mfg. Co 
ri gers @ ( ‘Oo. 
GRAPHITE ro ALL PURPOSES 
Joseph Dixon Crucible Co. 
GREASE, tg ae 
Bond Foundry & Ma ‘o., ““Bondeline”’ 
Joseph Dixon Crucible ‘o 
Royersford Found: y & Machine Co. 
GRINDERS, BENC w AND FLOOR 
I I ry & M 
hicago Pulley & Shafting ‘0. 
Royersf¢ ‘oundry & Machine Co, 
Ww in B4 e Co 
GR INDERS, ELECTRIC 
A Me r M 


T I & cer Mfg 
Bodine Electric Co 
N. Be Str and» & Co 
Wisconsin Electric Co. 
GRINDERS, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 
Wisconsin Electric Co. 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUARDS, MACHINE 
The General Fireproofing Co, 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HANDSCREWS 
HANGERS, BALL BEARING 
Pulley & Shafting Co. 
Sk: Ball Bearing 
Valley Iron Works. 
HANGERS, DOOR 
F. B. Myers & Bro. Co. 
HANGERS, PIPE 
“Ball Joi nt '—The Penn Engineering Co. 
Illinois Malleable Iron Co, 
Walworth Mfg. Co. 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, =a & Foundry Co, 
Link-Belt Comp: 
The Medart Company 2 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co. 
Valley Iron Works 
T. B. Wood’s Sons Co. 
HEADERS, PIPE 
Chicago Nipple Mfg. Co. 
HEADS, EXHAUST 
The Swartwout Company 





KETTLES, STEAM JACKETED 
KNIVES, MACHINE 
E. C. Atkins & Co, 


LAC EL EATHER 


cago R awhi de Mig. Co. 
Edw hk. In 
he Se insert Co. 
I. B. Williams & Sons 


LACERS, BELT 


Belt 
Detroit. Belt 
EJexiiie Stee 
The Bristol 
LADLES AND KETTLES 
Mullins Body Corporation 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LEATHER SPECIALTIES 
Alexander Brothers 





, MELTING 


Chicago Rawhide Mr rg. Co. 
In¢ 


FE r R. Ladew 
W. S. Nott ¢ npany 
seg ee HAND 
( go Belting Comy 
Chicago Rawhide Mtg. Co. - 
LEGs, BENCH 
Standard Pressed Steel Co. 
LOCKERS 
The General Fireproofing Co. 
LONGSCREWS 
hicago Nipple Mfg. Co. 


LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Waverly Oil Works Co, 
LUBRICATOR GLASSES 
H, A. Rogers & Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co, 
McCullough Mfg. Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co, 
The D. T. Williams Valve Co, 
MACHINE TOOLS 
The Crescent Machine Co, 
Greenfield Tap & Die Corp, 
Royersford Foundry & Machine Co. 


MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
The Moore & White Co, 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 


MACHINES, BAND SAW, FOUNDRY 
The H, G., Thompson & Son Co, “MilClark’ 
MACHINERY, COAL HANDLING 
H,. W. Caidwell & Son Co, 
Dodge Manufacturing Corporation 
Link-Belt Company 
MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
Link-Belt Company 
MACHINES, CUTTING OFF 
The H. G. Thompson & Son Co, “Milband 
MACHINES, GRINDING AND POLISHING 
Bodine » Electric Company 
Bon iry & Machine Co, 
Royersford Foundry & Machine Co, 
A. Strand & Co, 
Wisconsin Electric Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, METAL CUTTING 
G. C. Atkins & Co., Inc. 
MACHINES, PIPE CUTTING AND 
THREADING 
Greenfield Tap & Die Corp. 
The Oster Mfg. Co. 
Toleduv Fipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Fovndry & Machine Co. 
MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent Machine Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MATS AND MATTING, RUBBER 
iamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
——e HANDISE CONVEYORS 








D 


Lir I 

EF. E. Myers & Bro, Co. 
METAL, BEARING 

Dodge Manufacturing Corporation 

Bunting Brass & Bronze Co, 

The Medart Company 

Reeves Pulley Co. 

Stewart Manufacturing Corp. 

MILL LEATHERS, ALL KINDS 

Chas. Bond Co., Philadelphia 

Chicago Belting Co. 

The Chicago Rawhide Mfg. Co. 





Edward R. Ladew Co., Ine. 
Chas. A. Sc hieren Co. 
I. B. Williams & Sons 


MOTORS, ELECTRIC 
\ r Moto ife. . 
Wisconsin Electric Company 
Bodine Electric Company 
MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car-Mover Co 
MULE STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co, 





NIPPLES, PIPE 
so Nipple Mfg. ¢ 
NOZZLES, HOSE 
B. Sherman Mfg, Co, 
NUTS, MACHINE SCREW 
Economy Screw Corporation 
OIL PUMPS, HAND 
Sherwood Mfg. Co. 
OLL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
PY, Wall Mfg, Supply C« 
OLLERS, MULTIPLE FEED 
Detroit Lubricator Co, 
Sherwood Mfg. Co. 
OILING DEVICES 
American Injector Co, 
Detroit Lubricator Co, 
Lidseen Products, 
McCullough M 
The Wm, Powe!l Co, 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 


OLLS, LUBRICATING 
Waverly Oil Works Co, 

PACKING, AMMONIA 
Chicago Rhopac Products Co. 
Braiding & Packing Works of America 
lbiamond Rubber Co., Inc, 
Greene, Tweed & Co, 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co, 

PACKING, FLEXIBLE METALLIC 

Chicago Rhopac Products Co, 

PACKING, HYDRAULIC hy 
Alexander Brothers - 
Braiding & Packing Works of America 
Chicago Belting Company 
Chicago Rawhide Mfg. Co. 
Chicago Rhopac Products Co, 
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CRESCENT 


“Make Good Belts Give Better Service 








Swartwout Hydromatic Steam Traps 
This Swartwouttrap doesits work per- 
fectly, without trouble, without ex- 
pense. Illustration shows enlarged view 
of mone! metal valve and valve seat, both 
ofwhich are reversible and interchange- 












able, insuring perfect fit and long wear. 
Should be carried by every jobber. 


BELT FASTENERS 







Superior in Quality and 
Economical in Cost— 


they are truly 
THE belt fastener 


Holding the butt ends in vise-like grip 
they strengthen the belt at the joint, dis- 
tribute strain evenly across belt’s entire 
width and meet the requirements of all 
drives. 


ROWING DEMAND is constantly making the 

sale of Swartwout Steam Specialties more profitable 
to our agents. Back of this increasing demand stands 
consistent advertising, whole-hearted cooperation of our 
salesmen, prompt deliveries, and products of the very 
highest standard. 
High Pressure Bucket, Low Pressure Float and Return, 
Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
Head, Steam, Oil and Air Separators, Air Traps, Water 
Level Control Valves, and the well known Swartwout 
All Service and Junior Feed Water Heaters. 


Swartwout 
Steam Specialties 


THE SWARTWOUT COMPANY 
CLEVELAND, OHIO 


No metal touches pulleys—nothing to 





catch, wear or pry off. 


Write for Catalogue 
on your specific needs. 














Crescent Belt Fastener Company 
247 Park Avenue New York, N. Y. 
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Crescent Universal 
Woodworkers 


You do not have to cut the price 
to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 


Flexible 


Joints 


For Steam, Air, Water, 
Gas, Ojils and other 





Straight Pattern 


PASE CT CAR SEE SE Ese eeee sees ease ceseeeeeeeeses| 


liquids 
more orders and we will show you that the zl . 
achinec ala oH 
Fl machines make good. S| MORAN Flexible Joints are 
Send today for catalog giving complete description of our band ¢| suitable for almost every pur- 


saws, saw tables pose requiring a flexible con- 
veyor of steam, air, gas or 
liquids. Years of actual service 
have demonstrated their superi- 
ority. They are made in seven 
types, all of which can be sup- 
plied with either flange or screw 
ends. All standard joints are 
suitable for a working pressure 
up to 150 pounds. Extra heavy 
joints from 250 to 1000 pounds. 
When ordering specify what 
type of joint wanted and if for 
steam or liquid. They are made 
in sizes from ‘%%4-in to 36-in. 


, jointers, shapers, planers, borers, planer and 4] 


matchers, swing saws, disk grinder, cut off table, hollow chisel 


mortiser, variety wood worker, universal wood workers. 


Che 
Crescent Machine Co. 


96 Columbia Street 
LEETONIA OHIO 





[XUUKEEY 












Angle Pattern 


Distributors, send for catalog. 


Moran Flexible Steam 
Joint Co. 


217 W. Main St. 
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Louisville, Ky. 


Special Liquid Type 
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It PRESSES, DRILL AND LOOT 
Royersford Foundry & Machine Co. 
seers Suen 2 PRESSES, HYDRAULIC, FORCING 
~ Sage ' I Elmes Et ring Works 
New } & I PRIMING CUPS 
N pany it Lubricator Co, 
1. S & Roberts Co, 
> rt I s Mfg. . 
& Sons S nner Mfg. Co. 
PACKING, PISTON PROTECTORS, ELECTRIC LAMP 
& | \ ~ Ar s . 
r t L L i Y COVERING 
hicago Rawhide Mfg. Co. 
Hewit u PULLEYS, BALI BEARING 
I M I g é Y. S Co. 
New Y¢ Belting & I king & Ss tine Co. 
se PULLEYS, CAST IRON 
PACKING, RUBBER B itn attan Wabi 
I Wor yf An Bond Foundry & Machine Co. 
4 I H. W. Caldwell & Son Co. 
Hewitt Ru er °o Do Manuf turing Corporation 
The M t Rubt ° TI Hill Clutch, Machine & Foundry Co. 
New Y Belting & I ng Co, Lit I t Company 
TI Ru r Co, | Med mpan 
PACKING, SHEET Roversfor ‘ * Machine Co. 
Br ge & Packing Works of Ar tica N : Iron rks 
Diamond Ru er Co.. Ine, Tr. B. Wood Ss Co. 
Jenkins ‘96"—Jenkins Bros. Y U LLE YS, CONVEYOR 
Hewitt Rubber C H. W. iv & Son Co, 
The Me i re The Hill ¢ tch, Mac ines & Foundry Co. 
New Y RB ing Co. nke=3 ed 
The |} ul Rubber ° It M: pany 
PACKING, VALVE STEM T. B. Wood's Sons Co. 
Br ng & I ng Works of Amer PUL 1. EYS, FLANGE 
; thor ( Dodge Manuf turing Corporation 
Greene, Twe & Co, The Hill Clutch, Ma *~hine & Foundry Co, 
Penberthy Injector Co. Link-Belt Compan 
The Roberts Brass Mfg. Co. 1 Me ( r 
Sherwood Mfg. Co. \ P \ s, 7 
PAINT, ACID RESISTING Reeves Pulley Co, 
? . Saginaw Mfg. ¢ 
: ib T. B. Wood's Sons Co. 
FAINT, BLACK EXEUSERIA PULLEYS, FRICTION CLUTCH 
site ; ' I ne Co, 
PAINT, COLD RESISTING fting Co, 
I Corporation 
» * RESISTING chine Co. 
Pane, Sees eee Ma ~hine & Foundry Co, 
PAINT, MOISTURE RESISTING haniey ce Slackine Co 
, ympany 
PAINT, SILICA-GRAPHITE 7 ie White Co 
Joseph Dixon Crucib ( oy I 3 & ‘Son 
PAINTS, WE ATHER RESISTING 5 Si 
r Nit ( T. I ,ood’s Sons Co, 
The Gen il Pirepreo® ng Co. PULLERS, IRON CENTER 
PANS, TOTE cturing z Corporation 
Mt ( pany 
p ASTE, SOLDERING pit, Pul ey Co. 
Cr a ier Co. Works, Ir 
iS OR PINS, BELT LACING 
cr g tawhide Mfg, Co, Co. 
hes “Belt - L is PULLEYS, LOOSE 
Detre I r Co 
F Steel Chicago Pulley & Shafting Co. 
PIPE THK ADING TOOLS Dodge Manufactur Corporation 
strong Bros. Toc Co. The Hill Clutch, gn hine & Foundry Co. 
I & Di ‘or nk-Belt Com} 
Pipe Threading Mai chine Co. ; .* dart Cor fi , 
PIPE, HIGH PRESSURE * tt s: oe - i scare 
The Watson-S an Co. iginaw M 
PIPE, STEEL f B ring Co 
National Tube Co. Wood's Sons Co. 
_ — *ULLEYS, MOT 
PLATES, BASE — . ULLEYs, MOTOR 
Machine 
Bond Foundry & Mas hine Co. [ Corporation 
Dodge Manufacturing Corporation Excelsior ulley Company 5 
PLATES, FLOOR AND CEILING The Hill Clute h, Machine & Foundry Co, 
The Penn Engineering Co, W. A. Jones Foundry & Machine Co, 
Link-Belt Comp 
m LATFORMS, LIFT TRUCK The Medart Cor , 
Standar *ressed Steel Co, Ohio Vz y Pulle Works, In 
PLUGS, BRASS AND FUSIBLE Reeves Pulley : 
American Injector Co The Rock wood o 
Sherwood Mfg. Co Saginaw Mfg. Co. 
. rat} os . T. B. Wood's Sons Co, 
The D. T. Williams Valve Co, z sca ee 
The Wm. Powell Co. PUL “ EYS, PAPER 
ae a , — Ohio Valley Pulle Works, Ine. 
POLES, TUBULAR STEEI The Rockwood Mfc. Co. 
National Tube Company 


POWER TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Oilless Bearing Co, 
Bond Foundry & Machine Co, 
H, W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co, 


Dodge Manufacturing Corporation 
Edgemont Machine Co... The 

The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 

The Medart Company 


The Moore 
Ohio Valley 
Royersford 


& White Co. 
Pulley Works, l 


Foundry & Machine Co. 


A. L. Schultz & Son 
Skayef Ball Bearing Co 
Standard Pressed Steel Co, 


Valley Iron Works 
T. B. Wood's So 
PRESSES, BEET, HYDRAULIC 

Chas. F, Elmes Engineering Works 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros, 






Co. 


PULLEYS, 
Ball 


ROLLER BEARING 

Bearing 
PULLEYS, STEEL 

Pulley Company 

anufacturing Corporation 
PULLEYS, STEEL RIM 

Medart Company 

PULLEYS, STEP AND TAPER CONE 

Dodge Manufacturing Corporation 

The Hill Clutch, Machine & Foundry Co, 

The Medart Company 

Menasha Wood Split Pulley Co, 


Skavef Co, 


American 
Dodge M 


The 


Ohio Valley Pulley Works, Inc, 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co, 
PULLEYS, WOOD SPLIT 


Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Excelsior Pulley Company 

The Medart Company 

Menasha Wood Split Pulley Co. 
Ohio Valley Pulley Works, Ine, 


H s T’ullew Co, 
Saginaw Mfg. Co. 
PUMP JACKS 





The Goulds Mfg. Co. 
Mast Foos & Co. 
I I Myers & Bro. Co, 
PUMPS, AIR 
I 1 Bre 
P rn MPs, BOILER FEED 
Ti M. L. Oberdorfer Brass Co, 
Pl MPS, ELECTRIC 
Gou M ‘ 
E. My x | Co 
I M. L. Oberdorfer Brass Co, 
PUMPS, GAS AND VACUUM 
Leiman Bros, 
PUMPs, HAND AND POWER 
The 1 4 o. 
Mast, 
Y.. Be ~ €o 
The er Brass Co 





PUMPs, JET 


PUMPS, MINE 
ds Mfg. Co, 
Foos & 
Myers & 


The Gou 
Mast 
Fr, B. 


Co, 
Bro. Co, 
PUMPS, OIL 


ator Co, 


erdorfer Br 

PUMPs, 
The Goulds Mfg. Co. 

t, Foos & Co 

Fr, E, Myers & Bro. Co, 
PUNCHES AND DIES 
‘oundry & Machine Co. 
PUNCHES, SCREW 
Works 
HIGH 


ss Co 





TANK 


Royersford I! 
Lovejoy Tool 


RADIATORs, PRESSURE 
rUBE 





Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
Ss navian Western Importing Co., Ltd 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 
land Twist Drill Co, 
Greenfield Tap & Die Corp, 
REDUCERS, SPEED 
The Hill Clutch, 


Machine & Foundry Coa, 

Poole Engine -ering & Machine Co, 
ROPE DRIVES 

H. W. Caldwell & Son Co. 

Dodge Manufacturing Corporation 

The Hill Clutch, Machine & Foundry 

Link-Belt Company y 

The Medart Company 


T. B. Wood's Sons Co. 
: ROPE, WIRE 
Wickwire Spencer Steel Co., Inc, 


RUBBER GOODS, MECHANICAL 
Diamond Rubber Inc, 

Hewitt Rubber 
Jenkins Bros, 
The Mechanical 
New York 
The 


Co., 
Co, 


Rubber 
Belting & Packing Co, 
Republic Rubber Co, 

SAFES, UNDERWRITERS’ 
General Fireproofing Co, 
SAFETY DEVICES 
Machine Co, 
Manufacturing Corporation 

SAND BLAST OUTFITS 
Leiman Bros. 


Co, 


The 


The Crescent 
Dodge 


SAWS, BAND 
Ameri an Saw & Mfg. Co, 
E, C. Atkins & Co, 
The Crescent Machine Co. 
The H. G. Thompson & Son Co. 


SAWS, BAND, NARROW, WOOD CUTTING 


E. C, Atkins & Co, 

The H, G. Thompson & Son Co, 
SAWs, CIRCULAR 

FE. C. Atkins & Co, 


Rn. Hoe & Co. 


SAWS, HACK 
American Saw & Mfg. Co, 
E. C. Atkins & Co, 

The H. G. Thompson & Son Co. 
Victor Saw Works, Ine. 

SAWS, HACK (Machines) 
E, C. Atkins & Co. 

SAWS, HAND 
Atkins & Co. 

SAWS, SWING, CUT-OFF 

B. C. Atkins & Co, 
The Crescent Machine Co. 

SCREENS, WIRE 
Wickwire Spencer Steel Co., Inc, 

SCREWDRIVERS, ELECTRIC 

The Black & Decker Mfg. Co, 
N. A, Strand & vo, 


(Blades) 


E. C. 
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VERTICAL 


(metal cutting) 
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HILL CLUTCH 
MILL EQUIPMENT 


Friction Losses Conquered 


“CLEVELAND TYPE” 
COLLAR OILING BEARING 


(Patented) 


The perfect bearing for 





power transmission thru 
line shafting. Anti-fric 
tion in the true sense of 
the word. 

The constant and steady 
oil circulation in four 
even streams maintains 
an UNBROKEN OIL 
FILM on which the shaft 


rides 


(Sectional View) 

the positive oiling system 
never fails—that produces the 

ost frictionless oil film. 

nished in all styles of Rigid and 

Ball and Socket Mountings 


Showing 
th ; from all 


No 


wearing surfaces to 


free 





at 





metallic contact. 








waste power 
Unbelievable economies effected thru saving in power, oil 
An investment that pays 
dividends thru long years of uninterrupted service 

The SPLIT FEATURE is 


advantage over other anti-friction bearings of the solid 


consumption and maintenance. 


Easy to install. a tremendous 


type which necessitate stripping of shafts. 
Such concerns use them as Standard Oil Company, American Steel 
& Wire Company, Spencer Kellogg & Sons, Inc., White Motor 
Company, Packard Motor Company, Atlas Portland Cement Com- 
pany, Anaconda Copper Mining Company, Great Western Sugar. 
Successful concerns want the best, naturally. 


Write for Catalog and full information 


THE HILL CLUTCH MACHINE & FOUNDRY CO. 


Power Transmission 


General Offices and Works, 
Breakwater Ave. & W. 65th St., 
Cleveland, Ohio. 


Engineers 
New York Office, 
Liggett Bldg., 
41 W. 42nd st. 














WATER GAUGES 


and 
other quality 


Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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“JUNIOR” 


HE Oberdorfer ‘“‘Junior’’ Direct Drive Pump is de 

signed for economical, speedy movement of cutting 

compounds, lubricants or other liquids up to 76 gal- 
lons per hour. Made of high grade bronze throughout 
with shaft of Tobin Bronze. 

Non-corrosive. Gear type. Leak proof. Self-priming 
Mounted on cast iron base which can be made portable 
Driven by 1/6 H. P. motor through flexible coupling 
A sturdy, dependable outfit for intermittent pumping 


Write for Bulletin “I of nearest distributor 


M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 


and name 














110) DXCO)NES 


SILICA— GRAPHITE 





To buy paint on a 
per gallon” 
basis is an expense, 
but on a “cost per 
year of service” basis 
an investment. DIX- 
ON’S returns divi- 
dends of longer and 
The 
cheapest in 


Booklet 


“cost 


service. 


better 
best is 
the end. 
71-B tells why. 


JOSEPH DIXON 
CRUCIBLE 
COMPANY 

Jersey City, 

N. J. 


Est. 1827 
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SCREWDRIVERS, HAND TOOLS, PLUMBERS’ AND STEAMFITTERS’ Mason Regulator Co, 
American Saw & Mfg. Cx pve eer a. Tool Co, Walworth Mfg. Co. 
| sc NE PRODUCTS Greenfiel¢ ap & Die Corp. ° es . ‘ 
; SCREW : — on KE PRODUCT Toledo Pipe Threading Machine Co. VALVES, PUMP, RUBBER 
| ( & Set Screw Walworth Mfg. Co. Diamond Rubber Co., Inc. 
i r Belt my y * oe Jenkins Bros. 
; standard Premed Steel Co es 4 TOOLS, SAW The Mechanical Rubber Co. 
' SCREW PLATES E. C. Atkins & Co., Inc. New York Belting & Packing Co. 
; Tap & Die Corp. ; rOOLS, SCREW CUTTING VALVES, QUICK OPENING 
i SCREWS, CAP AND SET Greenfield Tap & Die Corp, Nason Manufacturing Co, 
i rhe Allen Mfg. , _TORC HES, BLOW VALVES, RADIATOR 
| : Cap & Set S Co. Clayton & L. ert. Mfg. Co Detroit Lubricator Co. 
Ah rd Press St Co. Geo. W. Diener Mfg. Co Jenkins Bros. 
: . Seandir Western Importing ( "he hi “28 ‘ 
CREWS, MACHINE, IRON AND BRASS oe n_ importing . The Ohio Brass Co. 
S RI — ane The Turner Br iss We orks The Wm. Powell Co. 
—aiamiaie a - ; . . Walworth Mfg. Co. 
SCREWS, SAFETY SET TOR CHE S, ENGINEERS The D. T. Williams Valve Co. 
Co 
stol Company mts. 8 VALVES, THROTTLE 
Pressed Steel Co. rRANSMISSION, VARIABLE SPEED Detroit Lubricator Co. 
> 5 rhe Moore & White Co. Jenkins Bros. 
SCREWS, THUMB hecves Pulled Cu Walworth Mfg. Co. 
S tior : , The D. T. Williams Valve Co 
a , TRAPS, AIR AND SEDIMENT : 
ss SEPARATORS, OIL AND STEAM : Dd At pe VISES, DRILL PRESS 
The Swartwout ¢ pat The Sw rtwout Comp ny Yost Mfg. Co. 
The D. T. Williams Valve Cc he Swar 1 mpany - 
z \ , 
SHAFTING TRAPS, STEAM The Chas Praag tay MINISTS 
Bond Foundry & Machine Cc ar. (Anderson 7 Prentiss Vise Co. ; 
B > Oe N a M: nor ies “ ne th Mfg. Co. 
On ey Shafting Co D. T. W Co. ers 
mri Corporation Misa’ Ses san VISES, PATTERN MAKERS’ 
The Hill Clutch Machine & Foundry Co. TROLLEYS Yost Mfg. Co.. 
T Tt Wor 
1 Medart Company . VISES, PIPE 
Royersford Foundry & Machine Co rRU¢ KS, HAND Armstrong Bros. Tool Co. 
A. L. Schultz & Son = Gi I Lb Corp. 
T. B, Wood’s Sons Co TRUCKS, WAREHOUSE ce. ones. e Co, 
SHEAVES, MANILA AND WIRE ROPE oy 5 Toledo Pipe reading Machine Co. 
The Hill Clutch Machine & indry Co. Walworth Mfg. Co. 
5 gs rt TUBES, BOILER Yost Mfg. Co. 
The Medart Company Natior Pubs ympany VISES, WOODWORKERS’, RAPID ACTING 
T. B. Wood's Sons Co . TUBING, RUBBER ( tial 1 
SHELVING, STEE! New York Belting & Packing Co Yost Mfg. Co. 
r “ene , fing on renee WW perce BRASS 
BING, STEEL as 
SHOP FURNITURE, STEEI ROE eee — eee aes 
sree UNIONS, BRASS AND IRON ae 
a _— 1 2 Tn) ( ' Illinois Malleable Iron Co Chicago R de Mfg . 
Ww i She & T - ae am iii Walworth Mfg. Co =e & , awhl i Mtg. ‘ o. 
SLEEVES AND SOCKETS, DRIL * : a * 
ge acay erin vice UNIONS, BRASS WASHERS, RUBBER 
er > oe » . Diamond Rubber Co. Ine 
) 3AR AND WIRE ‘ c : 8] 
ree acco ge = ae VALVE LEATHERS New York Belting & Packing Co 
SOLDERING COPPERS. FU X, PASTE AND ies ag age Ie wast = © coT nN AND WOOL 
. ee oe : The J. Milton Hagy Waste Worke 
iicago Sole ompar I 
-RING : ENE fasta WATCHCLOC Ks 
eae VALVE-UNIONS tex W 
; SPEED TRANSFORMERS Nason Manufa 70, WATER CLOSETS, FROST PROOF 
The Hill Clutch Machine & Foundry Co. , VALVES, AIR Jos, A. Vogel Co. 
= ie cs tia amemetaaiaeas The Penn Engineering Co. WATER GAGES 
. SPROCKETS The R Ge tum wae Ce RP NR cen Sy 
~ Cc 6 4 Sterling & Skinner Mfg. Co. T Roberts fe 
The edart Com} . —_ ’ . 
ey hg gy v ALVES BALANCED, FLOAT The Sterlit Skinner Mfg. Co. 
, one PANDS. EMERY WHEE! Mason Regulator Co. WATER LEVEL CONTROL 
at Sou I VALVES, BLOW OFF Nason Manufacturing Co. 
STEAM SPECIALTIES ae Engine ge We S WE ATHER a PAIN! 
enkins Bros 1 
Ar can Injecto Co T ‘ Powell Co 
; ce 3h Asia eS eit 5. nw a Co WE LDING AND CUTTING EQUIPMENT 
G. M. Davis Regulator Co. Walworth Mfge.. Co. = : Imperial Brass Mfg. Co. 
De troit ae Co. VALVE . CHECK b ag es ———~ FLUX AND SUPPLIES 
“ , ‘ iT al srass £ Lo, 
Nason Manufacturing Co. has. b. J Engines : . ia 
Sterling & Skinner Mfg. Co. Jenkins bros WHEELS, GRINDING 
The McRae & Roberts Co The Ohio Brass Co E. C. Atkins & Co., Inc. 
The Wm. Powell Co. The Wm. Powell Co. : New York Belting & Packing Co. 
H. A. Rogers & Co. The D =. Williams Valve Co. WINCHES 
The Swartwout Company Walworth Mfg. Co. A. L. Schultz & Son 
Walworth Mfg. Co. VALVES, COLD WATER, BALATA . WIPING CLOTHS, MACHINERY 
The D. T. Williams Val Co, Victor Balata & Textile Belting Co. hicago Sanitary ag Co. 
ae STEEL VALVES, PLUSH The J. Milton Many Waste Works 
Bliss & Laughlin, Inc. - Imper B Mfg. Louisville Sanitary Wipers Co., Ine. 
S 
_ : IF sei i - VALVES, GATE, GLOBE AND ANGLE WIRE AND WIRE CLOTH 
The General ireprc ng ‘ . ‘ . i 
Illinois Malleable Iron Co, VW wire Spencer Steel Co., Inc, 
(STOCKS AND ‘DIES ‘acktik. Fees WIRE ROPE 
Armstrong os —} ( The Ohio Brass Co. Wickwire Spencer Steel Co., In 
Greer ‘ » & Die orp The Wm. Powell Co. esr : ry ie 
The Oster Mfg. Co. Walworth Mfg. Co. WIRE SOLDER 
Toledo Pipe Threading Machine Co. The D. T. Williams Valve Co. Chicago Solder Co. 
STRAINERS VALVES, HIGH PRESSURE WOODWORKERS, VARIETY 
American Injector Co Chas. F. Elmes Engineering Works Crescent Machine Co, 
The Swartwout Company ‘ Jenkins Bros. WRENCH SETS 
STRAPS, LEATHER The Ohio Brass Co. Armstrong Bros. Tool Co. 
Chicago Rawhide Mfg. Co. The Wm. Powell Co. J. H. Williams & Co. 
Chas, A. S eren Co, Henry, Vogt Machine Co. . . . 
Lk ww ; & Son The D, T. Williams Valve Co. w aa ADJUSTABLE 
SWAGES, UPSET Walworth Mfg. Co. ee ac 
EB. C. Atkins & Co., Inc. The Watson-Stillman Co, J. H. picedline ine Eee are 
TABLES, STEAM VALVES, HYDRAULIC WRENCHES, OPEN END 
= P ~ we -Soegat » Wren’ Armstrong Bros. Tool Co. 
Nason Manufacturing Co. Chas. F. Elmes Engineering Works “ 
aktich’ alee J. H. Williams & Co. 
rERMINALS, SOLDERING Jens Eee. -— @ 
; s a The Wm. Powell Co. WRENCHES, PIPE 
Economy Screw Corporation Henry Vogt Machine Co, Armstrong Bros, Tool Co, 
TILING, RUBBER, LNTERLOCKING Walworth Mfg. Co. Greenfield Tap & Die Corp, 
New York Belting & Packing Co. The Watson-Stillman Co, Walworth Mfg. Co 
TOOLS, BORING The D, T. Williams Valve Co. J. H, Williams & Co. 
Armstrong Bros. Tool Co. VALVES, POP SAFETY AND RELIEF WRENCHES, PIPE, CHAIN 
'S, MACHINISTS’ Detroit Lubricator Co. Armstrong Bros. Tool Co. 
? TOOI » MACHINISTS The Wm. Powell Co. J. H. Williams & Co. 
American Swiss File & Tool Co. Wal th Mfg. C . 
Armstrong Bros. Tool Co. pag hoe cals a : : WRENCHES, SOCKET 
Greenfield Tap & Die Corp. VALVES, PRESSURE REGULATING The Allen Mfg. Co. 
Scandinavian Western Importing Co., Ltd. G. M. Davis Regulator Co. Armstrong Bros. Tool Co. 
J. H. Williams & Co, Chas, F, Elmes Engineering Works The Black & Decker Mfg. Co, 
bere a 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 








It’s YOUR Packing 


Progressive Jobbers and Mill Supply Houses 
now sell their own PACKING 


Highest grades of Asbestos, Cotton, Flax and ‘‘Spe- 
cial’ Packings are manufactured by us under your 
own Brand—under your own name. In attractive 
wrappings and at very low cost. 

Investigate-—say the word and full particulars will be 
nailed 


BRAIDING AND PACKING WORKS of AMERICA 
251-253 Forty Sixth Street Brooklyn, New York 


“V_B”’ 


Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supply Houses 


isk for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chieago Warehouse: 315 W. Austin Ave. Factories: Easton. Pa. 
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FOR US. 


ECONOMY 


Trust the Scotch for Gauge Glass Economy 


Economy is second nature to the Scotch people, and 
how natural it was for John Moncrieff, in perfecting 
his formula for gauge glass, to make a glass that 
would be economical through minimum breakage and 
a wide margin of safety to life and property. 


There are two brands of Moncrieff Scotch Gauge 
Glasses for low and high pressures—PERTH Brand 
for pressures up to 200 Ibs. and UNIFIC Brand for 
pressures up to 400 lbs. With these two brands in 
stock you can meet the needs of ALL your custo- 
mers Write for prices and distributors’ discounts 


H. A. ROGERS CO. 


Sales Agents for the United States 


87 Walker St. 


New York 
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SHEDITE 


Waterproof and Steamproof Belting. For 
every drive where it’s damp or steamy. 


N oak tanned belt of highest quality, with all the 
good points of such belting and, in addition, the 
special value of being absolutely inpervious to 


moisture or steam, It will give the same perfect 
service on drives in wet places that our Cocheco Belting 
will give in dry places 


Shedite is not an experiment, an uncertainty. It has 
been tested out for a number of years and we know of 
no single instance where it has failed; to the contrary, 
we have scores of highly complimentary letters from 
present users, copies of which we will be glad to furnish 
on request, 


May we quote you? 


I. B. WILLIAMS & SONS 
Dover, N. H. 


71-73 Murray St. 14-16 N. Franklin st 157 Summer St. 
New York 


Chicago, Il. Boston, Mass, 
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The BLACK & DECKER MFG. co. 
TOWSON, MARYLAND, U.S.A 
Canadian Factory: 
yman Tube Bldg.-, Montreal, P.Q- 






L 






vice Stations in 


ENIENCE— 
Branch Offices with Ser 
CLEVELAND 












Black & Decker Portable Flectric Drills are carr ed in st cl by the leading Mill 

Supply Machinery Plectrical Plumb and Autom strive SUP sly houses- 

Supp!) > lact nery, Electrica» ; q pe” : a Bostos PHILADELPHIA 

The distribution system 1S SO complete, that no matter where you are located 

you can secure Black & Decker Portable Electric toe Js, without delay, from your BurFrare BatTIMORE ATLANTA 

own supply house : re ‘ om PerTROIT MINNEAPOLIS Da.tas 

ind istrial, which ! ; g thousands of Electric Drills, : S 4 M 
$ ders, they can secure the additional Cuicaco San Francisco MonTREAL 
. cagak if aney SEF obliged New York Sr. Lovts Toronto 

Kansas CITY 


would 


When the larg 


wants to S} 
n system 

















jistributio 


Electr r 
to or 
Prot e of the Black & Decker ¢ 
, use Portable Flectric Drills for maintenance 
this even includes hotels, office buildings and 
‘llwright, OT department 


is for the 
engineer, mv 
yply house 


of genera 








yinery anc 

uses)- When 4 superint adent, eng 
s an Flectric Drill ina hurry, he knows that his regular suy 
1 hout delay 
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Advertisement in ~ i 
the Saturday Evening Post 
Is Shown Opposite 


cian sake The May copy speaks for itself. 
nents being published 
6 age snd Magy +t It exemplifies our policy of selling through Jobbers 
Post, to reach the only. THE BLACK & DECKER POLICY IS 
ce Mk & Moke BASED ON JOBBER DISTRIBUTION WITH- 
ee OUT DISCRIMINATION. 





. aa We do business according to one set of rules only 
Re vend and these rules are known as the “Black & Decker 
nounced in advance Fixed Policies.” They lay out exactly the entire 
Rik aaa policy, including discounts, and are not in any way 
secret or confidential. We are proud of them and 
if you would like to have a copy, do not hesitate to 

write us. 


(SPECIAL NOTE) 


Special attention is called to the list of Branch 
Offices and Service Stations which are being shown 


consistently in our Saturday Evening Post advertis- 
ing. 


If you are a Black & Decker Jobber you already 
know that these Offices and Service Stations are 
manned by Black & Decker men of high caliber, and 
that the Service Stations carry a complete stock of 
parts and that the distribution of these Branch 
Offices and Service Stations is a big factor in the sale 
of Black & Decker Electric Tools. 


Watch MILL SUPPLIES for 
June for our next adver- 
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T SEEMS but yesterday (to some of us) 
that the kerosene lamp was hailed as the 
wonder of the day. It WAS only yesterday ‘ 
when the drilling of a single hole in metal \ 
was a long and tedious operation. X 

Today the touch of abutton floods ourhomes ‘Y 
or our factories with light, and at almost the same 
simple bidding a high speed drill plunges through 
cast iron, steel or armor plate. 

Thus we have come out of the dark ages and thus 
have our tools surpassed our mechanical requirements. 
Until we require immensely more brilliantillumination,the 
lights we have will serve us. When our machinery demands 
much greater drilling speeds and keener drills, it will be found 
that the same men who perfected CLE-FORGE have been 
working quietly, but effectively, toward that end. 

As for today, world’s drilling records in both steel and cast iron, plus 


the highest standards of workmanship, offer you in CLE- FORGE the drill 
that “‘Tells its own story’’ best. 


\ 


TWIST DRILL 
COMPANY 
aw CLEVELAND 
NEW YORK-CHICAGO- LONDON 





TRADE MARK REG. U S PAT OFF ANO FOREIGN COUNTRIES 


s 


LE*FORGE °:-220 DRILLS 


TRADE MARK REG. U.S. PAT. OFF. 
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The steel nut is tapped 
thru and the brass 
shell holding the steel 
nut allows the ad- 
vantages of nickel- 
plating over brass. 
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Tapped as 
desired 


This shows the actual size 
and dimensions of the 
Ferry Patented Acorn 
Nut illustrated above. 













Cross section of new 
FerryPatentedAcorn 
Nut showing how 
the steel hexagon 
nut fits snugly into 
the brass shell. 


At last—a real non-corrosive 
Acorn Nut 


ERE’S the first steel 
nut with a strictly non- 
corrosive brass shell ever 
developed. It is patented by 


Ferry and can be supplied: 


atonce in unlimited quantities 
at a price that is most attrac- 
tive compared with regular 
brass acorn nuts. 


This new acorn nut is really a 
steel hexagon nut With a pro- 
tecting brass shell. The shell 
is shaped like that of any ordi- 
nary acorn nut but instead 
of being solid, it is hollow. 


It actually has all the 
strength of a solid steel nut 
and in addition, possesses 
the feature of taking nickel 
plating without rusting. 


We can furnish these nuts 
either in brass, nickel-plated 
barrel finish or nickel-plated 
polished and buffed. 


There are hundreds of places 
where this nut is particularly 
adapted. 


They are made up to both 
SAE and USS specifications. 
Furnished tapped to '4", 
*/6" and *s "inclusive. These 
sizesonlyarecarried instock. 
Any desired threading up to 
*s"can be supplied at very 
little additional cost. 


Many car manufacturers 
have placed orders for this 
remarkable Ferry Patented 
Acorn Nutonfirst inspection. 


Let us send you samples. Fill in the 
coupon below, today. Don’t delay. 


THE FERRY CAP & SET SCREW COMPANY, Cleveland, Ohio 








FERRY 


PROCESS SCREWS 


The Ferry Cap & Set Screw Co. 


2151 Scranton Road «+ + Cleveland, Ohio Name Woes ees Be ete ee ee ee ee ee hee ee ae weet Wide Saree 
Please send us sample of your "cli oT ToS er SEEM Se an 
new Ferry Patented Acor Jut. . 

erry Patented Acorn Nut. — Gjpy a eee 
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